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Cleanup S arred 
By U.C. Strength, 
Price Hike Talk 


Values of Used Models 
Show Unusual Rise 


On Eve of °56 Bows 
By Robert M. Lienert 


Associate Editor 
the cleanup seison at 
hand, new-car dealers can 
count two factors that are helping 
ease the task of selling out 1955 
models. 

Most important, probably, is a 
renewed strengthening noted last 
used-car market, 
which has heli at remarkable 

levels all year long. 

The second major cleanup aid is 
the much-talked-about price boost 
expected for 1956 models. 

Anticipated higher prices—indus- 
try guesses range from $30 to $100 
on lcw-priced models—are having 
a direct effect on new-car sales, 
but are also indirectly aiding the 
rew-car cleanup in that they are 
iping to hold up the value of 
used-car stocks and saving many 
repossessions of cars sold earlier 
this year. 

= * * 
MA* dealers are promoting 
sales of ’55s with the idea that 
prospects may have to pay $80 or 
$100 more for the same model in 
its 56 version. 


and pretty much avoiding the 
late-summer slide prior to new- 
model introduction—when every 
used car becomes one year older. 

Dealers, relieved of the pressure 
of quickly turning over their used- 
ear inventory to keep from getting 
caught in the price squeeze, have 
been able to concentrate their at- 
tention on the new-car department. 

7 + * 
T THE wholesale, level, used 
cars increased in price last 
week, according to AUTOMOTIVE 
News’ index. 

The price gain was the biggest 
recorded thus far this year, aside 
from the week in which ’55 models 
were added to the index to replace 
47 models. 

A price increase of any sort on 
the used-car index has been some- 
thing of a rarity this year. Last 

week’s advance was only the 
seventh time that used-car prices 
had gone up in the 34 weeks re- 
corded since the first of the year. 

Nevertheless, the trend toward 
constantly lowering prices has been 

quite moderate, since the current 
overall average is only $126 lower 
than the year’s peak, established in 
(Continued on Page 4, Col. 3) 


30th 
Birthday 


@ Thirty years “is a long, 
long time.” AvtTomoTive 
News observes a milestone. 
Page 12. 

Still believe that any ad 
can fool ’em? Maybe those 
consumers are getting 
smarter. Page 20. 

That Ohio azle-mile tax 
on trucks isn’t dead yet. 
Page 28. 

More samples of fire-sale 
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Top Cars 


New-car registrations for siz 
months, plus three states for 
July: 

1955 Pos. 
1—760,162 
2—745,534 
3—383,061 
4—345,063 
5—291,681 
6—266,896 
I—179,221 
8—146,579 
9— 85,592 

10— 74,261 
11l— 63,464 
12— 53,569 
13— 47,521 
14— 26,902 
15— 23,749 
16— 15,573 
17— 4,372 
13— 781 

21,638 


1954 Pos. 
701,156— 2 
709,810— 1 
260,544— 3 
217,335— 4 
195,938— 5 
182,085— 6 
152,994— 7 

78,690— 8 
55,684— 9 
53,949—10 
40,775—13 
48,176—11 
43,800—12 
17,181—16 
19,875—15 
9,759—17 
4,306—18 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Chrysler 
Cadillac 


Further details on Page 38. 
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When Torrid August Pace Ends... 


Break Due in Output 


By Martin L. Whitmyer 
Staff Writer 

LTHOUGH dealers are becom- 

ing more concerned about new- 

car stocks and cleanup problems, 
GM and Ford divisions kept the 
industry car-production pace close 
to that of the record - shattering 
August of 1950. 

The first real break in the tor- 
rid production pace now is 
expected to come early in Sep- 
tember when the Ford division 
is due to go down for change- 
over to 1956 models. Chevrolet is 
expected to be producing 1955s 
throughout most of September. 
However, car output did drop to 

145,694 units last week—a 2.4 per- 
cent dip from the 149,199 units 
turned out the previous week—but 


No Dealer Policy Change... 


Dodge Car, Truck Re-Wed 


By Jack Weed 
Truck Editor 
ODGE, which divorced car and 
; truck sales in October, 1953, is 
putting them back together again. 

The separation was made in an 

effort to revitalize truck sales, 
with the truck division having 
authority to take on non-Chrys- 

ler dealers. 

It is understood that the switch- 
back to a combined field - force 
operation will have little effect on 
dealer policy. It is being made in 
the interest of economy and greater 
concentration of manpower. 

aa * * 
ON-CHRYSLER dealers who 
took on the Dodge truck line 
will be allowed to keep it and 
Dodge dealers who do not sell 
trucks will continue on this basis, 
at least for the present. 

In announcing the new move, 
William C. Newberg, Dodge presi- 
dent, said last week: 

“Dodge has doubled its sales 
and service organization in the 
last six months. Now we are 
completing the final phase of our 
reorganization and expansion pro- 
gram by combining our Podge 
truck and Dodge passenger-car 
sales forces. 

“The expansion of our field force 
will enable us to provide greater 
assistance to our dealer organiza- 
tion, and will help dealers to in- 
crease their market penetration and 
profits for both car and truck 
operations.” 

*” 7 
ras field organization of five 
zones and 20 regions will retain 
the same locations and expand 
facilities to accommodate the addi- 
tional personnel. 
K. C. Deacon, vice - president 


said the truck division will con- 
Re 


tinue to have from one to five 
truck men in each region and 
will work with dealers on truck 
sales problems, training and fleet 
work, as at present. 

To facilitate coordination be- 
tween the truck division and Dodge 
Main, Wiiliam Woolsey, director of 
truck sales, now becomes assistant 
to Deacon and will continue to 
maintain his headquarters at the 
truck plant on Mound Rd., Detroit. 

Edward Rice, truck sales man- 
ager, will move to the Dodge main 
office on Joseph Campau Ave. in 
Detroit. 


The Flight Sweep Twins— 


the manufacturers still produced 
435,378 cars during the first 18 
working days of this month. 

* * * 


legen y car output last week 
was 142.7 percent of AUTOMOTIVE 
News’ three-year index, as com- 
pared with the 146.1 percent on the 
149,199 cars turned out during the 
week ended Aug. 13. 


Truck production was sched- 
uled at 23,110 units last week, a 
slight drop from the 23,487 of the 
previous week. The truck manu- 
facturers are expected to produce 
in the neighborhood of 103,000 
units auring August. 

With Lincoln returning to pro- 
duction after an eight-week lull 
due to changeovers to ’56 models 
and Ford division and General Mo- 
tors moving along at near-record 
levels, the industry is expected to 
produce in the neighborhood of 
640,000 cars during August. 

* * * 

a THE August estimate is at- 

tained, it would not only be the 
second highest August output on 
record, but would be 55.6 percent 
higher than the average August of 
the last nine years. The highest 
August output on record is the 
681,854 units assembled in 1950. The 
average August production for the 
last nine years was 411,403 cars. 

Ford Motor Co., with its Ford 
division setting the pace with a 
new five-day output mark of 
33,740 cars, turned out 47,640 cars 
last week, or 2,229 more units 
than it produced the previous 
week. 

Mercury will get a jump on its 
sister division, Ford, as it moves 


Here are Flight Sweep ! and Ii, “idea cars” unveiled last week in New York by 
Chrysler Corp. The companion cars were built to compare hardtop and convertible 
styling on the same basic body form. Although the cars are of the sports type, 
and general manager of trucks, | Chrysler said they were designed to suit American tastes and have no European 


influzace. 


ssessions Soar on Wild Credit... 


‘Man with Rope’ on Overtime 


By Joseph M. Callahan 
Staff Writer 


Lee Waters, general manager of; Waters declared: 


C W Adjusters, a car-repossessing 


Most organizations dealing with |company which has offices in five 


auto installment credit have|cities and which deals with 300 


begun to express concern about| other repossessing firms in every 


loose terms on automobiles. 

How does this situation look 
to “the man with the rope”— 
the man charged with the re- 
spensibility of repossessing cars 
when the credit goes sour? 


section of the nation, estimates 
that in July and August reposses- 
sions sho; up 25 percent. 

* 7 o 


RerseRnvee to the loose terms 
being offered in many sections, 


“We look for the situation to 
get worse because of the way 
dealers are selling cars these 
days. Most of the bad accounts 
are ’54 and ’55 models. 

“Despite the greatly increased 
sales during the first half of this 
year, our delinquency and repos- 
session business was down about 

(Continued on Page 44, Col. 1) 
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into the changeover period this 
week. The division’s Metuchen and 
St. Louis plant finished off output 
of ’55 models Friday; Wayne goes 
down at the end of this week, and 
the Los Angeles plant will go into 
its changeover period the first week 
in September. 
* * * 

A™ aiding Ford Motor was 

Lincoln, which scheduled 1,000 
new ’56 models, and Mercury, which 
increased output slightly to 8,400 
cars. Mercury no longer is working 
Saturdays, but Ford division is con- 
tinuing to work about half of: its 
assembly plants the full six days. 


GM also upped its output last 
week, jumping to 80,059 units from 
the 79,585 turned out the previous 
week. 

Buick made the difference, in- 
creasing its assemblies to 15,590 
last week from the 14,594 of the 
previous week. Chevrolet, how- 
ever, chopped its estimates to 
36,500 last week, a drop of 888 
units from the previous week. 
It also marked the second week 
this month that Chevrolet has 
produced fewer cars than Ford. 
Cadillac remained steady in the 

(Continued on Page 45, Col. 3) 


Rail-Siding Sale 
Of °55 Mercurys 
Brings Protest 


By Ed Brown 

Staff Correspondent 
us move toward blitz-type auto 
advertising was stretched to the 
breaking point last week when a 
Bronx Lincoln-Mercury dealer 
headed a full-page ad in the New 
York Mirror: 

“Mammoth Lincoln - Mercury 
Direct Factory to You Railroad 
Siding Sale.” 

The ad advised buyers that the 
cars would be sold for $50 over in- 
voice and that all invoices were 
attached to bills of lading. A box 
stated: Mercury Hardtop, Invoice, 
$1,888.52 . . . Lincoln Hardtop, In- 
voice, $2,826.28.” 

* od x 

a WAS suggested that the buyer 
“ could prepare the car for deliv- 
ery himself or the dealer would do 
it for $37.25. The authorized L-M 
dealer did not give his name al- 
though his address was included: 

After dealers protested to the 
factory, a Mercury spokesman 
said that the dealer had been 
advised by R. S. Boutelle, New 

York district sales manager, that 

the factory did not approve of 

that type of advertising. The ad- 
vertising was not expected to be 
repeated. 

In a matter of hours, word of the 
New York ad had spread to L-M 
dealers in areas several hundred 
miles distant, and, dealers reported, 
there was considerable concern lest 
this type of advertising wag fac- 
tory-inspired and would spread to 
their markets. 

The factory indicated that this 
was not the case. 
- * a 
| NEW YORK dealers were up 

in arms. One commented: 

“How could the factory permit 
such prostitution of their own 
product? Anyone reading that ad 
would come to the conclusion that 
this is a factory sale, conducted by 
the factory at a railroad siding 
because of overloaded stocks their 
dealers can’t take. 

“This sort of thing can really 
break the back of the other Lin- 

(Continued on Page 4, Col. 5) 
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Negotiators Near Pact Deadline . . . 


UAW Chrysler Locals 
Take Strike Votes 
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Plymouth Goal: 
ord by Year-End 


°56 Models to Benefit 
From New V-8 Plant 


By W. C. Lockwood 
Staff Writer 

enn teams of Chrysler 

Corp. and the UAW-CIO re- 
sumed negotiations last week, and 
at press time first 
reports of the results 
of strike votes con- 
ducted by individual 
locals began to ar- 
rive at union head- 


LABOR 
FRONT 


fered AMC terms for a new con- 
tract. The union spurned it as a 
“low horsepower” offer. 

With the contract due to expire 
at midnight Aug. 12, the extension 
was called at 3 a.m. the next day. 
Leonard Woodcock, UAW vice- 
president who has headed the 
union team since talks began Apr. 
13, said it was granted to give the 
company an opportunity to “recon- 
sider its offer.” 





By Robert M. Lienert 


Associate Editor 
FETURN to third place in new- 
car sales by the end of 1955 
and a market penetration of 11% 


quarters. The complete result is 
due today (Aug. 22). 

This was the first resumption of 
the negotiations since the union 
rejected Chrysler’s initial offer for 
a@ new contract with the charge that 
it failed to measure up to the pacts 
signed with Ford and General 
Motors. 


Both Woodcock and Edward L. 
Cushman, AMC industrial rela- 
tions vice-president, said the two 
sides were far apart on four 
major economic conditions. 

The AMC workers are presently 
idle since the company has closed 


its plants—two weeks for vacation 
Mao hay putas esemeabacen, purposes and two weeks for inven- 
insisted his firm’s proposal was wony. * * * 
ai ee — canis tameen Perfect Circle Violence 
by Chrysler’s major competitors.” NEAR riot broke out last week 
The UAW admits that the Chrys- on the 21st day of the strike at 
Perfect Circle Corp.’s New Castle 


ler offer contains many of the pro- 
visions of the Ford-GM contracts| (Ind.) foundry. A crowd of men— 





but claims it “lacks certain essen- 


estimated at between 100 and 150— 


stoned a busload of nonstrikers. 
They then stormed through the 
company’s gates and overturned 
four automobiles, according to 
police. A city patrolman and sev- 
eral workers were hurt, but none 
were reported in serious condition. 
Nine were booked on charges 
of disorderly conduct, malicious 
trespass and improper parking 
but were released when the 
un Prosecu withheld fil- 

UAW Extends AMC Pact nino, 

» the UAW has ex-| The strike started July 25 after 
tended the pact with American | contract negotiations between the 
Motors Corp. to Sept. 1, with nego-| UAW- and the company broke 
tiations due to resume on Aug. 30.| down. The union is reportedly ask- 
This action followed another|ing higher wages and a _ union 
rejection by the union of the prof- | shop. 


tial features.” Specifically these 
seem to be the layoff pay plan, 
pensions, health and insurance, 
seniority rights and shop represen- 
tation in the plants. 

Both sides have been in negotia- 
tion since June 27 in efforts to 
write a new contract for 139,000 
workers to replace the five-year 
pact expiring at the end of the 


month. 
* * * 


* * * 


Pacts Stir Reaction 


EACTION to the new auto con- 

tracts resulting from Detroit’s 

latest round of bargaining has 
(Continued on Page 45, Col. 4) 


By Maynard M. Gordon 
News Editor 
FCN -contoraniats — including 
those who would like to be 
different — number a substantial 
10 percent of the American car- 
buying public. 
says a staunch member of 
the dissident corps, American Mo- 
tors styling consultant William 
Flajole, who is hopeful that the 





Winner and Champ— 
Joytul Richard Rohrer, Rochester, N. Y.,|imdustry soon will begin to cater 


to the off-brand market. 

The 40-year-old designer is not 
merely a wishful thinker, how- 
ever. He has an advanced, non- 
conforming hardtop on display 
in the Detroit Historical Museum 
and is regularly on hand at the 
showing to sound out the reac- 
tions of the car-conscious Detroit- 


receives the All-American trophy from 
T. H. Keating, Chevrolet general manager. 
With Richard is his mother, Mrs. Henry 


Rohrer. 
* * 


“ee B 
Edges Detroiter 


ers. 
“Thousands of Americans today 


Individuality Seen on Rise. . . 
Non-Conformity Market? 


To Win Derby 


AKRON.—Dick Rohrer, 14, Roch- 
ester, N. Y., swept across the finish 
line ahead of David Thayer, 14, 
Detroit, and Albert Cobble, 14, Long 
Beach, Calif., to win the 18th All- 
American Soap Box Derby. 

Rohrer, who grew eight inches 
and gained 30 pounds in one year 
and had to scrap his first racing 
ear in favor of a lighter one, won 
a $5,000 four-year college scholar- 
ship. However, his winning time, 
0.27:25 seconds, was 0:13 seconds 
slower than his heat victory. 

Thayer, second, was given a 
$4,000 scholarship, and Cobble, 
third, received one for $3,000. 


Other winners were Michael 
Chick, Dover, N. H., fourth; Nor- 
man Esterbrook, Columbus, O., 
fifth; James Hall, Lafayette, Ind., 
sixth; Monte Anderson, Bedford, 
Ind., seventh; Donald Larry Craig, 
Marion, O., eighth; Patrick Rey- 
nolds, Potsville, Pa., ninth, and Ran- 
dali Mears, Charlotte, N. C., tenth. 


are driving their own customized 


f yy percent in 1956 were set last week pl 

“ ts as twin .targets for Plymouth by re 

— YJ aan John P. Mansfield, president. in 

No prices have been established tr 

for the ’56s as yet, Mansfield said, te 

ete but added that they would be an- m 

nounced Oct. 21. ine ql 
' Mansfield made his remarks after 

Chrysler's New Falcon— an inspection tour of Plymouth’s P 
A two-passenger sports roadster, the Falcon embodies American sports car styling,| new $50 million “Qualimatic” V-8 
Chrysler said. The picture shows the externally mounted exhaust system and fender| engine plant in northeast Detroit. 
louvers. It was built on a 105-inch wheelbase modified production chassis and is “Qualimatic,” Mansfield ex- 
equipped with PowerFlite automatic transmission, power steering and power brakes.| plained, is “another way of saying 

Tare coh ze ees quality control through automatic 5 

e ° ® | processes.” th 

Chrysler Unveils ‘Idea Cars ei 

1. oo new engine facility will en- P 

I N. Yy. S 1 S h e able Plymouth to put ane 75 b 

: to 80 percent of its 1956 cars, Mans- , 

n ” . aton owing field said, compared with a 50-50 

NEW YORK.—Chrysler Corp.| Flight Sweep I, a four-passenger Te eer oe . 

last week unveiled at the Chrysler’ sports hardtop called Flight Sweep “ean Pann thgy e Mae le ae - a 
International Salon here three new | II and the Falcon, a two-passenger While he declined . cneneinte 

“idea cars” which it described as/ sports roadster. on the ’56 market potential, he n 

the “latest experiments in automo- Chrysler said all were designed | gaia Pl ath @eulh eietve tee b 

tive styling and design.” to suit American taste and have | 11% percent and could build 835,- ; 

The cars consist of a four-pas-| no European influence whatever. | 0900 cars by working only five-day é 

senger sports convertible called| They were conceived, Chrysler} weeks. t 

ae ak said, with a two-fold purpose: In the first half of this year, I 

1. To translate into steel and| Plymouth ran fourth in sales be- c 

glass advanced ideas from the styl-| hind Chevrolet, Ford and Buick, y 

i 





A Peek Inside— 


The above picture shows the interior 
/of Chrysler's new Flight Sweep |. 





back models, being a fastback 
design. 

The Forerunner was first con- 
ceived by Flajole in 1952. His invest- 
ment in the prototype has been 
about $8,000, and he is planning to 
display the car at state fairs and 
auto shows this coming season. 

* * * 
7 mass move of Americans to 
the suburbs and to concepts of 
“functional beauty” in their living 
habits is a trend which car builders 
cannot ignore, Flajole believes. 

Flajole’s creations for Nash 
and American Motors include the 
NXI model of 1950, predecessor 
to the Metropolitan. 

His studio on Detroit’s Schaefer 
Rd. is crammed with miniature 
designs and sketches of futuristic 
cars incorporating Forerunner con- 
cepts. 


cars, as a kind of protest against 
the lush mass-produced look,” 
Flajole pointed out. “There’s a one- 
in-ten demand for unconventional 
cars which is just waiting to be 
accommodated.” 

* * * 

ILAJOLE’S show car, dubbed the 

Forerunner, superimposes on a 
modified Jaguar chassis many ad- 
vances which the stylist feels will 
become “standard operating equip- 
ment” in tomorrow’s stock cars. 
Among the features are: Inboard 
headlights inside the grille, already 
a Nash fixture; oval-shaped tube 
bumpers; body-length seats with 
head rests; sculpted fenders, and a 
fully louvered hood. 

The Forerunner is a two-seater 
with a sliding Plexiglas canopy 
that operates on rails. A wrap- 
around windshield, wire wheels 
and pull-out door handles are 
other Fiajole touches. The car 
even departs from today’s hump- 


Auto Production—168,804 cars, 
trucks in week vs. 116,999 year ago. 

Business Failures—169 in week 
vs. 233 year before. 

Department Store Sales—Up 5 
percent in week from year before. 

Freight Loadings—765,452 cars 
vs. 667,592 year earlier. 

Jobless Claims — 1,030,000 in 
week vs. 1,789,400 year ago. 

New-Car Sales — 3,535,619 in 
1955 to date vs. 2,828,837 year be- 
fore. 

New - Truck Sales — 437,479 in 
1955 to date vs. 436,134 year earlier. 

Soft-Coal Output — 9.15 million 
tons estimated for week vs. 7.49 mil- 
lion tons year before. 


Steel Output — 92.3 percent of 


Business Barometer 





ists’ drawing boards. 

2. To provide “yardsticks” which 
help to measure public acceptance 
of new automotive styling con- 
cepts. 

Chrysler also said that, although 
the cars will not be manufactured 
for sale to the public, some of the 
new ideas may be employed in the 
production cars of the future. 

The Flight Sweep cars are identi- 
cal, except for interior and exterior 
colors and roof treatment. They 
were built, Chrysler said, to com- 
pare hardtop and convertible styl- 
ing on the same basic body form. 

They are 207 inches long, more 
than three inches longer than a 
Plymouth four-door sedan; 53% 
inches in height, some seven 
inches lower than a 1955 Plym- 
outh; 70% inches in overall 
width and have a 120-inch wheel- 
base. 


The engine is a special Chrysler 
V-8. The cars have a rear-axle ratio 
of 3.54 to 1. 

The Falcon was built on a 105- 
inch wheelbase modified production 
chassis and is only 51% inches 
high. Prominent features include 
an externally mounted dual exhaust 
and individually adjustable seats. 
Each of the three cars has a 
PowerFlite automatic transmission. 


Plymouth Relocates 


Los Angeles Office 


LOS ANGELES.— Zone and re- 
gional sales offices for Plymouth 
have been moved from the Chrysler 
Corp. plant here to quarters at 740 
South Western Ave. 

R. C. Burlan sr., western zone 
sales manager, said that the move 
has been necessitated by Plymouth’s 





and claimed 9.76 percent of the 
market with 343,711 registrations. 

The new engine plant, currently 
turning out 60 units per hour, will 
hit 150 per hour by Nov. 1, Mans- 
field said. This will give it a daily 
full-throttle capacity of 3,000 en- 
gines. 

* * * 


UALITY is the keyword through- 

out the plant. Mansfield illus- 

trated the close tolerances to which 
+ * * 


Unique Engine Line— 

Plymouth's new “Qualimatic” engine 
plant is said to be unique in that aute- 
matic equipment is used for engine assem- 
bly as well as for making parts. Examining 
the line are, from left, J. P. Mansfield, 
Plymouth president; Ray McCarroll, master 
mechanic, and C. J. Demrick, manufactur- 
ing vice-president. 

* * 
the automated lines work by say- 
ing: 

“If you take a human hair and 





split it 30 times, you could measure 
one fragment and get the approxi- 
mate cumulative error we allow in 
the full length of a crankshaft.” 

Through the use of automatic 
and manual inspection stations, 
defective parts and engines are 
pulled out of the line before 
completion. 

Some of the machines used for 
automatic inspection are so finely 
developed that they spray paint on 
the part to mark the point of im- 
perfection. 

“We hope to make it impossible,” 
Mansfield said, “for an imperfect 
engine to get out of the plant.” 

While declining to give details 
on the V-8 engine the plant is build- 
ing—which is completely rede- 
signed from the ’55 engine supplied 
to Plymouth by Dodge—one spokes- 
man did say the new engine would 
be bigger, with a bigger bore but 
a shorter stroke. 

The sprawling plant, built in 1951 
and obtained by Chrysler Corp. in 

(Continued on Page 6, Col. 1) 


expansion program. 


capacity estimated vs. 
year earlier. 

Treasury Bills—1.888 percent per 
year discount vs. 1.889 percent week 
before. 

Used-Car Prices—$778 in August 
to date vs. $789 in July. 

Wholesale Prices—110.1 percent 
of 1947-49 index vs. 109.8 week ago. 

e * * 


Common Stocks 


Asp Ang. 


9% 9% 


61.8 percent 


1955 
High Low 
13% 
844% 82% 92% 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


125% 129 138 
3% 3% 5 
9% 9% 15% 


Average 46.70 46.90 
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T= name on your door is a more 
potent sales tool than the name 
plate on the car you sell. I have 
repeated that phrase many times 
in this column. It is certainly more 
true with the price competition of 
today than ever before. How to 
make better use of that tool fre- 
quently is under discussion. 


It is, of course, a question of 
effectively interpreting a dealer’s 
business to the people of his 
community. 


So, I again would like to give 
you my version of a dealer’s contri- 
bution to humanity with the hope 
that you will find it useful, not 
only in making speeches to the 
public and your own organization, 
but that you also will find senten- 
ces and paragraphs that you and 
your salesmen can use on a per- 
sonal basis as well as ideas for use 
in your own promotional material. 


Certainly a dealer, charged with 
management of such a complicated 
business, seldom has the oppor- 
tunity to sit down and think of 
his business in terms of its effect 
on his community or its value to 
buyers and users of automobiles. 
I feel that I am but putting your 
own thoughts into words. I hope 
you will find it useful as well as 
illuminating. 

ok 


* + 

The Age of Mobility 
OsrITr, upon which rests the 

whole structure of the social 
and economic existence of nations, 
upon which people—through me- 
chanical, mobile units—depend for 
the enjoyment of that priceless 
individual privilege that permits 
man to come and go as he desires 
—quickly, safely, economically — 
is the outstanding phenomenon of 
modern life. This is the Age of 
Mobility. 

Though man possessed for cen- 
turies the means of mobility, he 
did not know how to use it. Modern 
mobility depends upon the wheel. 
In basic design it is today the 
same as the first wheel man made 
ages ago. Economic and social 
progress of the human race is 
written in efforts of countless 
generations of men to “put a 
shoulder to the wheel” by the de- 
velopment and application of mo- 
tive power to it. 

The amazing, wonderful, almost 
magical wheel is inanimate, 
helpless, and utterly useless until 
it is connected to a source of 
power — “horsepower” we still 
call it. 

It does not seem likely that 
there ever will be a time when any 
form of transportation over the 
surface of the earth will supplant 
the power-driven wheel. “HP” may 
appear in forms not now imagined 
but all of the activities, needs and 
pleasures of men will continue to 
depend upon the mobility that the 
wheel gives to mankind. 

* 


Dealers Will Endure 


S OF NOW, in this latter half 
of the Twentieth Century, the 
man most responsible for keeping 
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Dealers tell me 


By John 0. Munn 






the wheels of transportation turn- 


ing is the Automobile Dealer. 
Urgent need, plus the incalculable 
value of automotive transportation, 
has brought the Automobile Dealer 
into existence in every city and 
hamlet. 

He is the inevitable result of 
modern times—not an opportunist 
trading upon a temporary human 
whim or requirement but a land- 
mark as enduring as Gibraltar. 
If every automobile sales and serv- 
ice institution in America should 
be destroyed today, the morrow 
would quickly find every com- 
munity in this land busy re-estab- 
lishing automobile sales and serv- 
ice organizations. 


Modern man cannot move nor 
long prosper without an automo- 
bile. Nor can he use one safely 
unless there exists a reliable 
neighborly place in which to 
have it serviced. 

This constant stress for motion— 
comfortable, safe and rapid — im- 
poses a heavy burden of community 
responsibility upon the local auto- 
mobile dealer. Motor car transpor- 
tation properly may be considered 
as the life blood of the social 
body we call “the community”. If 
motor cars were not to move as 
freely as they now do, chaos and 
confusion would cause arterial 
sclerosis as surely as impaired 
circulation of blood through the 
human body produces lethargy and 
death. 

By the very nature of his busi- 
ness the automobile dealer has 
become a true public servant, 
clothed with an obligation to bring 
to his community maximum ad- 
vantages of motor car ownership 
at minimum cost. The life, vitality 
and growth of his town depends 
in large measure upon how he 
meets this responsibility. 


* * * 


Good Will Is Priceless 


Most communities are served by 
more than one automobile 
dealer, often by many. One does 
not have to be a franchised rep- 
resentative of a motor car manu- 
facturer to sell used automobiles, 
accessories, make repairs, or 
furnish replacement service. 

Hence, no dealer has a monopoly. 
But properly, and quite universally, 
he is regarded as the most respon- 
sible source of automotive trans- 
portation. The ultimate test of 
his qualifications rests with the 
people of his community. The good 
will of those with whom he deals 
is the priceless ingredient in his 
success. 

To be sure, the auto dealer is 
a merchant, but not merely 
another merchant. His is an oper- 
ation very different from that of 
the storekeeper. The principal 
business of a department or pro- 
vision store, or most any other 
type of retail outlet, is selling 
things to people; products, serv- 
ices, ideas. 

The principal business of the 
automobile dealer is servicing the 
product which initially he sells. No 
more than a vacant lot, a tent or 
showroom is needed to sell an 
automobile, but to be responsible 
to every purchaser for constant 
and permanent satisfaction de- 
mands a heavy investment in 
building, shop equipment and tools, 
ample stocks of replacement parts, 
a staff of trained, experienced, 
skilled and responsible mechanical 
local men, competent shop super- 
vision and a full general office staff. 

+. oe * 

Measure Of Responsibility 
7s annual payroll of automo- 

bile dealers in America today 
is more than 2% billion dollars, 
our own contribution locally and to 
our state through payroll taxes 
and other assessments is consider- 
able. 

Whether locally or nationally, 
a greater proportion of our payroll 

(Continued on Page 41, Col. 3) 


Dealers Contribute 8,079 Cars in Year... 


Driver Training Aid Sets Record 


WASHINGTON.—An alltime high 
of 8,079 cars, valued at more than 
$16 million, were provided the na- 
tion’s high schools 
by new-car deal- 
ers for driver ed- 
ucation during 
the 1954-55 school 
term, the Inter- 
Industry Highway 
Safety Com- 
mittee has an- 
nounced. 

“Annual in- 
creases in the 
number of cars 
provided have A. vanderZee 
swelled the total to almost double 
that of six years ago,” said A. van- 
derZee, chairman of the committee 
and vice-president of Chrysler 
Corp. “The total of 8,079 cars was 
779 more than the number made 
available the preceding year.” 

The number of cars made avail- 





i 


able to schools is concrete evi- 
dence of the contribution the na- 
tion’s new-car dealers. are mak- 
ing to traffic safety, he said. 


Dealer contributions since 1949 
are as follows: 1949-50, 4,500 cars; 
1950-51, 5,700; 1951-52, 6,000; 1952-53, 
6,400; 1953-54, 7,300; 1954-55, 8,079. 

“Last year,” vanderZee pointed 
out, “more than one out of every 
five persons killed in traffic acci- 
dents was in the 15-24 year age 
group.” 

In addition to 7,800 killed, 320,000 
in the same age group were in- 
jured, according to National Safety 
Council figures. 

Statistics from many states show 
reductions of 50 percent and more 
in accidents and traffic violations 
involving the trained young driver 
compared to the non-trained driver 
in the same age group, he noted. 


The importance of high school 





R. I. Dealers Honor Lanphear— 


Harold A. Lanphear, right, retiring treasurer of Rhode Island Automobile Dealers 
Assn., receives a framed copy of the group's resolution conferring on him the hon- 
orary office of life director from Col. Thomas A. Clarke, Pawtucket dealer. Clarke 
was elected to fill Lanphear’s unexpired term as NADA director from Rhode Island, 
and is a candidate for the regular three-year term starting January, 1956. Lanphear 
was an officer and director of the RIADA for 33 years. 





Insurance Laws Put Lid 
On Dealer Sales Gimmick 


SALEM, Ore. — Automobile deal- 
ers who contract to waive or make 
installment payments for car buy- 
ers who become unemployed, are 
illegally engaged in selling insur- 
ance, Robert Y. Thornton, state 
attorney-general, has ruled. 

In a parallel development, such 
promises by dealers have been 
ruled in violation of insurance 
laws of the neighboring state of 
Washington by William A. Sulli- 
van, state insurance commis- 
sioner. 


The Oregon ruling was handed 
down when Robert Taylor, state 
insurance commissioner, requested 


Dealer Ordered 
To Make Good 
On 2 for 1 Offer 


NEW ORLEANS.—A newspaper 
advertisement can be “a valid and 
binding contract,” according to a 
court ruling here. 

The decision was handed down 
in a suit filed by Leland H. John- 
son against Capital City Ford Co. 
which, in an advertisement run last 
September, stated that it would sell 
its 1954 models under an agreement 
that they could be exchanged 
“even” for forthcoming 1955 models. 

Shortly after the ad ran, John- 
son purchased a 1954 sedan from 
the company and two months later 
attempted to exchange it on an 
“even” basis for a 1955 model. 

When the company refused the 
exchange, Johnson filed suit. The 
judge ruled in his favor holding: 
“There is no dispute here that there 
was an advertisement and, hence, 
a contract.” 


an opinion. He said he had received 
a complaint that some dealers were 
advertising unemployment benefits 
to all persons who buy cars on in- 
stallment contracts. 


Sullivan noted that in Washing- 
ton dealers aren’t making such 
promises. One Seattle dealer of- 
fered such an arrangement in May, 
he said, but quit after a warning 
from the insurance department. 


According to the Oregon com- 
plaint, the deals are not underwrit- 
ten by any accredited insurance 
company, but are backed solely by 
the dealer. 

Thornton ruled that whether 
the contract is in writing and 
whether a charge is knowingly 
paid by the purchaser does not 
affect the validity of the agree- 
ment. 

Such agreements are contracts 
substantially amounting to insur- 
ance, and automobile dealers of- 
fering such arrangements are re- 
quired to comply with the general 
insurance laws, Thornton said. 

Sullivan pointed out that insur- 
ance of installment accounts by 
stores, which take out blanket pol- 
icies with legitimate insurance 
companies, is legal. 


Illinois Dealers 
Meet Sept. 19-20 


PEORIA, Ill—The Jubilee Con- 
vention of the Illinois Automotive 
Trade Assn. will be held here Sept. 
19-20 at the Pere Marquette Hotel. 

Convention activity will begin 
Sept. 19 with a luncheon and end 
the following day with another. 

Les Sander is executive manager 
of the association. 


driver education is also accented 
by young people themselves at 
state and local-teen-age traffic 
safety conferences, when they 
recommend classroom and behind- 
the-wheel instruction be made 
available to all eligible students, 
he said. 

Despite growth in the program, 
as revealed by the Assn. of Casu- 
alty and Surety Companies in their 
annual high school driver educa- 
tion award program, only 29 per- 
cent of all eligible high school stu- 
dents received a complete course 
in driver education during the 1954- 
55 school term, he stated. 

Since traffic safety authorities re- 
port the majority of traffic acci- 
dents are caused by driver error, 
the support of driver education is 
basic to the nation’s highway safety 
effort, he said. 

“We congratulate the educational 
authorities and other cooperating 
organizations for the great prog- 
ress made in preparing young peo- 
ple for life in today’s motorized 
world. We shall continue to make 
support of driver education one of 
the committee’s major objectives,” 
vanderZee added. 


CIT Wins Round 
In Hearing on 
Monopoly Charge 


INDIANAPOLIS.—Dismissal of a 
monopoly complaint suit brought 
by 23 small and medium-sized fi- 
nance companies against Universal 
CIT Credit Corp. has been recom- 
mended by Paul J. DeVault, hear- 
ing member of the State Board of 
Financial Institutions. 

In a 26-page opinion, DeVault said 
that evidence failed to show “any 
agreement, arrangement, under- 
standing, act or practice... t 
would tend to lessen competition or 
create a monopoly.” 

The 23 companies had charged 
that Universal CIT had been mak- 
ing special arrangements with auto- 
mobile dealers in violation of a 1953 
state law. The 23 companies have 
30 days to appeal DeVault’s recom- 
mendation. 

If they appeal, another hearing 
will be held. If the recommendation 
is not appealed, the full board of 
six members can either adopt the 
report or, if it wishes to change 
the recommendation, it must hold 
a hearing with all parties present. 

Leo Gardner, an attorney for 
CIT, said: “I am very pleased 
with the recommendation. It leaves 
the field open to price competition, 
just as the Indiana Supreme Court 
said it should be.” 


Va. Graduates 
To Learn About 


Auto Business 


CHARLOTTESVILLE, Va.—The 
Charlottesville Automobile and 
Truck Dealers Assn. announced it 
will form a committee to coordinate 
training and stimulate interest 
among high school students in the 
automobile business, particularly 
the mechanical side. 

The announcement was made fol- 
lowing a meeting with local high 
school officials in which both sides 
expressed interest in such a pro- 
gram. 

Harry A. Wright, association 
president, said a committee will be 
named at the dealers’ September 
meeting. Its aim will be to assist the 
schools in setting up a program 
through which students may be 
aided in developing skills, enabling 
them to move into training pro- 
grams set up by dealers and auto 
manufacturers. 


Noting that 20 percent of the 
boys being graduated from high 
schools in the county go on to col- 
lege, the association said it hoped 
this type of training will aid many 
in getting into a trade when they 
are graduated. 
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Fire Sales Rage On... 





$1,200 Allowances, 
Dime Down Offered 


a auto advertising con- 


drive your new car home” was the 


tinued to receive prominent | proposal of Crabtree Motors, Inc. 


newspaper space last week in vari- 
ous marketing areas across the 
country. 

The ads covered cleanups and 
liquidations and lures ranged from 
a “guaranteed $1,200 allowance 
over the value of your used car” to 
a dime down and five years to pay. 

The $1,200 tradein allowance 

was sponsored by Springfield 

(Ill.) Motors, Inc. (Lincoln-Mer- 
cury) and was pledged “no mat- 
ter what kind of car you are 
driving.” 

“Come in today with a dime and 





End of a Record Day— 


Closing the business day at 3 a.m. with 
a coffee session, officials of Salta Pontiac, 
Long Beach, Calif., celebrate a record de- 
livery of 54 cars in one day. Checking the 
figures, from left, are Jim Rapton, general 
sales manager; Clem Barnes, Pontiac dis- 
trict manager, and Mike Salta, owner. 


Miami Dealers 
Draft Ad Code 
After Protest 


MIAMI, Fla. — A complaint 
lodged by Anthony Abraham, local 
Chevrolet dealer, has prompted the 
Miami Automobile Dealers Assn. to 
draft a code of ethics for adver- 
tising. 

Abraham declared that extrava- 
gant claims and offers are under- 
mining public confidence in auto 
merchandising and creating the 
impression that exorbitant profits 
are being made by retailers. 

Abraham and Thomas J. Caldwell 
were appointed co-chairmen of the 
public relations committee by 
Jerome C. Hoffmayer, association 
president. 

“I believe that it is possible to 
adopt standards of advertising 
which will be acceptable to the 
dealerships,” Caldwell said. “Cer- 
tainly the code must conform to 
the law governing misleading ad- 
vertising, and it should be a curb 
on the extremely extravagant offers 
that are being made in some 
instances.” 

Caldwell reported that while a 
number of complaints had been 
investigated by the better business 
department of the Miami Chamber 
of Commerce, only one or two re- 
flected upon the integrity of any 
franchised dealer. 

“In fact,” he said, “most of the 
complaints were groundless, so far 
as any of the dealers were con- 
cerned.” 


Dealers Warned 
On Spray-Painting 


ST. PAUL.—(UTPS)—Represent- 
atives from six Minneapolis dealer- 
ships and Leo Faricy, manager of 
the Minnesota Automobile Dealers 
Assn., were present at the Minne- 
sota Industrial Commission hearing 
on paint-spray violations. 

Dealers were advised to do all 
spraying in booths except for oc- 
casional spot painting. 

Dealers who do not have proper 
ventilation. as evidenced by paint 
residue, mist or fog on the prem- 
ises, will be subject to complaint 
by the accident prevention division 
of the commission. 





(Dodge - Plymouth), New Rochelle, 
N. Y. The ad stated: “We have 
over 100 brand new Dodges and 
Plymouths all at sale prices.” 
- * m 
[_JQUIPATION - of - business sales 
were staged by Boulevard Mo- 
tors (Lincoln-Mercury), Baltimore, 
which bluntly declared, “We know 
we must take losses,” and by Town- 
send Co. (Dodge - Plymouth), 
Omaha, whose offer was new cars 
for “$50 over our cost.” 
E. Hansen (Studebaker), Port- 
land, Me., exploited the prospect of 
’56-model price boosts with the ad 





declaration: 

“Don’t get caught in a price 
increase trap—rising production 
and materials costs make price 
increases imminent.” 


Few Milwaukeeans were left in 
the dark by Northwestern Ford’s 
notice of a “Raus Mit ’Em” sale 
for 129 ’55 Ford cars and 19 new 
trucks. The dealer promised 36 
months to pay, 3 percent financing 
and a five-minute credit clearance. 


Other Springfield dealers con- 
ducting intensive cleanup cam- 
paigns were Capitol Pontiac Co. 
and Capital City Motors (Ford). 
The former advertised “new Pon- 
tiacs at wholesale,” listing a Chief- 
tain two-door sedan for $1,938 and 
a four-door station wagon for $2,- 
261. The Ford dealer was promot- 
ing “terrific tradein allowances” 
and “the most liberal terms in his- 
tory.” 

+ cad * 
i KANSAS CITY, Berl Berry 
(Ford) ran a “lucky buck” sale 
for three days. Any person with a 
$1 bill with a serial] number ending 
in “7” or “11” got $100 off on any 
cars in an advertised list. 


Berl Berry even beat this propo- 
sition later with a “jackpot” in 
which everyone buying a ’55 Ford 
in stock during a three-day sale 
received $500 “in cold cash.” The 
showroom remained open from 8 
a.m. to 12 p.m. during the sale. 

Other Kansas City dealers 
made pitches on money—some 
of it in large amounts. Laner- 
Leuenberger Pontiac offered sav- 
ings up to $1,000. Midwest Mo- 
tors, Kansas City’s largest Dodge- 
Plymouth dealer, was holding a 
clearance sale with $1,000 reduc- 
tions. “Smiling Sam” Schwartz 
Pontiac offered $1,000 “more than 
your car is worth.” 

Jerry Smith Buick, who calls 
himself “Kansas City’s little Buick 
dealer,” offered 40 new Buickg at 
cost plus and immediate delivery. 

All Cadillac dealers in the area— 
two in Kansas City, one in Kansas 
City, Kans., and one in Independ- 
ence—sponsored a large display ad 
stressing immediate delivery of 55 
Cadillacs, most colors, most models 
and full equipment. A similar ad 





was printed in St. Louis. 
. * n 


Ean Providence, A. 1. EA 1-3040— 3061 


DESOTO PLYMOUTH 


Thanks For Your Wonderful Response 
And We're Proud of Your Trust in Us — 


This AD Is For PEOPLE Who THINK 


Oue 25 years in the automobile business proves that truth—plu— 
feir dealing builds confidence. We never believed in Hokus Pokus or 
Tom Feolery, but thet sensible people went the fects 

We do not heave to sell 100 cars in the next 48 hours—we will be 
pleased with all sales we receive one at a time. 


We do not try to make people think they ere getting something for 
nothing: it just can't be done. 

We do not stoop te unscrupulous methods te sell cars, if we ed- 
vertise we have the goods. 


The only things we give free ere Courteous Aftestion, Kind Treet- 
ment and the bind of automobile dea! we would like te get ourselves, 

Atter you have tried the others, pleese try u—we will not fool you 
—We have DeSetes and Plymouths.on hand — ready fer delivery at 
POPULAR PRICES. 


RENDINES' MOTORS 


SALES — SERVICE 
Open ‘Ul 8 PL m. 


Our Service Station is second te none in Rhode island. We're proud 
of it, and you'll like it. Our rates are moderate. 


You Are Cordially tavited te Visit end Onpect 
Our Facilities et Any Time. 


THINK ... STOP... . VISIT 





Anti-Blitz Ad— 

In Providence, “R. 1., Rendines’ Motors 
(DeSoto-Plymouth); used this ad to coun- 
teract the blitz trend. 





Mood of the Times— 
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“We're Over a Barrel,” shouts the sign over this display in the showroom of 
Lovis Rose Co. (DeSoto-Plymouth), Detroit. Mel Zimmer, general manager, demon- 
strates the uncomfortable position many dealers find themselves in, but a dummy 
takes over the fulltime job on the Rose barrels. That's so Zimmer has time to take 
care of the customers attracted by his barrelhouse sales tactics. 


U. C. Strength, Price Talk 
Join to Spur Cleanup 


(Continued from Page 1) 


the second week of January when 
55s were first indexed. 

Price strength in last week’s 
wholesale market was well distrib- 
uted, with five individual models 
showing gains, one unchanged from 
the previous week and only two 
suffering setbacks. 

Biggest bounce upward was taken 


Trucks Absolved 
e 
Of Blame in 
* 
Highway Damage 

NEW YORK. — “Trucks are not 
the villains of our highway break- 
down,” says Look magazine in “Are 
We Buying Another Traffic Jam?” 
&@ major article in the current issue. 

Those who blame highway dam- 
age on trucks, says the article, 
overlook the fact that Government 
authorities had deliberately encour- 
aged violation of their own weight 
limits under the exigencies of war. 

Modern highway building tech- 
niques make it possible to build 
highways that will easily carry 
heavy-duty traffic, will be safer and 
will last longer than the highways 
built in the ’20s, the article says. 
America’s 3.4 million miles of street 
and highways are wearing out, the 
article says, but meantime high- 
way engineers, contractors and 
manufacturers of paving materials 
and machinery have learned how 
to make highways to meet modern 
needs. 

New technological developments 
in road-building materials and 
road - building machinery have 
made this possible, according to 
the article. 

Commenting on the problem of 


raising the billions needed to carry 


out President Eisenhower’s high- 
way proposals, the article suggests 
the possibilities inherent in the 
raising of highway funds by au- 
thorized lotteries, as was done in 
the early days of the nation when 
roads were required to transport 
war material for the Colonial 
armies. 


St. Louis Picks 


Show Committees 


ST. LOUIS. — Thomas Costello, 
chairman, has appointed the fol- 
lowing committee members for the 
1956 St. Louis automobile show: 

Budget — Sidney Weber (Dodge- 
Plymouth), chairman, A. H. Roeper 
(Ford) and Costello (Pontiac). 

Decorations—Byron Roberts (De- 
Soto - Plymouth), chairman, Lester 
Francis (Chevrolet) and Ear] Lind- 
burg (Cadillac). 

Publicity and Advertising — 
Roeper, chairman, Francis, and 


William E. Dickerson (Lincoln- 
Merr"'ry). 
Admissions — Ben Lindenbusch 


(Studebaker), chairman, and Lind- 
burg and Roberts. 

Special Activities — Lindenbusch, 
chairman, and Weber. 





by ’55s, which added $25 to their 
average to level out at $2,112. 


7 : 7 
OTHER gains were: ’54s, up $16 
to $1,339; ’48s, up $12 (an in- 
crease of 8 percent) to $167; ’53s, 
up $11 to $951, and ’51s, up $3 to 
$459. The price of '49s held un- 
changed at $227. 

Only models to slide lower were 
60s, which fell $5 to $324, and 
62s, which dipped $7 to $642. In 
both cases, the new levels repre- 
sented record-low prices for those 
models. 

Strong auction prices in general 
reflect a good inventory situation 
in used cars. For the past three 
months, used-car stocks have been 
edging downward. 

In addition, the year’s used-car 
turnover has been highly satisfac- 
tory to dealers. Franchised outlets 
some time this week will sell the 
seven millionth used car of 1955. 





Customers Get Chance 
To Go Fission 


DETROIT.— The next 800 to 
1,000 new-car buyers who deal at 
Grand River Chevrolet Co. will 
receive 100 shares of uranium 
stock free with each deal, says 
Dealer Saul Rose. 

To more adventurous buyers 
who’d like to try personally for 
@ uranium strike, Rose will pro- 
vide a prospector’s outfit con- 
sisting of a Geiger counter, sleep- 
ing bag, cooking kit, steel ham- 
mer-axe, heavy-duty boots, maps 
and books on prospecting, com- 
pass, knife and other equipment. 








Selling in Shorts— 





Rail-Siding Sale 
Of 55 Mercurys 
Brings Protest 


(Continued from Page 1) 
coln- Mercury dealers who ar: 
trying to do a job representing 
their factory and product in the 
accepted fashion.” 

Another comment: “What they’re 
actually doing is offering the car 
to the public without any pre-deliv- 
ery servicing. I'd hate to be any 
other Lincoln-Mercury dealer when 
those cars start developing trouble, 
and every car that isn’t properly 
serviced before delivery will. what 
a load of headaches they’re going to 
have. And what a beating the prod- 
uct is going to take in future repu- 
tation.” 

. * os 
ye ILL, here we are back in the 
1953 blitz,” another dealer cau- 
tioned. “Boy, I don’t know what's 
happened to our factories today. 
They claim they want quality rep- 
resentation, but apparently any 
trick that will sell more volume for 
them is okay. This is sure a good 
illustration of how ‘good’ things are 
in this business at the retail level. 
It’s fine for the factory, but every 
dealer will suffer from this thing.” 
A Lincoln-Mercury dealer com- 
menting on the invoice price said 
that the price of $1,888.52 for the 
Mercury hardtop is minus freight, 

handling and excise. 

“With these items and “music 
and heat” the same automobile 
delivers for somewhere in the neigh- 
borhood of $2,500. “You know they 
won’t receive freight car loads of 
Merc’s without radios, heaters and 
extra equipment. You just don’t get 
stripped cars today, unless you spe- 
cifically order them that way, and 
then it takes months.” 

It has been learned from the Mo- 
tor Vehicle Bureau that several 
irate dealers in other lines have 
forwarded the ad to that State De- 
partment claiming that the ad is in 
defiance of the state “Regulations 
for Dealers and Transporters,” sec- 
tion 21 which reads, “21. Advertis- 
ing: Advertising of any kind con- 
cerning the sale, purchase or 
transfer of motor vehicles, motor 
cycles or trailers shall be made 
over the name of the dealer con- 
cerned and not over the name of 
any other person.” 

Since no name appears on this 
ad, these dealers have asked for 
retribution. 

fo s 
Ar a period of veritable 
quiet, local advertising has 
taken a sudden spurt toward gim- 
micks again. 

Tri-Boro Pontiac in the Bronx 
offers a “vacation in Florida is 
yours absolutely Free, when you 
buy your 1955 Pontiac at Tri-Boro 
during the month of August.” 

Argo Buick offers: “Take 5 years 
to pay on your ’55. In a box at the 
lower right hand corner of this ad 
Argo says: “The Gorgeous ’55 
Buick is yours for as little as $1.59 
per day.” And running across the 
middle of the ad, “No money 
Down.” 






Auto dealers lost no time during the heat wave in getting on the Bermuda-shorts 
bandwagon. Bill Green, of Green-Gifford Motor, Norfolk, Va., claimed an auto first 
with the photo above, showing a group of his salesmen, but similar photos arrived 
in the same mail from McCarthy Lincoln-Mercury Sales, Chicago, and Chestnut 
Motors (Ford), in Philadelphia. Salesmen from Butts Cadillac-Oldsmobile made the 
Wichita papers in similar attire, as did the staff of Milner Chevrolet Co., Fort 


Worth. 
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The Associates Man... 


HIS ONLY JOB 
iS TO SERVE YOU 





Shake the hand of a specialist in automobile time sales 
financing. He offers you and your customers more 

than just the now-and-then cash to close one deal, or two, 
or three. He offers continuing co-operation, fast credit 
approvals, complete one-stop finance and insurance service 


to help you control and close those sales day after day. 


eis 


He offers the ‘‘silent partner’’ backing of one of America’s 
largest and strongest automobile finance institutions. 


Get the full facts from a full-time specialist in helpfulness 






~ 


to dealers—your Associates representative. Just call 


Se 






| Tl Ol Sige say. 


, = ; —— og / : 
r Bi = 0 SS So 2 of your nearest Associates office. 


see rel wos 


“When I'm talking auto financing, 
| want to talk with professionals — 





they know how to help.” 





(The Old Sage isa composite of all the Associates Investment Company 
successful dealers we've known in over > ° 
Associates Discount Corporation 


a third of a century in the field.) 
Emmco Insurance Company 
South Bend, Indiana 
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NADA, Lawyers Help Frame Act... 





Drive for Uniform Title Law 


PHILADELPHIA, — A uniform 
certificate of title act for all states, 
the District of Columbia and U. S. 
territories was proposed last week 
preceding the American Bar Assn. 
meeting which opened here yester- 
day (Aug. 21). 

The act is intended to be a 


be operating in the U. 8. and its 
ms and Was proposed by 
the National Conference of Com- 
missioners on Uniform State 
Laws. 
The law is being drafted by a 
committee composed of representa- 
tives of the NADA, American Bar 


Assn., American Assn. of Motor 
Vehicle Administrators, National 
Auto Theft Bureau, automobile 


manufacturers, national auto 





That’s Plymouth Sales Goal... 


finance companies and insurance 
firms and police chiefs. 

A report on the proposed law 
says that the auto theft racket in 
the U. S. has assumed staggering 
proportions. 

In 1953, according to the Federal 
Bureau of Investigation, 226,530 
cars were stolen, of which 13,518 
were unrecovered. The loss that 
year was set at $14,000,000. 

“Despite the efforts of 30 
years,” the report stated, “some 

13 states still do not require a cer- 
tificate of title on motor vehicles. 
These serve as a dumping ground 
for stolen cars.” 

The proposed act would require 
a certificate of title for every motor 
vehicle, to be issued by the state 
only on presentation of valid proof 
of ownership and would have to be 


Third Place by Jan. 1 


(Continued from Page 2) 


the purchase of Briggs Mfg. Co. has 
a total floor space of 534,059 square 
feet. Be og 


ACHINES and machine bases 
have been standardized so that 
units of the same type can be in- 
terchanged. One innovation in 
standardization is the use of hori- 
zontal spindle machines, which 
have greater accessibility for tool 
changes. 
This development of the “flat” 
line is evident on the 560-foot 
ic assembly line. There 
are 72 different operations on the 
block assembly and two head 
assembly lines. 

Blocks will be machined on two 
parallel production lines. Each 
stretches more than a quarter of a 
mile and entails 157 operations per- 
formed by 70 machines. 

A huge broach — about the size 
of a ranch house—heads each block 
line. The machine is 12 feet high, 
19 feet wide and 59 feet long. A 
single stroke machines both ends 
of the block. A second stroke com- 
pletes the top and bottom. 

* * * 
 aeranger are kept clear of materi- 
als through the use of more 
than four miles of overhead con- 
veyors. Small parts move from the 


Kentucky Group 
Urges Laws on 

e * a 
Titling, Licensing 

HENDERSON, Ky.—The Hender- 
son New Car Dealers Assn. 
adopted the following legislative 
resolutions on titling and licensing: 

“The members of the Henderson 
New Car Dealers Assn. have voted 
unanimously in favor of an auto- 
mobile title law for Kentucky and 
hereby request that (the Kentucky 
Automobile Dealers Assn.) spon- 
sor such a bill in the next session 
of the Kentucky Legislature. We 
further request that this bill in- 
clude provision for handling of 
automobile licensing through the 
County Court clerks .. .” 

‘The second resolution reads: 
“The members of the Henderson 
New Car Dealers Assn. have fol- 
lowed with interest the develop- 
ment of the bill recently passed in 
Tennessee pertaining to the licens- 
ing of automobile manufacturers, 
dealers and salesmen, and the pro- 
tection of franchised dealers from 
excessive pressures from the fac- 
tory. 

“This association wishes to in- 
form you that its members have 
voted unanimously to report to you 
that we are in favor of, and re- 
quest that you sponsor, a bill in 
Kentucky similar to the Tennessee 
bill. We wish to pledge our full 
support and help whenever it is 
needed should you be able to spon- 
sor such a bill.” 





tion Aug. 30. 


storerooms to needed areas in 
color-coded plastic trays. 


A central system for cooling, 
ventilating and handling of metal 
chips is unique in the industry, 
according to Mansfield. 


Sixty-one dust collectors keep air 
in the dry machining areas “clean- 
er than country air.” The collectors 
are part of a down-draft system 
which forces dust and chips into 
a 5,200-foot network of trenches 
under the floors, where conveyors 
carry the refuse to storage hoppers, 
which then dump into railroad 
cars. 

There are 4,000 feet of crank- 
shaft automation, one clutch-hous- 
ing line, two intake manifold lines, 
two exhaust manifold lines, two 
crankshaft bearing-cap lines, two 
oil-pump body lines and two chain- 
case cover lines. 

* 7 + 
| tyne engine is automatically 
taken off the conveyor and 
moved to one of the 72 test stands 
where it is automatically connected 
to natural gas, oil, water and ex- 
haust systems. After the results 
are signalled to an inspector, the 
approved engines are automatically 

returned to conveyors. 
to six-engine stands, 
they are loaded onto trucks or 
cars and taken to as- 

sembly plants or storage areas. A 
forty-foot railroad car can be 
loaded in 15 minutes. 

Mansfield said responsibility for 
planning the new plant was placed 
under Carl J. Demrick, manufac- 
turing vice-president. Demrick as- 
sembled a team to help him. They 


has|include L. W. Blanchard, his 


executive assistant; Ray McCarroll, 
master mechanic; H. P. Ibser, as- 
sistant master mechanic; W. H. 
Allen, plant engineer, and H. R. 
Bentley, assistant plant engineer. 





Cadillacs for Governors— 
General Motors provided a fleet of 


price: $3,100. 











kept separate from the vehicle. 
All liens on the vehicle would 
have to be noted on the certificate 
to be valid and the certificate of 
title would have to be delivered to 
a purchaser with the vehicle. 
According to the report, the car 
theft rings operate in this way: 
First, the car ig stolen. It is then 
transported to a state such as 
Georgia, which has no title certifi- 
cate law. Since anyone having pos- 
session of a car can get registra- 
tion and license plate in Georgia, 


Aug. 17 
(Sale very good on clean cars. 

Sold 63% percent of 193 cars en- 
tered.) 

BUICK—’53 Special Riviera coupe, $1,- 
040; 2-dr., $970. ‘52 Super 4 - dr., 
$770. ’51 Super 4-dr., $510*, $290. 

CADILLAC—’54 Coupe deVille, $3,665 

. "52 (60) 4-dr.. 2 at $1,250°. 

CHEVROLET — '55 ‘o-ten (6) club 
coupe, $1,570. '54 Bel Air conv., $1,- 
365*; sport coupe, $1,360*; 2-dr., $1,- 
165*; Two-ten 2-dr., $1,020, $1,015; 
One-fifty 2-dr., $875. "53 Bel Air coupe, 
$950*, $925*; conv., $900*; One-fifty 
2-dr., 3°. $680, $605; %-ton pickup, 


the theft ring registers the car and $555. Bel Air coupe, $725*; SL 
obtains tags. Special 2-dr., $500, $450°. ‘51 SL 
Special 4-dr., $425*; 2-dr., $290°. 


Thereafter, the car may be sold 


i , $415. 
in Georgia or taken to Florida or|| cumysLeR—'s2 Windsor Deluxe conv., 
another state where the Georgia $600* (ps). '51 Windsor 4-dr., $595°*. 


registration and license plates are 
taken as sufficient evidence of own- 
ership to warrant the issuance of 
a certificate of title. 

The car is now easily sold to a 
dealer and eventually to an inno- 
cent purchaser. 

“The theft ring has its money 
from the car,” the report said. 
“The original owner, if he ever 
finds the car, has to get it from 
the innocent purchaser. Obvi- 
ously, either the original owner 
or the innocent buyer takes a 
loss.” 


$1,085* (ps); 
luxe 4-dr., $475*. 

DGE—’55 Coronet (8) Sport coupe, 
$2,000*. '53 Coronet 2-dr., $700. '52 
Meadowbrock 4-dr., $410*%, $405°. 
’51 Meadowbrook 4-dr., $455, $340*. 
’47 School bus, $240. 

FORD—’'55 Victoria (8) $1,950*; Sun- 
liner (8) $2,060*; Custom 2-dr., $1,- 
540; Main (8) 2-dr., $1,400. ’54 Cus- 
tom (8) 2-dr., $1,170, $1,115; 4-dr., 
$1,230*, $1,100*; Main (6) 4-dr., $1,- 
070; 2-dr., $1,050, $975, $965. ‘53 
Country Squire, $1,205; Main (8) 2- 
dr, $870, $865* (ps), $840, $725, 


However, the report observed, 
laxity in the issuance of registra- 
tions and license plates is only 
half the story for in the 35 states 
having title laws, only about half 
require the notation of all liens 
on the certificate. 

Therefore, cars coming from such 
a state may be taken into another, 
sold with the certificate and the 
new purchaser eventually finds that 
the car is subject to a lien which 
was not shown on the certificate, 
the report said. ; 

The fundamental purpose of the 
proposed new Uniform Motor Vehi- 
cle Certificate or Title Act is to 
prevent frauds such as those out- 
lined in the report. 


Illinois Pledges 
Action Against 
Bootleg Sellers 


CHICAGO. — The Illinois secre- 
tary of state, Charles F. Carpen- 
tier, has promised action against 
used-car dealers selling new vehi- 
cles in violation of the dealer 
licensing provision of the State Mo- 
tor Vehicle Law. 

Carperttier, Phillip Conley, Chi- 
cago Office staff, and other officials 
met with the directors of the Chi- 
cago Automobile Trade Assn. re- 
cently to discuss the problem. 

The secretary pointed out that 
his office was carefully screening 
all applications for used-car dealer 
licenses, and that the Chicago 
office alone had rejected 76 such 
applications this year. 

He said that he would cooperate 
fully in taking action against out- 
lets selling new cars in violation 
of their dealer license. 


DES MOINES.—The Iowa Deal- 
ers License division reports that it 
revoked the licenses of four auto 
dealers but has issued new licenses 
to different owners for two of the 
dealerships. 

F. C. McCullough, director, 
said the four were Palo Auto 
Market, Palo; Deb Elliott Chev- 
rolet, Center Point; All - Make 
Motors, Council Bluffs, and Gor- 
don Motor Co., Chariton. 

He said the license for Palo Auto 
Market, a used-car business, was 
revokes because the firm had closed 


up. 

The All-Make Motors license was 
revoked, McCullough said, under a 
paragraph in the Iowa law provid- 
ing for revocation of licenses of 
firms “of bad business repute” and 
also because the company had in 
its possession a new motor vehicle 
on which the serial numbers had 
been removed. 

The Gordon Motor Co., license 
formerly held by Gordon C. 
Clothier, was revoked, McCullough 
said, under the “bad business re- 
pute” clause. 

McCullough said that a new 
license has been issued to the 
reorganized firm of Clothier’s 
Used Cars, of which Dwight L. 
Clothier, of Chariton, is president, 


Dealers Endorse 
Studebaker’s 
5 Local Ad Plan 


SOUTH BEND.Studebaker 
dealers have endorsed a zone-wide 
dealer advertising association plan 
in meetings held 
in the company’s 
17 sales zones, ac- 
cording to Wil- 
liam A. Keller, 
general sales 
manager of Stu- 
debaker. 

Keller said that 
the formation of 
these associations 
—one in each 

ee sales zone—will 
W. A. Keller strengthen the 
dealers’ advertising effectiveness in 
local areas. 

According to the plan, the zone 
advertising committees will be com- 
posed of two dealer representatives 
from each sales district who will 
work with Benton and Bowles, Inc., 
Studebaker ad agency, in the for- 
mulation of intensive local adver- 
tising campaigns. 

This plan was originally en- 
dorsed by the Studebaker National 
Dealer Council. On the recommen- 
dation of the council, the plan was 
presented by Benton and Bowles 
to dealers in meetings in every 
zone center. 





52 Cadillac limousines for use of state 

The resolutions were forwarded! governors during the 47th annual Governors’ Conference in Chicago. Above is 
to the KADA legislative committee} Gov. Goodwin Knight (left), of California, and Mrs. Knight, with Norman Haig 
and will be discussed on the legis-| (center), director of government sales for GM. Newsmen reported that after the 
lative forum at the KADA conven-| conference GM offered to sell the cars to the governors as used cars. Reported asking 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Other Auction Reports are on Pages 36, 37, 40 


*Indicates automatic transmission or overdrive and (ps), power steering. 


3 Iowans Lose Licenses 
On Bad-Repute Charge 









$710, $660; (6) 4-dr., $750, 
$595; Custom (6) club coupe, $675. 
'52 Victoria, $855*, $810*, $800; Sun- 
liner, $825; Main (6) Ranch Wagon, 
$675; Custom (6) 2-dr., $640, $ 
Main (8) 2-dr., $525; (6) 4-dr., 
$490°; 2-dr.. $475; %-ton_ pickup, 
$530. '51 Country Squire, $510; De- 
luxe (8) 2-dr., $500, $405; (6) 4-dr., 
$415, $216; 2-dr., $340. 
HUDSON—’53 Wasp club coupe, $490. 
’51 Hornet 4-dr., $440°. 
MERCURY—’54 Custom Sport coupe, 
$1,625*; 4-dr., $1,325*, $1,275; Mon- 
terey 2-dr., $1,410*. '53 Sport coupe, 
$1,110; Monterey 4-dr., $1,100. °52 
4-dr., $625. ‘51 4-dr., $770*, $430°, 
$375, $325; sport coupe, $325°*. 
NASH—’53 Rambler conv. sedan, $785. 




















*; 2-dr., $1,675°. 
; $1,400°; (88) 4-dr., : 
$1,125* (ps). '52 (98) 4-dr., 
; conv., $870*. "51 (88) 4-dr., 
; (98) Hollywood, $385*. 
PACKARD—’53 Clipper 2-dr., $960. 
PLYMOUTH—’55 Savoy (8) club coupe, 
$1,615*. °53 Cambridge 2-dr., $655, 
$630; 4-dr., $515. '52 Concord 4-dr., 
$435. °51 Concord 4-dr., $210. 
PONTIAC—’55 Star Chief conv., 













$2,- 






400*. °53 Chieftain (6) station wag- 
on, $1,180*; Catalina, $1,175*, $1,- 
150*; 2-dr., $750, $420*; (8) 2-dr., 
$955. °52 Chieftain (6) 2-dr., 2 at 






$610*. °51 (6) conv., $455*. 
STUDEBAKER — ’54 Champion 4-dr., 
$900. "50 Commander 2-dr., $160. 




































secretary and treasurer and L. 
Septt Clothier, of Burlington, is 
vice-president. 

The Deb Elliott Chevrolet license 
also was revoked under the “bad 
business repute” paragraph of the 
Iowa law. However a new license 
has been issued to the Suchomel 
Chevrolet Co. Frank T. Suchomel, 
Center Point, is the owner. 


‘What’s Score?’ 
Pennsylvanians 


To Find Out 


HARRISBURG, Pa.—A rundown 
on bootlegging, blitz selling, adver- 
tising and sales gimmicks will be 
provided at the Pennsylvania Auto- 
motive Assn. convention here Sept. 
26-27 by Hayse Tucker, Ford dealer 
in Tuscaloosa, Ala. 

Tucker, a member of the Na- 
tional Ford Dealers Council and 
owner of Tucker Motor Co., has 
been a dealer for 35 years. 

He will make his remarks before 
the Pennsylvania convention in a 
talk entitled, “What’s the Score?” 


Class of 1904 
MEREDITH, N. H. — (UTPS)— 
Leander Pynn, a Ford dealer, was 
the sole member present from the 
Class of 1904, the oldest class pre- 
sented at the Meredith High School 
alumni banquet. 





Imperial Fashions— 


A model shows a sleeveless evening 
coat copied from a 15th century Japanese 
warrior's coat at Chrysler's traveling Im- 
perial Fashion Show. Scheduled to visit 20 
U. S. cities, the show has drawn crowds 
ranging up to 1,000 society leaders. Forty 
fall fashion originals were created by 
top American designers to be shown 
against a background of special stage 
settings and the Imperial car. 


~~ gh mag tates 


————$ $< << 








AUTOMOTIVE NEWS, AUGUST 22, 1955 


~~ sala anges 


aS << 


Which way is 
: the wind blowing? 


=§ ie 
g ets aa 
e 


ds : People like Chevrolets 
better than 


Sy 


any other car! 


This year people are buying new 
cars like never before. And, as 
official figures show, more of them 
are buying Chevrolets than any 
other make. Pretty good proof, 
wouldn’t you say, that Chevrolet 
dealers are doing the industry’s 
best selling job and that Chev- 
rolet has more things people like? 
Things like the crisper, cleaner 
styling of the only Fisher Body 
in Chevrolet’s field. Like Chev- 
rolet’s record-breaking perform- 
ance—sizzling acceleration and 
superior handling qualities that 
make driving safer and more fun. 
This sales leadership is just more 
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as shown by complete and official registration 
figures covering the first 6 months of 1955! 


evidence that Chevrolet means 
America’s No. 1 Car and 
America’s No. 1 dealers! 


First in truck sales, too! 
Truck buyers, too, like Chevro- 
lets better than any other make. 
Complete and official 1955 regis- 
trations through June also show 
that Chevrolet trucks are first in 
sales over their range of weight 
class! Chevrolet Division of 
General Motors Corporation, 
Detroit 2, Michigan. 





New Products ... New Progress ... for a New Era of Leadership 


































































"Which Way Did It Go?’ 


The Dornier Delta, designed by the German aircraft firm, could have trouble in 
deciding which way to go. Passengers and driver sit back to back and the front and 
rear doors swing upward toward the top. The Delta's engine is in the center, and 
the interior can be converted into a sleeping room for two. Lacking space, Dornier 
hopes to license production to some other firm. It calculates the selling price at $700 
to $800. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 
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NOW IT’S PRICED TOO LOW 
TO PASS UP! 


PAYS TO PUSH 
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—Coming Events= 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur Springs, West Virginia, 


Aug. 28-38—Kentucky Automobile Dealers 
Assn., Kenleke Hotel (Kentucky Lake), 
Hardin, Ky, 


Sept. 9-11 — Maine Automobile Dealers 
(aac iation, Samoset Hotel, Rocklane, 
eine. 
Sept. 12—Delaware Automobile Dealers 
a? Rehoboth Beach, Del. 
4 = vermont Automobile Dealers 
, Equinox House, Manchester, Ver- 


spt ‘is — 24th Aaneal State Convention, 
nsas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas, 
Sept. 16—O regon Automobile Dealers 
a, Multnomah Hotel, Portiand, Ore. 
= 8-19 — South Dakota Automobile 
ealers Assn., Sioux Falls Dd. 
. 1820 — 32nd Annua Rertation 
lew York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 
Sept. ‘19-20—Minnesota Automobile Dealers 
—_— Radisson Hotel, Minneapo- 


1s. 
Sept. 19-20 — lilinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. Ill. 
Sept. i9-20—Wisconsin Automotive Trades 
sn. Schroeder Hotel. Milwaukee, Wis. 
. 23-24 — New Mexico Automotive 
Deolers, Assn., La Fonda Hotel, Santa 


sept 25-27—Tennessee Automotive Assn., 
ena Vista Hotel, Biloxi, Miss. 





they'll scarcely notice the difference—and watch your 


Corporation, Saginaw, Michigan. 











by 





Sept. 25-27 — Texas Automotive Dealers 
em Shamrock Hotel, Houston, 
exas, 


Sept. 26-27—Automobile Dealers Assn. of 
eats Dakota, Fargo, 
Sept, 26-27— Pennsylvania Automotive As- 
a William Penn Hotel, Pitts- 


sept Oy 35 37%h Annual Convention, New 
e Automotive Trade Association, 
en —— Hall, Atlantic 


d. 
og %i9" — New Hampshire Automobile 
Dealers Assn. a ashington Hotel, 
Bretton Woods, N. 
Oct. 9-10 — Georgia Automobile Dealers 
a. Bon Air Hotel, Augusta, 


Od ‘9-11—Mississippi Automobile Dealers 

Buena Vista Hotel, Biloxi, Miss. 

on” “ib17—Arkansas jetemephe Dealers 
Majestic Hotel, Hot S 

Oct. 16-17—Oklahoma Automobile Runs 

Assn., Mayo Hotel, Tulsa, Okla, 

Oct. 16-18—National Independent Auto- 

mobile Dealers Association Annual Con- 

youten Hotel William Penn, Pitts- 


bu 
og. Hag — Florida Automobile Dealers 
. Sans Souci Hotel, Miami Beach, 


Aa 

Nov, | — Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. _6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov. [3-14 — 20th Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 


Nation-wide Survey of GM Dealers and Customers Shows: 


51% OF BUYERS 
WHO PASSED UP 


R STEERING 


WANTED IT! 


Yes—over half the GM customers we interviewed who didn’t buy 
Safety Power Steering last year, passed it up because of price 
alone! This year at the new, substantially lower price, salesmen 
from coast to coast are reporting sharply increased sales of S.P.S. 


Now, figured in on the popular 24-month car-payment plan, 
Safety Power Steering costs LESS PER DAY THAN A 
COUPLE OF CUPS OF COFFEE—OR A PACK OF CIG- 
ARETTES! Practically EVERYBODY can afford that—so 
make sure EVERYBODY gets behind the wheel before you deal! 


Emphasize that S.P.S. adds so little to their monthly payments 


“take” 


increase! Saginaw Steering Gear Division, General Motors 


AGiInau 


Nav, 13-15 — Ohio feet Dealers 
Assn, letherland Plaza Cincin- 
— i 

4—Nebraska New Car Dealers Assn., 
ao Hotel, Omaha 

Dec, 6—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City. Utah. 

Dec. 9-10—Montana Automobile ‘Dealers 
Assn., Northern Hotel, Billings, Mont. 
Jan. 28-Feb. 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, a o CG. 

> *® 


tidy Auto Shows 


Nov, 12-20—Portland (Ore.) Show. 

Nov, 26-Dec. 3—Buffalo Auto Show, Mas- 
ten Avenue Armory, Buffalo, N. Y. 

Jan.—Columbus Automobile Show, Veter- 
ans Memorial Bidg., Columbus, Ohio. 

Jan. 7-15—27th Annual Automobile Show, 
National Armory, Washington, D. C, 

Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 7-15— Houston Auto Show, Houston 
Coliseum, Houston, Texas. 

Jen. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St, Louis, 

Jan, 21- ittsburgh Automobile Show, 
— National ard Armory, Pitts- 


Jan. borg -29—Cleveland Auto Show, Cleve- 


Jan. 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. fo Cantng ich Auto Show, Civic 
Center, —a ic 


detent 


Sept. 6-17—National Machine Tool Build- 
ers Association Show, Chicago, Ill. 

Sept. off — Fredection Engineering Show, 
Navy Pier, Chica 

Sept. 6-17—Machine™ Foo! Show, National 
Machine Tool Builders Assn., Interna- 
tional Amphitheater, Chicago 

Se 21-22 — Federation a Automobile 

ealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mi ch. 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich, 

Sept. 22-Oct. 2—37th International Auto- 
mobile Exhibition, Frankfurt am Main, 
Germany. 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Shera- 
ton-Cadillac Hotel, Detroit Mich. 

Oct. 6-16—Paris Auto Show, aris, France. 

Oct. 10-12—8th Annual Convention and 
tag Truck Body and Equipment Assn., 

"Morrison otel, Chicago, Ill 

Oct. “13-17. — American Trucking Assn. 
ae finals, Washington, D, C. 

Oct. 14-15 — Annual convention of the 
Western Engine Rebuilders Association, 
Fairmont Hotel, San Francisco. 

Oct. 17-21 — American Trucking Assn. 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D. 

Oct. 19-29 ‘— 40th International Motor 
Show, Earls Court, London, England 

Oct. 26-28—I0th Annual Technical Con- 
vention, American Society of Bod 
gineers, Rackham Memorial Riluing, 
Detroit. 

Oct. 28— Automobile Old Timers [6th 
Anniversary Dinner, Waldorf - Astoria 
Hotel, New York, 

Oct, 26—I6th Anniversry Dinner, Auto- 
mobile Old Timers, Waldorf-Astoria, 
New York. 

o. 6-7—Texas peroentent Automobile 
ealers Assn., lith Annual Con- 
vention, Sharrock ‘Hotel, Houston, Tex. 

Dec. 4-5— Automotive Affiliated ‘epre- 
sentatives, Officefs Meeting, Sheraton- 
Hotel, Chicago, 

Dec, 6é—Automotive Affiliated Represent- 
atives, Board of Directors Meeting, 
Sheraton Hotel, Chicago. 

Jaa. il- -14—American Koed Builders’ As- 

s Sth Annual Conventica, 


Municipal Auditorium, Miemi Beach, 

Fla. 
Jon. Soe Annual Auto Trim 
Hotel Statler, New York, ¥. 


Pg 25—i5th Annual Meeting, Truck- 
Tr aiter Manufacturers Assn. Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9—Automotive Accessories Manu- 
facturers of America Exposition, Navy 


Pier, Chicago 
Feb. . 21-22 — aEMA, NSPA and MEWA 
National Conventions, San Francisco, 


Calif. 


Van Male Builds 


CHICAGO.—Van Male Buick Co. 
is constructing a $300,000 building 
at W. Seventy-first St. and S. West- 


ern Ave. 


SAY, WHO 


has that new-power 


SWEEPSTAKES 


engine for 




























| OPPORTUNITY | 
| UNLIMITED | 
| A Studebaker | 
| 
! | 


case history 


Harvey B. Reed 





as 


Richard L. Stump 


, two young fellows have 
secured their future by opening a 
brand new home of Studebaker sales 
and service in Princeton, West 
Virginia. Read their story, then take 
steps to follow their example! 


Like many a Studebaker dealer- 
ship all across the land, Reed-Stump 
Motors is the enterprise of two alert, 
ambitious, aggressive men who want 
to grow with their community, their 
area—and with the going-places 
Studebaker cars and trucks! 
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Harvey Reed, 32, has been a Stude- 
baker man for the past nine years, 
having worked for another dealer 


‘nearby in every phase of the business 


... Sales, parts and service, account- 
ing. That experience made it clear to 
young Mr. Reed that Studebaker has 
what it takes to provide a solid, 
dependable living and a rewarding 
future for its dealers. 


Richard Stump, 32, saw things the 
same way. He is an auto man of wide 
experience, too...including various 
sales positions, most recently as an 
automotive staff adjuster for a big 
insurance firm. 


It wasn’t long before Messrs. Reed 
and Stump had applied to Studebaker 
for a dealer franchise. Investigation 
showed both men were the kind 
who'd fit into the go-places Stude- 
baker dealer family. So today, on 
South Walker Street, you can see the 
sign that reads: “Reed-Stump Motors 
. .. Studebaker Sales and Service.” 


You'll see a lot of signs like it, in 
small towns and large cities through- 
out America... where ambitious 
men are hitching their futures to the 
Studebaker star! 


They re building a 
with a new 


Studebaké 












ay 


@ oy 


TUDEBAKER dealerships are being put 
S into operation by salesmen and 
sales managers, by department heads 
from other dealerships ...and by men 
with sales savvy and a desire to go 
places from every kind of business. 

The right kind of man is more impor- 
tant than the size of his bankroll. 

If you’re the right kind, the kind who 
sees the opportunity Studebaker has to 
offer, now is the time to write in full 
detail and complete confidence to 
William A. Keller, General Sales Man- 
ager, Studebaker Division, Studebaker- 
Packard Corporation, South Bend 27, 


Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 




























Leading in DeSoto Sales— 


Y. M. Posthuma second from left, DeScto regional manager, notifies Harvery | 
Traveller, president. of Marshall & Clampett Co., Los Angeles, that his firm leads 
all other dealerships in the region in sales for the year to date. Sharing the news 
are Homer E. Black, dealership secretary-treasurer, and Lynn D. Traveller, assistant 
general manager. 


Gladney Tractor Co. Sold 
TIFTON, Ga. — Gladney Tractor | Athens, Ga. H. L. Dukes, and sons 


and Equipment Co., has been sold| William, Eugene 
to the Russell Daniel Irrigation Co.,| head the Athens firm. 


HELP 
SAVE 








ONE 


FRIEND 
FROM 
CANCER 


STRIKES BACK 





Eprror’s Notre: One of a 
series of letters to inspire 
team spirit to be utilized by a 
service manager or dealer 
orally in staff meetings, by 
letter sent to the employe’s 
home or posted on dealer’s 
bulletin board. 


By John O. Munn 
Dear Fellow Worker: 


T DOESN’T matter what 
you are doing, there is 
one factor present in every 
job — probably the most 
important factor 


‘= = in the operation. 
SERIES That factor is 


a the state of mind 

| of the man doing the job. 
He might almost as well 
bring the wrong tools or 


and Graham, 
the wrong records as to 
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Building Through Human Relations ... 





bring the wrong state of 
mind to the task in hand. 


One must always remem- 
ber that the customer con- 
siders that he is doing us a 
favor when he buys a car, 
service, or some accessory. 
We should feel a genuine 
gratitude for his patron- 
age. 

To appear to resent some 
more or less peculiar attitude 
or request on the part of the 
customer is to drive him away 
forever. 

It is not always easy to 
keep a state of mind that 

is pleasant, kindly and 
helpful. There is a lot of 
friction that only the oil of 
human kindness can re- 
lieve. Many say that there 


Tens of thousands with cancer will lose their lives 


needlessly this year. They could have been 


cured by early diagnosis and prompt treatment. 
Will one of these unfortunate victims be a friend 
of yours? It couid happen. We know that cancer 


strikes one in four. 


There’s a way to help that friend, and thousands 


of others. That’s by helping the American 


Cancer Society spread its educational message 


as widely as possible. 


Money you contribute improves services to 


patients, arms everyone with protective information 
about cancer, and pays for research to conquer 


this cruelest of diseases. 


When you give your dollars to the American 


Cancer Society, you are making an investment that 


pays off in the saving of human lives. Perhaps 


the life of one friend. 
Perhaps your own life. 


American Cancer Society 
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GENTLEMEN: 


I want to help conquer Cancer. 

( ) Enclosed is my contribution of $ 
Crusade. 

Name 


Address. 


( ) Please send me free information about Cancer. 





a a i mene 


(MAIL TO: CANCER, c/o your town’s Postmaster) 
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to the Cancer 
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Teamwork in the Dealer Shop 


are far more difficulties and 
aggravations in any en- 
deavor or task than there 
used to be. 


Maybe so, but we are 
still earning our living by 
being nice to the people 
who pay our bills. So let’s 
make a good state of mind 
the first thing on any job. 


Sincerely yours, 


CAR DEALER & 
COMPANY 
Manager 


Armstrong Rubber 
Offers Dealers 
Credit Sales Plan 


WEST HAVEN, Conn. — Arm- 
strong Rubber Co. has introduced 
a new dealer aid called the “Arm- 
strong budget sales plan,” follow- 
ing tests during the past few 
months in various parts of the 
country. 

The program offers every dealer 
a sales package, including advertis- 
ing, merchandising, operating 
forms and company financing for 
retail credit sales. 

Armstrong also has organized a 
staff of sales supervisors to assist 
dealers in increasing retail sales 
volume. 


Walker Ex-Aides 


Continue Studio 


DETROIT. — The formation of 
the industrial design firm of 
Lawrence H. Wilson Associates as 
a successor to the former George 
W. Walker design studio in De- 
troit has been announced. 

Wilson, who was Walker’s senior 
associate, and six former members 
of the Walker staff formed a gen- 
eral partnership to service accounts 
handled by Walker prior to his 
recent election as director of Styl- 
ing of Ford Motor Co. Other part- 
ners are Kenneth A. Hopkins, John 
W. Mason, Harold D. Fetty, Keith 
D. Kitts, Adaline H. Piazza and 
Sally Ann Seymour. 


Westinghouse Produces 


Pure Iron ‘Whiskers’ 

PITTSBURGH. — Pure slivers of 
iron, having breaking strengths ap- 
proaching a million pounds per 
square inch, have been produced on 
a larger scale than ever before by 
Westinghouse Research Laboratory 
scientists. 

The iron “whiskers” are pure iron 
crystal, so perfect that no defects 
can be detected in their structure. 
They are two inches long and a 
thousandth of an inch thick and 
are stronger than any other known 
metal. 


SAY, WHO 
has that brillant 


GOLDEN HAWIC 
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than any other newspaper 


$896,000,000! That’s what the people of 
Greater Philadelphia spend for automobiles 
and accessories each year. 


How do you get your share of these sales? 
Talk to the prospects! Contact them regu- 
larly with your sales message in their favor- 
ite newspaper, The Evening* and Sunday 
Bulletin. 


Throughout giant, growing, 14-county 
Greater Philadelphia (A.B.C. City and Re- 
tail Trading Zone), The Bulletin is a potent 
sales-starter. Philadelphians trust it, shop 
it respond to the advertising in it. 


And they are showing particular interest in 
The Sunday Bulletin and its colorful new 
format. Featuring 10 different sections, 
with R.O.P. editorial and advertising color, 
it is bright, fresh and easy to read—pub- 
lished on our new presses, in new type, in 
the most modern newspaper plant in the 
world. 


Philadelphia families, long noted for their 
solid buying power, make ideal, regular cus- 
tomers. To sell ’em, tell ’em in The Bulletin. 


The Bulletin is Philadelphia. 


*Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadeiphia, 30th and Market Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta * Los Angeles * San Francisco 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

. ” 1 |. Fair and equitable contracts between manufacturers and dealers in 
€ A motor vehicles, parts and accessories; 

. { 2. Every dollar of gasoline and oil taxes, collected by states and federal 
£ e governments, applied to the building and maintenance of highways; 

me & ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere 


NEWS else in the world. 


Does the Ethical Dealer 
Have a Future? 


IERIODICALLY, auto dealers become concerned about 

how they appear as a group in the public eye. 

For example, when they see an editorial such as the one 
headed “Why Weep for Auto Dealers?” which appeared 
recently in the Louisville Times, they wonder what brings 
on such an attitude by a molder of public sentiment. 

There is considerable evidence that many look with a 
jaundiced eye at dealers as a whole. Many of these same 
people, on the other hand, think well of the individual 
dealer with whom they have had personal contact. 

As a group, dealers have often considered making a con- 
certed effort to improve their public standing. The difficulty 
is that dealers have not been able to get together on funda- 
mental issues. 

For example, a great number of dealers favored the Auto- 
mobile Retailing Institute which NADA had proposed to 
launch a nationwide promotion campaign on behalf of 
dealers. 

But even some of those who supported the idea voted 
against the program with this thought in mind: 

“Why should 60 percent of the dealers spend millions to 
build up the reputation of dealers, while 40 percent of the 
_dealers are tearing down the reputation of dealers by their 
dubious practices.” 

In other words, a large portion of dealers are scornful of 
the practices of another large portion. 

Is the tide of unethical or dubious trading practices in 
the auto retailing field too strong to buck? Are the dubious 
practices necessary in order to sell cars in the volume fac- 
tories consider necessary? 

We don’t think so. Trends of the day put increasing em- 
phasis on protecting the welfare of the public. The might of 
governmental and semi-governmental agencies and reputable 
dealers is arrayed against the unethical dealer. 

At times it seems that they move so slow that the battle 
is helpless. In the end, they will prevail, for only the dealer 
who recognizes that his business is with the public, and 
that he must have the public goodwill has built on a sound 
foundation. 
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Automotive News Nears 30th Birthday... 





1925-55: Growing with Industry 


Eprror’s Norse: On Aug. 25, 1945—the occasion 
of Automotive News’ 20th anniversary—the late 
George M. Slocum, founder and publisher, penned 
the following history of this publication’s forma- 
tive years. 

We are reprinting today Mr. Slocum’s “20 Years 
Is a Long, Long Time” article as the 30th birth- 
day of Automotive News approaches, and we have 
appended a short summary of the 10 years from 
1945 to 1955. 

* * ” 
_~ decades do not give one the immediate im- 
pression of a long span of time. Even 20 years 
is less by a year than the age at which we say an 
American citizen shall be given the right to vote. 

Yet when one remembers that 20 years spans 
about one-eight of the 169 years since the Declara- 
tion of Independence was signed, it begins to have 
real significance. 

It was just 20 years ago (Aug. 25, 1925) when the 
first issue of Automotive DaiLy News appeared on 
the streets of New York and Detroit and on the 
desks of several hundred automobile dealers and 
manufacturers who had paid $12 a year in advance 
to receive it! The idea that this great industry 
needed a trade newspaper of more frequent appear- 
ance than any then published, was my own. 

For upwards of five years, I had bored my 
friends who were engaged in the manufacture or 
sale of motor vehicles with the idea and, while 
some agreed with me, quite a few thought I was 
“too late,” since papers like Horseless Age, Motor 
World and others were already strongly intrenched 
and would quite rightly look upon me as an 
upstart. My best friends advised me to “leave 
the manure on your boots and stick to publishing 
farm rs!” 

One, however—J. H. Newmark, then advertising 
manager of Oakland—was sold to the hilt on my 
idea from the minute I proposed it to him. We 
worked tirelessly on plans, dummies and editorial 
contents, intent on forming a partnership and start- 
ing the paper without further ado. However, our 
ardor was cooled considerably when we discovered 
by some simple arithmetic that it would cost not 
less than $100,000 to finance publication for the first 
year and, try though we might, we could find no 
successful publication in any field which had “ar- 
rived in the black” in less time than that. 

It was lucky for Jake and me that we had neither 
the hundred grand, nor banker friends who would 
loan us that amount, for when I brought the paper 
to Detroit eight years later (1933) more than $350,- 
000 had been invested in it and it was still deep in 
the red—but I am getting ahead of my story! 

+ od * 


Birth Pains 


BOUT 1923, Jake moved to New York to set up 

his own agency and to handle all of the Durant 
advertising. It was not long before he had become 
intimate with the executives ofa highly prosperous 
publishing house who were anxious and willing to 
spread out into new fields. They organized a sub- 
sidiary company to publish Automotive Day News 
= gave Jake and me an interest for our idea and 
plans. 

I set up an office in the General Motors Building 
in Detroit, but continued to publish my farm 
paper from a plant we were operating in Mt. 
Clemens, 25 dirt-road miles. away! I hired Walter 
Boynton as our first Detroit editor, which gave 
the new publication recognition in this center of 
the industry from the start. Within the first year, 
the company bought out Jake’s interest. I always 
guessed it was because he was too near the seat 


of operations and was too solicitous in fondling 
the infant prodigy. 

Anyway I stayed on, managing the Detroit bureau 
and publishing my farm paper through the happy 
Coolidge years and depths of the Hoover depression 
which followed. Only now, in my years of discretion, 
do I realize that the famed man on the flying tra- 
peze is entitled to only amateur standing in con- 
trast to my own agility! 

oe 


Enter: Chris Sinsabaugh 

EN Boynton left in 1930, Chris Sinsabaugh, 

the dean ‘of all automotive trade paper editors, 
was made Detroit editor. He brought to this paper 
the knowledge and countless friendships which only 
a lifetime of experience could give it. In the years 
which followed; Chris and I became great friends 
and his death in 1943 was a staggering personal 
loss, although his spirit, we believe, will live in 
every issue of Automotive News to be published in 
the years on end to come. : 


From the beginning, I had been convinced that 
the publication of a NEWSpaper for the automo- 
tive industry in New York was as incongruous as 
it would be to publish a drover’s journal in Phila- 
delphia or a citrus grower’s paper in North Dakota. 


Yet no motor vehicle paper had ever published 
more than a few issues in this center of the in- 
dustry. I believed implicitly that the one reason 
my “baby” had never been a financial success 
was because it could not be expected to thrive in 
the atmosphere of the “cloak-and-suit” business. 


My chance to prove it came in the spring of 1933, 
when I was given the opportunity to buy the pub- 
lication, lock-stock-and-barrel, and move it to my 
home town, Detroit. I made Chris Sinsabaugh 
editor-in-chief, reduced the frequency of issue to 
twice-a-week and the subscription price from $12 
to $6 per year. We set up offices in the New Center 
building, mailed the first issue from here dated 
June 10, 1933, and with a net-paid circulation of less 
than 5,000,. began the long climb to recognition, a 
climb which has never since faltered. 

+. x * 


We Publish Extras 


I THINK we can boast a little of some episodes 
which were “outside of the line of regular duty.” 
For example in 1935, when the Wagner labor act 
was before the Congress, we were convinced it 
would result in chaos for both the labor which 
proposed it and the manufacturers who had already 
established in our industry the highest wage scales 
ever paid in this country. We issued several “extra” 
editions and helped to sponsor the urgent petitions 
from thousands of dealers in every state in the 
union, which helped to kill the dangerous bill the 
first time it was up. 

Only last year (June, 1944) when the OPA re- 
leased the ceiling prices on used cars on Saturday 
noon in Washington, Editor Pete Wemhoff hap- 
pened to be in the Capitol. Our next weekly edition 
dated Monday was already printed and going into 
the mails. He rushed home with the heavy manu- 
script listing over 18,000 separate ceiling prices. We 
put it into type by working all Sunday and Sunday 
night and, by Monday evening, a complete “extra 
edition” was going without cost to every AUTOMOTIVE 
News subscriber. 

An Eastern dealers association’s alert manager, 
who had wired his membership on Sunday ask- 
ing if they would subscribe $5 each for a mimeo- 
graphed copy of the price ceilings, recalled the 

(Continued on Page 39, Col. 1.) 
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“Tt isn’t how far it’s been... 


, 


but how far it will go! 


THIS MAN WILL BUY A USED PLYMOUTH! 


More unused mileage in every used Plymouth gives it the ‘‘edge’’ in every sale 


where a customer demands assurance of value. Here’s why: 


PART-BY-PART COMPARISON* PROVES 
PLYMOUTH ENGINEERING LEADS LOWEST-PRICE FIELD Plymouth No. 1 Taxi! There are more Plymouths used 
Plymouth | Car A as taxicabs than all other makes combined! Impressive 


evidence of low upkeep, top stamina. 
Resistor-type Spark Plugs YES NO 
Exhaust Valve Seat Inserts YES NO Supreme as ‘‘Second Car’’ More and more motorists 
Chain-type Camshaft Drive YES NO 


Oilite Fuel Filter | YES NO Tae F 
Floating Oil Intake | YES NO ing it can even outlast the newer “other make” they drive, 


are making that “second car” a used Plymouth . . . discover- 


Rotor-type Oil Pump | YES NO and the used Plymouth will cost a lot less to own. 

Oil Bath Air Cleaner | YES NO 

Safety-Rim Wheels | YES NO 

2-cylinder Front Brakes | YES NO BEST BUY NEW...BEST BUY USED! 

Independent Parking Brake | YES NO —_ 
Electric Windshield Wipers | YES NO Wyo? 
Oriflow Shock Absorbers | YES NO F LV INI O U T ke 4 alll “heat 
Widest, Most Rigid Frame | YES NO \tis/ 
Cowl Ventilator YES NO y 
Baked-enamel Finish | YES YES . v/ 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 
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Merchandising 


Memos to Dealers 





EALERS themselves are sharp- 

ly divided in viewing this era 
of frenzied sales in the auto busi- 
ness. 

One dealer says other dealers are 
making like college economics pro- 
fessors instead of car salesmen. 

Another says the dealers in his 
area have the jitters lest the fac- 
tories move a blitz deal into their 
town to mess up the market. 

The situation isn’t just theory to 
the volume dealer who called from 
New England the other day. He 
cited the case of a blitz operation 
which the factory moved into an 
old casket factory (low overhead) 
in his town. 


7 * + 
‘Works’ Don’t Work 
HE word at first was that the 
factory was forced into this 





FOR THE BUSINESS YOU WANT, 


By Bob Finlay 


move to get registrations. The blitz- 
er used all the old standbys—de- 
ceptive ads, hiding keys of trade- 
ins of prospects, the works. 

The New Englanders rebelled 
against these tactics, and registra- 
tions for this make went downhill 
instead of up. 

Then, according to our dealer 
caller, the factory men said they 
didn’t put the blitzer in to get 
registrations after all; just 
wanted to get a profitable dealer 

in the area. 

“This blitz is no joke,” our caller 

said. “On a volume deal like mine, 
you can lose $25,000 in a month if 


someone screws up the market.” 
* * * 


Close to Retail 
all the trouble in the re- 





this answer: 

“The factory is selling wholesale 
to dealers at just a couple of hun- 
dred dollars under the retail price.” 

The dealer says he buys his car 
from the factory at $2,400. It sells 
on the open market on used-car 
lots for $2,600. That’s the going 
price, as far as the public is con- 
cerned. 

“How,” he asked, “Is the deal- 
er going to get $3,100 for it under 
such conditions?” 

He answered his own question 
this way: 

“By tremendous overallowances 
made possible by price packs, fi- 
nance packs, pencil artistry.” 

* * * 


Paralysis of Fear 


. hear from Murry M. Kest- 
er, general manager of Chest- 
nut Ford in Philadelphia, who takes 
a different slant: 

“Today we have a situation in 
the auto business that is almost 
amusing. Dealers take it upon 
themselves to become economists. 
They are professors, if you please. 

“You talk with the average 
dealer and he is holding off and 
waiting for business to get bad 
- - « ‘We are in for tough sled- 
ding,’ he says. 

“Maybe he’s right, but what is 
he doing about it? Very little in his 


W tail field? Another dealer has'own backyard except to moan 


How do you push the brands that boost 
method 
Brand Name 


* * * 


win you national attention 
Retailer 


INCORPORATED 








Father, Son Team— 


R. P. Wood, Ford district manager, pre- 
sents a 1954 Four Letter Award plaque 
to a father and son team, Josh and Ken 
Hoesly, New Glarus, Wis. Josh Hoesly, 
left, has been a Ford dealer since 1918. 
The award was the fifth consecutive one 
earned by the dealership. 


about his town, his factory, his 
banker, his competition and the 
lack of profit.” 

Kester suggests that dealers look 
instead for one good idea at a time 
to move cars and work at it. 

The greatest danger to dealers, 
according to Kester, is paralysis 
through fear of bad times. 

“Business,” says Kester, “will be 


ou’ve got there! 


They’re pushing for you all the time, the products - 
with the well-known brand names that your customers 
ask for. What a sales force! It works day and night and 
overtime, and it pays you. 

Simple reasons why: better values; fast turnover be- 
cause of popularity; fewer losses because manufacturers 
of dependable brands make good on adjustments; lower 
sales costs because people are so sure of the uniform 
goodness of the products they know, that they can just 
ask for them by name — and often serve themselves. 

So make sure of the brands your customers want. 
Then promote them and stack the profits. 


our business? Your 
and local prestige in the 
-of-the- Year competition. Write for details. 


BRAND NAMES FOUNDATION 


A Non-Profit Educational Foundation 
37 West 57 Street, New York 19, N.Y. 


PROMOTE THE BRANDS THEY WANT 








good only for the men who have 
the initiative and the guts to step 
out and develop and sell ideas. 
Dealers must combine good ideas 
with good values. If you try to buck 
the trend with price alone, you will 
discount yourself out of business. 

“Come out with exciting ideas 
and you will do a job regardless of 
what the economists say about con- 
ditions.” 


Dealer Studies 


oo race for volume brings this 
warning word from the Louisi- 
ana Automobile Dealers Assn.: 

“The volume dealer is adrift on 
an evil tide in a boat equipped 

with the oars of salvation he re- 
fused to use.” 

LADA indicates that factories are 
confusing dealers with figures on 
population increase, national gross 
income, new industries and so 
forth. 

The association advises dealers to 
dig out their own figures on: 

1. How many future buyers are 
left in your own area? 

2. How easy is it for the aver- 
age buyer to get a proper down 
payment on the line? 

3. How soon can he pay off his 
notes? 

As to whether dealers are making 
profits in the present market, LADA 
offers this: 

“Sure they have been making 
profits. Next year’s profits and 
maybe in some places their 1957 
profits are included in their month- 
ly financial statements.” 


* * 


Mercury to Expand 
Plant 20 Percent 
At Wayne, Mich. 


WAYNE, Mich. — Mercury will 
construct a 300,000-square-foot ad- 
dition to its plant here, according 

oe to F. C. Reith, 

Mercury general 

manager. 

This will con- 
stitute a 20 per- 
cent increase in 
the 1,500,000 
square feet of 
floor space pres- 
ently in use, he 
said. 

Construction 

. will begin about 

Nov. 1, and the 
building will be in use within a 
year, Reith added. 

The new Wayne building is part 
of Mercury’s overall expansion 
program in keeping with the in- 
creased demand for Mercury cars, 
he said. 

The company recently announced 
plans for a large new assembly 
plant in the Los Angeles area. 


All Lined Up! 


Giant Telephone System 


Serves Ford 


DEARBORN. — One of the 
world’s largest industrial dial tele- 
phone systems has gone into serv- 
ice at Ford’s Rouge plant here. It 
serves 6,000 phones and can handle 
more than 22 million calls a year. 

The system uses as much power 
as that in a city of 50,000 pop- 
ulation. Only General Electric’s 
system at Schenectady, N. Y., ex- 
ceeds it in the industrial world. 

In all more than 100 million feet 
of wire were required to complete 
the installation, including 150,000 
feet of new outside cable. 

Harold E. Weigand, Ford’s man- 
ager of communications, made the 
first call over the new system at 
cut-in ceremonies attended by 
Officials of Ford and Michigan Bell 
Telephone Co. 

Old switchboard equipment is 
being dismanteled and will be re- 
turned to Michigan Bell from 
which it was leased. 


Triumph Distributor 


Named in Detroit 

HOLLYWOOD, Fla.— The Ap- 
pointment of Speed Car Associates, 
Inc., Detroit, as a sub-distributor 
for Triumph TR-2 sports cars, has 
been announced by Louis W. 
Adams, president of South Eastern 
Motors, Inc. 

Adams said his firm would take 
advantage of plans for development 
of the St. Laurence Seaway and is 
scheduling shipments for the ports 
of Buffalo, Cleveland, Detroit and 
Chicago. 
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Your Present Franchise 


1. Profitless “‘wheel-and-deal”’ competition? 


2. Sales fall off severely during bad weather- 


months? 


3. Factory failing to keep you competitive with 
new trends in consumer preferences? 


4. Volume up but profits down? 
5. Resale value of 2-year-old models only 40% 
to 65% of original price? 


6. Used car losses wiping out new car profits? 


7. Overstocked with own-make trade-ins? 


SEER 





8. Too many owners go elsewhere for service? 
_ 9. Each new car sale takes your prospect out of 
i the market for an average of 2 years? 
' 10. Only occasional optional equipment sales 


to owners, after original purchase? 





What should you do about it? with a relatively small 


addition to your present investment, you might cash in on these 
‘Jeep’ family franchise advantages. Over four hundred 


dealers in small and large cities have signed franchises in the 


after they got the facts. Discover what these facts can mean 


to you — fill out and mail the coupon. 


Th a a 
? gee family of 4-wheel drive vehicles 
® 


Universal ‘Jeep’ ‘Jeep’ Truck ‘Jeep’ Station Wagon ‘Jeep’ Sedan Delivery 


out of your investment? 





first half of 1955 to sell ‘Jeep’ family 4-wheel drive vehicles... 



























‘Jeep’ Family Franchise 


STS Me 





Only Willys dealers have the ‘Jeep’. 
Prospects for ‘Jeep’ vehicles must deal with you. 


When bad weather slows down normal sales of other 
products, ‘Jeep’ 4-wheel drive vehicles sell best. 


With their broad market coverage — exclusive in 

many fields—‘Jeep’ 4-wheel drive vehicles give Willys 
dealers the inside track on sales throughout business, 
industry and agriculture. 


Sales of Willys utility vehicles are up 47.4% in the first 
half of 1955. An increasing number of Willys dealers 
report 1955 one of their most profitable years. 


Example: The average 2-year-old Universal ‘Jeep’ 
commands up to 90.4% of factory list price. 


Nearly half of ‘Jeep’ vehicle sales are made as ‘Clean 
deals.’ High resale value assures profit after the washout 
sale, when ‘Jeep’ vehicles are taken in trade. 


The demand for used ‘Jeeps’ far exceeds the supply. 
Willys dealers’ service absorption is above the industry 
average, because of the specialized nature of 4-wheel 
drive ‘Jeep’ vehicles, and their daily use in business. 





New ‘Jeep’ vehicle purchasers, at the moment of sale, 
are prospects for more than 50 kinds of additional 
special equipment. 


Every time a ‘Jeep’ owner has a new job to do, he 
becomes a prospect for a new piece of ‘Jeep’ equipment. 
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Dealer Development Department . 


‘illys Motors, Inc., Toledo 1, Ohio 


Without obligation, please have a represent- 
ative call and give me information about 
the ‘Jeep’ family franchise. 








Name 

Address ls ‘ 
nce etal ii ening 

Business tinny COO... 
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AUTOMOTIVE WASHINGTON 


‘Dollar-A-Year’ Men 
Defended by Weeks 


By William Ullman 


Washington Correspondent 


ECENT attacks on businessmen in Government are at- 
tacks on the free enterprise system, in the opinion of 
Secretary of Commerce Sinclair Weeks. After informing a 
group of newsmen that the gross national product now has 





ican people are proud and grati- 
fied by this fine record of public 
service by businessmen of integ- 
rity and patriotism.” 

Going further in his praise of the 
men who come WOC (without com- 
pensation from the Government) 
he said that these businessmen are 
giving their experience and skill 
in industrial mobilization to help 
save the country from possible dis- 
oa should war come again to the 


Weeks explained that the Busi- 
ness Advisory Council’s members 
come to Washington “to advise on 
ways to expand prosperity and to 
save our nation from both depres- 
sion and inflation.” 


reached an all-time high level of prosperity, Weeks said he * * * 
«ASE SIC aOR. MESES ME 


considers this “an odd time 
to try to undermine confi-| Would not sur- 


der confiden- 
ee in the free enterprise | tial reonede whteh 


the committee 
It shocked him, he said, that at-| wants. 
tacks should be made at this time “Businessmen— 
of high prosperity “to discredit;in and out of 
those who are doing so much to|Government—” 
keep the economy healthy and vig-| Weeks said, “are 
orous.” contributing sub- 
Weeks strongly defended the| stantially to the 
Commerce Department’s Business| greatest prosper- 
Advisory Council, courrently under| ity the world has 
investigation by a House Judiciary| ever known. 
subcommittee and declared that he 


BEAUTY PARLOR 


GAS STATION 


“I think,” he said, “the Amer- 


Word of Caution 

Alt pointing out that pros- 
perity is at an “unprecedented” 

level, Weeks offered a word of cau- 

tion to businessmen against over- 

confidence. 

“Overconfidence,” he said, “can 
be as hurtful as lack of confidence 
and s ion can be worse.” 

He listed the following advice: 

1. Businessmen have to watch 
their inventories. 

2. Construction—housing and 
plant—must be related to legitimate 
demand. 

3. Exaggerated market specula- 
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tion can induce a headache instead | 


of a healthy economy. 

4. A high quality of credit is vi- 
tal at all times. Personal debt is 
legitimate and proper and has a 
recognized place in our private en- 
terprise scheme of things 

Asked the whyfore “aa his list 
of warnings, Weeks said he was 
prompted by the same impulse that 
prompted recent Government ac- 
tions — “tightening housing credit, 
raising stock market margins and 
raising the rediscount rate.” 

The House group that has been 

Weeks about dollar-a- 

year men and the Business Advi- 

sory Council has recessed until 

October. The chairman is Rep. 

Emanuel Celler, New York Dem- 
ocrat. 

Celler can subpena the members 
of the business council and the 
WOC’s, but he cannot demand) U. 
Weeks to appear and testify. Weeks 
said, however, that he may decide 
later to go before the inquiry board 
in defense of the men he feels are 
giving their time and efforts to help 
the Government keep business at 
the present — ~ 


| Ike Signs Wage Bill 


UTTING an end to more or less 
speculation, President Eisen- 
hower signed into law a bill setting 


the Federal minimum wage at $1 
an hour, a raise of 25 cents from 
the present 75-cent standard. The 
new law will be effective Mar. 1. 

The President had recom- 
mended that Congress raise the 
minimum wage only to 90 cents 
an hour but he had asked that 
the law be broadened to cover 
some additional 2,000,000 persons. 

Congress decided to boost his 
request on the rate but declined to 
go along with him on extending 
the coverage. 

The last increase in the Federal 
minimum wage was made in 1950 
when the rate was upped from 40 


cents to 75 cents an hour. 
* * * 


Pan-Am Highway Goal 


International Road Federa- 
tion revealed last week that the 
. S. Bureau of Public Roads and 
cooperating Central American Re- 
publics have set November as a 
goal for awarding contracts on one- 
third of the three-year program 
for completing the Pan American 
highway from the Mexican-Guate- 
malan border to the Panama Canal. 
This action, it was stated, fol- 
lows the recent congressional 
appropriation of $62,930,000 for 
the project in the current fiscal 
year. The money was made avail- 
able under earlier legislation 
authorizing a total of $74,980,000 
as the U. S. share for completing 
the 1,590-mile stretch. 

The authorization represents ap- 
| proximately two-thirds of the $109,- 
500,000 estimated cost to close 
remaining gaps and to improve sub- 
|standard sections to Inter-Ameri- 
can highway specifications. 

The U. S. traditionally has pro- 
vided two-thirds of the cost of con- 
struction with the participating 
Central American countries adding 
the other third. 

* 


Tax Cut Next? 


AX cuts, Social Security liberali- 
zation, customs simplification 
and American membership in an 


* * 


| international trade organization, 


are expected to be high among the 
issues awaiting Congress when it 


| returns to work next January. 


President Eisenhower has said 
some income tax reduction might 
be possible next year. A decision 
on this, he explained, must de- 
pend on the economic and budge- 
tary picture at the time. Many 
members of Congress pred ict 
more or less privately that the 
administration will urge a cut in 
personal income taxes. 

The Democrats are expected to 
renew their campaign for a tax 
cut “for the little fellow.” This will 
doubtless lead off their vote-getting 
plans. They are expected to have 
a bill all prepared and ready for 
Congress when the gong sounds 
for the second session. 

The House Ways and Means 
Committee has set up a subcom- 
mittee to study the problem of ex- 
cise taxes. 





“Two cars are a MUST in the suburbs! 


Spacious suburbia is on the increase by leaps and bounds (5 


times faster than the rest of America). This swing to the 
suburbs means more and more families will become two car 
families (39.5% of A.H. car buyers bought a second car in 


the past six months—49.3% of these cars were bought new). 


Ride the 







<4 


AMERICAN HOME MAGAZINE NOW OVER 3,000,000 CIRCULATION, ABC 


9-car market 





Ford Picks Thies 
To Head Research 
At Paint Plant 


DETROIT.—Ford will expand 
the development, formulation and 
applied research of paint, vinyl 
and other chemical products at 
its Highland Park plant, according 
to Earl G. Ward, manager of 
Associated Operations. . 

William T. Thies will direct the 
program. He has been named prod- 
ucts development manager at the 


| paint and chemical products plant, 


reporting to C. L. Wallace, plant 


| manager. 


A veteran of 21 years in the paint 
business, Thies started his career 
in 1934 with the Cooke Paint and 
Varnish Co., Kansas City, as a 
chemist and co‘o: technician. 

From 1938 to 1942, he worized for 


|the Rinshaed Mason Co., Milford, 


| Mich., 
|He did research on styling, 


as a formulating chemist. 
two- 


|toning, durability and the worlka- 


} 
| 


bility of paints. For a short term, 
he served as lacquer plant man- 
ager. 

In 1942, he returned to Cooke in 


'Kansas City as research manager. 


During the war years he helped 
formulate paints for the Armed 
Services. 

After the war, he helped re- 
| establish Cooke’s peacetime paint 
| program and worked on the de- 
velopment of competitive paints 
until his appointment with Ford. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


LL indications are that the num- 

ber of car owners using seat 
belts is due for a steady growth 
during the next few years. If infor- 
mation-gathering programs can be 
properly organized and supported 
by cooperation of interested groups, 
this period should provide the long- 
awaited opportunity to collect data 
on the protection afforded by seat 
belts in crash situations. 


From Denver, Clarence Rose, 
president of Rose Mfg. Co., sends 
his suggestion for “an adequate 
and economical method of secur- 
ing reliable statistics on seat 
belts.” 

Rose points out that we already 
have available vast quantities of 
data to establish the necessary 
“control” figures to achieve a proper 
statistical comparison of accident 
effects with and without seat belts. 
These data obviously exist in_ the 
records of injuries and deaths from 
automobile accidents during the 
past few years—when the percent- 
age figure for seat belts was insig- 
nificant. 

~ eg * 

Now: according to Rose, if data 

were collected for the “other 
side” of the evidence—namely, the 
ratio of injuries and deaths to total 
accidents for those crashes where 
seat belts were worn—the industry 
(and the public) would have an 
adequate basis for comparison. 


Rose advocates that four sim- 
ple questions be added to the 
accident report blank used by 
organizations which now make a 
regular practice of collecting au- 
tomobile accident data. These 
groups include state and city 
police, among various govern- 
mental agencies, as well as insur- 
ance companies and many other 
organizations. 

It is pointed out that revision of 
present forms could be accom- 


plished by sending out a sticker to | 


be attached on the report blank. 
Questions proposed by Rose are: 
(1) Were seat belts used? (2) Were 
they lap type only, or with shoul- 
der straps? (3) Did the seat belt 


break or otherwise fail? (4) If so, 


how? 
The first three questions could 


be answesed merely with a check | 
mark while the fourth calls for | 


only a brief statement. 
x cs = 

WHEN compiled, these records 

could be sent to a central clear- 
ing house, such as the National 
Safety Council. A comparison then 
could be made with control fig- 
ures derived from the vast amount 


‘of data already available on acci- 


dents where belts were not worn. 

Until such mass data are avail- 
able, conclusions must be drawn 
from smaller samplings, plus de- 
duction from various instrumented 
crash tests and common sense 
backed by a thorough knowledge 
of safety engineering. 

As Rose points out: “All such 
conclusions are very strongly in 
favor of the use of automobile 
seat belts, and especially those 
with shoulder straps.” 

I know how data of the type 
described by Rose would be wel- 
comed by the many groups which 


are interested in promoting vehicle | 


safety and increasing the protec- 
tion offered car occupants in 
crashes. I trust these excellent sug- 
gestions will be given serious con- 
sideration by my friends among 


the many organizations interested | 


in this vital subject. 
* * ok 


Noise Level Unchanged 


From Motoring to Firing 


Ir DYNAMOMETER testing of 

most diesel engines, I am 
told, the combustion noise causes 
quite a noticeable change in sound 
level when the operator switches 
over from “motoring” to “firing” 
operation. 


However, the M-combustion 











process (Automotive News, July 
25) is so effective in silencing 
knock of the latest German 
M.A.N. design that the change 
back and forth from motoring 
to firing becomes a dramatic 
means of demonstrating the en- 
gine’s exceptional quietness. 

At the Detroit Diesel Engine 
division of General Motors, John 
Dickson took me down to the 
lab where tests are being con- 
ducted with the M.A.N. engine. 
We stood beside it while it was 
started and then switched alter- 
nately from motoring to firing 
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operation at both idling and high 
road speeds. 

To the uninitiated, there was 
little discernable difference in 
the sound. 

Later, when I described this 
demonstration to an experienced 
diesel engineer, he was quite im- 
pressed. He said it certainly 
seemed as though the much-talk- 
ed-about “whisper” engine de- 
serves its reputation for quiet 
operation, 

* * +” 


Small-Company Presidents 
Want Automation Review 


HERE is thought-provoking news 
for management of the indus- 
try’s many thousands of suppliers 
whose operations are “small” or 
“medium-sized.” One of the coun- 
try’s leading automation experts 
told me that he has found the 
“small town” an extremely fertile 
territory for spreading his doc- 
trines of mechanized production 
and assembly. 


These people are anxious to in- 
stall the very latest manufacturing 
methods; hence “hungry” for an 
explanation of how their product 










Hertz Offers Discount 


To Round-Trippers 

CHICAGO.—Hertz Rent A Car 
System said last week it would 
match the railroad pattern of 
round-trip ticket savings and ap- 
ply the discount to car rentals. 

A 5 percent discount certificate 
for use in Miami is being given 
round-trip passengers of the Chi- 
cago & Eastern Illinois, Illinois 
Central and Pennsylvania rail- 
roads. 





quality and plant efficiency may be 
improved by application of princi- 
ples developed for large-scale, high- 
production operations. 


The pioneering phase marked by 
discovery and widespread use of 
automation concepts is now com- 
pleted in the plants of the automo- 
bile manufacturers themselves. So 
my friend prefers to go out among 
people who have not yet begun to 
take advantage of ideas that still 
are relatively new in the metal- 
working field. 


Results of his brief swings 





through some of the outlying r 
gions often are spectacular — as 
measured by both orders received 
for new machinery, and moderniz- 
ing of facilities which, in some 
cases, have undergone little change 
for 15 years or more. 

It is, perhaps significant that 
this same man finds the owner 
of a company or at least its “top 
management” more open-minded 
than the chief engineering and 
manufacturing executives in con- 
sidering new ideas and wholesale 
plant revisions. 


His theory is that these company 
presidents have been hearing a 
great deal about “automation”— 
and naturally wonder whether their 
plants are “falling behind” by not 
giving proper consideration to the 
new ideas. 

The man who says, “give me the 
small towns,” wants me to pass 
along the tip about inquiries from 
presidents as a “word to the wise” 
for chief engineers and manufac- 
turing managers who may have de- 
layed over-long in studying their 
operations to uncover benefits that 
may be gained by modernization 
and use of the latest automatic 
equipment. 
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3 MORE CHEVROLET 


’ Promotions in Massachusetts, Connecticut and Michigan 
register big sales gains! 

































Among the “Advertised-in-LIFE” Chevrolet promotions going on continuously, here are 
three from early ’55. 


Though local conditions varied, and though no two of the dealerships conducted 
exactly the same kind of promotion, the sales results of all three efforts were similar— 
spectacularly good. These quotes from letters to LIFE will tell you just how good: 


From Torrington, Conn. 


6¢. .. our ‘Advertised-in-LIFE’ promotion was one of the most successful special events we 
have ever attempted in our dealership. 


6¢I estimate traffic attracted to our showroom was around 1,000 for the weekend—more 
than most of our new car announcements. Besides having a lot of fun planning the promo- 
tion, new car sales were 233% over the same period last year.” 


RICHARD ZELE, Vice President, Zele Chevrolet Company 
126 South Main Street, Torrington, Conn. 


From Kalamazoo, Mich. 


¢¢. .. we have received very favorable comments on the promotion which we called, “The 
Chevrolet in your LIFE is at De Nooyer’s.’ 


¢¢ Our business so far this year is much better than it was last year at this time. During 
March ’54 we sold 96 units as compared with 120 units in March ’55, or an increase of 
24%. In our Used Car Department, we had sold 136 cars as of March ’54. This year, as 
of the same date, 217 cars.” 
JERRY DE NOOYER, President, De Nooyer Bros. Chevrolet, Inc. 
353 Portage Street, Kalamazoo, Michigan 


From West Springfield, Mass. 


6¢. . . our 68 new car sales during the week of the ‘Advertised-in-LIFE’ promotion might 
seem unimportant to a big metropolitan dealer, but to us it was the kind of performance 
that could be best described by Hollywood superlatives. 


¢6¢ The promotion was much more successful than we anticipated . . . the magic of LIFE 
opened doors we never thought possible . . . we have filed away the plans for a LIFE Open 
House Week next February.” 
DAVID GLASS, President, Leader Chevrolet Co., Inc. 
675 Memorial Ave., West Springfield, Mass. 
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OUTSIDE Leader Chevrolet Co. in West Springfield, Mass. used this 
impressive LIFE show window for their LIFE promotion. 
Jumbo-size LIFE covers and colorful window banners 
flagged down plenty of pedestrian and motor traffic. 


ie 





) INSIDE Zele Chevrolet Co. of Torrington, Conn. had LIFE cover 
girl Zita Gahan on hand to add luster to the showroom 
during their recent LIFE promotion. She attracted nearly 
as much attention as the new Chevrolets. 


EVEN De Nooyer Bros. Chevrolet Co. of Kalamazoo, Mich. 
| OUT BACK carried the motif of their LIFE promotion not only into 
i the Parts Dept., but into their Used Car lot as well. 


Why not put LIFE in your own sales picture? LIFE reaches new-car 
customers and potential customers with greater sales impact than any 
other magazine. A single issue of LIFE reaches 8,720,000* households 
with one or more cars. Many of these are your customers. 


No wonder automobile manufacturers invest more of their new-car 
advertising dollars iti LIFE than in any other magazine. No wonder more 
and more dealers—like you—are using LIFE promotions to tell custom- 
ers, “‘The car you saw advertised in LIFE is here.” 


FOR TOP SALES RESULTS AND FASTER PROFITS, USE ALL THREE TOGETHER— 


*Source: A Study of the Household Accumulative Audience of LIFE (1952), by Alfred Politz Research, Inc, 
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80% of Public not Fooled . . . 
‘Bait’ Ads Backfire, AFC Warns 


CHICAGO. — Those automobile 
dealers who use big, black type to 
announce “wild discounts, fantastic 
over-allowances, no down payments 
and forever to pay” are throwing 
their advertising dollars down the 
drain, according to the American 
Finance Conference. 

In the latest issue of its AFC 
Dealer Newsletter, the national 
association of independent sales 
finance companies points out to 
dealers that “bait advertising” 
just doesn’t pay—that “gimmick” 
advertising fails in believability. 
The newsletter pointed out that 

a survey, taken by the Better Busi- 
ness Bureau in a large city, found 
that when a “50 percent discount” 
was offered in advertisements, few- 
er than 20 percent of the people 
said they believed such values were 
actually available. 

“In other words, the dealer was 
building a reputation for untruth 
among eight out of every 10 per- 
sons,” the publication commented. 

The showroom traffic built by 
such tactics, says the newsletter, 


consists of “lookers” not “buyers.” 

Those seeking “no money down” 

deals generally do not have the A-1 
credit rating necessary to qualify 
and are sent away angry. Or if 
deals are made with such people 
they are marginal and full of po- 
tential trouble. 


The newsletter, sent regularly 
to some 35,000 dealers, offers three 
avenues of attack for dealers 
whose business is being hurt by 
competition from the fringe “bait 
advertisers:” 


1. Make full.use of state and 
local criminal laws. AFC cites sev- 
eral illustrations of successful 
prosecutions under charges of false 
and misleading advertising. 


2. Local Better Business Bureaus 
and the Federal Trade Commission 
are other bodies which can be en- 
listed in a fight against misleading 
“bait” ads. 

3. Regardless of any other course 
of action taken, dealers must take 
the lead through their state and 
local trade associations, and in their 
own advertising, to educate the 





From Cocoon to Butterfly . 





Birthpangs of New Model 


DETROIT. — How does a major 
automobile plant go about switch- 
ing from 1955 model production to 
1956? What goes on during the hec- 
tic 15 working days or so before 
production starts rolling again? 

M. C. Patterson, Dodge manufac- 
turing vice-president, likened the 
changeover to the cocoon stage of 
the butterfly. 

“The average person knows 
little about what happens,” Pat- 
terson observed. “One month 


‘ dealers across the nation are of- 


f new 1955 cars, for exam- 
ple. next there’s a brand new 
line incorporating all of the ad- 
vanced ideas and features for 
1956.” 

Dodge made its last 1955 car Aug. 
12, Within only 15 working days, 70 
percent of the 11,712 workers af- 
fected by the changeover will be 
back at work. Within the following 
10 days, the remainder will be on 
the job. 

It may seem like magic, Patter- 
son said, but actually the produc- 
tion of a new car means from two 
to three years’ work by engineers, 
designers, mechanics and toolmak- 
ers, production men and members 
of top management. 

Months before the last car of the 
current series rolls off the assem- 
bly line, Patterson pointed out, 
Dodge plant officials plan necessary 
changes of production facilities. 
The changeover task itself is broken 
down into projects, and funds allo- 
cated to do each one. 

As soon as production is com- 
pleted on the final car of the cur- 
rent series, plant workers start to 
clean up, collecting and tagging 
remaining materials for inventory. 

While the inventory is going 
on, other workers from the skilled 
trades are moving in equipment 
for the foundry and for engine 
manufacture preparatory to plant 
rearrangement, he added. 

Skilled craftsmen, electricians, 
pipefitters, millwrights, carpenters, 
sheet metal men and riggers work 
side by side according to a pre- 
arranged schedule. Obsolete equip- 
ment is removed, and replaced by 
new machines. 

As the installation specialists 
finish any part of their work, pro- 
duction men move in and begin 
making new parts in limited quan- 
tities. From all over the plant, a 
trickle of finished parts converges 
on the assembly area, leading to the 
beginning of engine assembly and 
test-stand operation, he said. 

New equipment already obtained 
is taken from storage and set up. 
Other fixtures and equipment for 
the new models begin arriving from 
tool shops and machine builders all 
over the country. 

The job progresses on an around- 
the-clock schedule, seven days a 
week, so that the plant “down 
time” for model change may be 
reduced to a minimum, Patterson 
said. 

In the stamping division, new 


concrete flooring is laid, and 
foundations built for new presses 
or the relocation of old ones. 
Once in place, the machinery 
undergoes exhaustive tests. Die- 
makers swarm over the huge 
machines, making ready for the 
day when the body presses will 
be started. 


The paint area, too, undergoes a 
startling change. Demands of car 
buyers for the wide variety of vivid 
and pastel colors, and for two-and- 
three-tone combinations, have 
wrought a major change in this 
field, he said. 

As each part of the plant is re- 
activated for the new models, Pat- 
terson explained, production work- 
ers are brought back and instructed 
in the use of the new equipment. 
Building of the first production 
models progresses to the trim shop 
stage. 

While all this is going on, how- 
ever, there still is activity in the 
tooling and installation depart- 
ments. Some machines, failing to 
meet exacting needs, must be re- 
designed, he noted. 


“The public demand for modern 
safety and control equipment, such 
as power steering and power 
brakes, has made necessary whole 
new plant areas to handle them,” 
Patterson said. 


“These improvements — always 
going on—may necessitate a new 
car frame. This, in turn, will 
cause changes in conveyors, in 
assembly fixtures, and in the sta- 
tions along the assembly line. 
Every item must be in its proper 
place, for eventual mass produc- 
tion will depend on split-second 
timing as each part, each sep- 
arate assembly, is added to the 
growing car,” he stated. 

The job of model changeover, 
Patterson pointed out, is a com- 
plete house cleaning and a com- 
plete restyling of the plant, as well 
as the automobile itself. When the 
new model starts down the line all 
of its components will be processed 
over. new tools, jigs and fixtures, 
and will be carried on specially 
designed conveyors. Even the hooks 
on the overhead monorails will be 
new and designed specifically for 
the changed shape of the parts 
they carry. 


On the average car, Patterson 
said, there are more than 13,000 
components. This may increase to 
15,000 in various models. The stock- 
ing of more than 7,000 items in in- 
ventory is necessary. The plant 
receives approximately 3,700 tons 
of materials every day to meet the 
demands of the various depart- 
ments. 

“A great daily inventory must be 
assembled. By the time the plant 
starts full production we need over 
four miles of bumpers, over a mile 
of engines, over % mile of spark 
plugs, and 68 miles of wiring for 
each day’s operation.” 


public by putting the spotlight of 
truth on “bait” tactics. 

In the new-car department, the 
newsletter suggests that dealers go 
after the value-conscious buyers 
who regularly shop for cars in the 
fall, and to repaint stock models 
from colors which haven’t moved 
quickly. 

On the used-car lot, dealers are 
advised to adhere strictly to a 30- 
day turnover Tule. 
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Building Features Suspended Offices— 


A 70 by 224 foot building is the new home of Thompson Sales Co. (Cadillac-Pontiac), 
Springfield, Mo. A novel feature is the suspension of the front offices from the ceiling 
so that office walls can be rearranged easily. There are no supporting posts anywhere 
in the building. George M. Thompson is president of the company, which was founded 
in 1919 as a tire firm. 


New Commercial Car Registrations, 


Six Months Total, 1955-1954 


Truck registrations by states 
are released here weekly, as 


compiled by R. L, Polk repre- 
sentatives in state capitals. 
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“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R, L. Polk & Co, 
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when you refit 
worn engines with 


BUICK 


FACTORY ENGINEERED 





Everybody benefits 





Your business benefits because Factory Your Buick-owning customers benefit 
Engineered Krome Compression Rings and _ because new Krome Rings help restore high 
Oil Rings are designed for proper fit and gas mileage and oil economy. 

dependable operation—a credit to yourname Buy them from your Buick dealer — at full 
for satisfactory service. discount. 


KROME P } S TON RI N GS | See Section 2£ of your Buick Shop Manual 


ENGINEER APPROVED ACCESSORIES 
Did You Know that Buick MD50 Steel Oil Rings have 
Full-Flow Springs that cannot block any piston oil hole? 





a 








FACTORY ENGINEERED PARTS 
FACTORY ENGINEERED PARTS 





SEE YOUR BUICK DEALER — Your One-Stop Source for Buick Parts 
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Planting Rubber Tree for Goodrich— 

' Planting the first rubber tree on the B. F. Goodrich Co.'s land concession in western 
Liberia, Africa, are, from left, Zunnah Johnson, chief of the Gola tribe; Ralph Au, 
Akron, vice-president of B. F. Goodrich Liberia, Inc., and Richard Lee Jones, U. S. 
ambassador to Liberia. The company's land concession comprises 600,000 acres. 


Across the Nation ... 
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Auto Dealer Changes 


Schumacher Auto Parts Co., 
Yonkers, N. Y., has been appointed 
a dealer for Triumph TR2 sports 
cars. 

+ * * 
Stowe Sells to Crow 

Don D. Stowe (Chevrolet-Buick), 
Sandusky, O., has sold his dealer- 
ship to David G. Crow, Loudon- 
ville, O. ae ie 


Allan Opens Mercury 


Allan Motors, Inc., (Mercury) has 
started business in Helena, Ark. 


* * * 


Deal for Carter, Schafer 


The Chevrolet dealership in En- 
cinitas, Calif., has been purchased 
by George Carter and Jerry Shafer. 

7 * ” 


Baldwin Sells Chevrolet Deal 


Baldwin Chevrolet, Dayton, 
Wash., has been purchased by 


Elmer J. McMann of Walla Walla, 
Wash., and Jack W. McCallum of 
Milton-Freewater, Ore., from Jack 
Baldwi 


in. 
* * * 


Ex-Employes Take Over Deal | ©° 


Columbia Hudson Co., Columbia, 
S. C., has been organized by Wiley 
Trexler, Fletcher Martin and 
Harold Sanford, former employes 
of Hudson-Columbia Motor Co. 


* * * 


Hamilton and Tidwell Open 


Ham Hamilton and Leroy Tid- 
well have taken over the Chevro- 
r= dealership in National City, 

lif. 


* * * 


Hessing, Thurber Buy Deal 


James B. Hessing and Waldo A. 
Thurber have purchased Parks 
Auto Co. (Chrysler - Plymouth), 


‘Boise, Id., from C. V. Parks, who 





John H. Dunlap, operator of 3800 acres in Pickaway County, Obio, 
buys on a really big scale. His equipment list includes 
40 tractors and 8 trucks of various sizes. 


Your Big Buyer...from the Country! 


His is the biggest business in the world—farming. And, 


farmer is the 
important customer! 


the 


iggest buyer of power on earth . . . your most 


Send for Your Free Copies of the 


““FARM PETROLEUM MARKET”’ 


There are three top-farm-income states you cannot afford 
to overlook in planning any farm advertising program— 


Ohio, Michigan, Pennsylvania. Farmers here are bigger buyers 
than in most states—of tractors and trucks of all types, 
automobiles, fuel, lubricants, tires, batteries, accessories, 
5 replacement parts. Full crop and livestock diversification is 
the reason — many products to market all months of the 


year. Cash income is big . . . and steady. 


THE OHIO FARMER...MICHIGAN FARMER...PENNSYLVANIA 

FARMER...they’re the big advertising buys! They’re preferred 

iweekly 

publication gets you in the market quickly. Rotogravure 
printing helps reduce your costs. No plates are required. 


by the big majority of farm families in these states. 


equipment). 


Cleveland 14, Ohio. 


Three interesting booklets on the 
farm markets in Ohio, Michigan 
and Pennsylvania that contain im- 
portant facts — on automobiles, 
trucks, tractors, garden tractors, pe- 
troleum products, tires and acces- 
sories (plus heating and cooking 


The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell Ave., 





THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 





retired after 35 years in the auto 
business. The firm will be known 
as Hessing-Thurber Motors. 

. ca 2 


Packard for Breitmeyer 


Paul C. Breitmeyer has been 
franchised by Packard in Lynd- 
hurst, N. J. 


Greenleigh Moves In 


Glenn Greenleigh has taken over 
Petersen Auto Exchange (Dodge- 
Plymouth), Brigham City, Utah, 
and renamed it Greenleigh Motor 


* * 


Geradot, Herrick Open Deal 


Geradot-Herrick Buick is a new 
dealership in Denver. Robert J. 
Gerardot is president of the firm, 
and Richard T. Herrick, formerly 
Denver zone manager for Buick, 
is vice-president. 

+ * 


Star Chevrolet Forms 


Star Chevrolet Co., has been 
formed in Houston. Incorporators 
include A. C. Richardson, Thomas 
D. Lawhon and W. P. Cunningham. 


* * * 


Halls Buy Chevrolet Deal 


Vaught Chevrolet Sales, Wil- 
liamston, Mich., has been sold by 
Mr. and Mrs. Paul G. Vaught to 
Mr. and Mrs. Cecil Hall, former 
Mason, Mich., Chevrolet dealers. 

7 * ae 


Pearson Handles Mercury 


Pearson Motor Co., Inc., Pica- 
yune, Miss., has opened a Mercury 
sales and service center. 

a * a 


Lee Motor Co. Opens 


Lee Motor Co. (DeSoto - Plym- 
outh) has opened in Huntsville, 
Ala. Louis Lee jr. is the owner. 

* * * 


Schafer Adds Pontiac 


Curt Schafer Motors, Inc., Iron- 
ton, O., has acquired a Pontiac 
franchise. The firm will continue 
to sell and service DeSoto and 
Plymouth. 

* - a 


Burwells Buy Dealership 


In Rock Hill, S. C. 


C. M. and Ernest Burwell, Spar- 
tanburg (S. C.), Chevrolet dealers 
have purchased the dealership at 
Rock Hill, S. C., owned by the 
late Tom W. Huey. 

C. M. Burwell will operate the 
new business, of which he is presi- 
dent and treasurer, while Ernest 
will continue to run the Spartan- 
burg dealership. 

= 


* 


Miracle Mile Nash Opens 


Miracle Mile Nash, headed by 
Chester R. Davisson and Don 
Brown, is a new dealership at 1101- 
03 Brentwood Blvd., Richmond 
Heights, Mo. 

* 


* a 


Football Star Turns Dealer 


The first auto dealership to be 
opened in Lynwood, Wash., is a 
Ford firm owned by Joe Dubsky, 
former University of Washington 
football star. 

- ” * 


Grabner Buick Chartered 


Grabner Buick, Sandusky, O., 
has been incorporated with capital 
stock of $85,000. 
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ee oe years ago a 


young mathematics instructor 
at the University of Minnesota was 
assigned a simply impossible task. 
One of the University regents 
handed him a chunk of rock known 
as Taconite and told the 24-year- 
old young man, “there is iron ore 
in there. Get a magnet and see if 
you can pull it out.” 

The young man was being asked 
to do something metallurgists had 
failed to achieve ... to make 
available to the steel industry the 
lowgrade raw material at a cost 
competitive with the then abun- 
dant top quality ore. 

It took young Edward W. Davis 
several years to find the “mag- 

net.” After almost four more dec- 

ades of perseverance and “multi- 
million-dollar” research, Taconite 
now can be used commercially. 

Sooooo . .. the Taconite age is| 
at hand (Taconite is derived from 
an Indian word Tackanick, mean- 
ing forest wilderness). 

* *” * 


— the nation’s first large 
Taconite plant . . . using Pro- 
fessor Davis’ method will begin op- 
eration in the wilderness lake 
country of northern Minnesota. 
More than $180,000,000 is being 
spent by the Reserve Mining Co. to 


Houdaille-Hershey 


Diversifies, Keeps 


Autos in Fore 


BUFFALO.—Production of auto- 
motive equipment will continue to 
comprise a major portion of 
Houdaille-Hershey Corp.’s activities 
despite diversification into other 
fields, President Ralph F. Peo 
announced last week. 

He spoke as new executive offices 
were opened here. The corporation 
recently was expanded by the acaui- 
sition of a group of diversified 
plants comprising the properties of 
Frontier Industries, Inc. 

While top management of the| 
corporation is now in Buffalo, the| 
company’s automotive sales and 
engineering executives will remain | 
in Detroit. 

Prior to the purchase of the 
Frontier businesses, the production 
of automotive equipment accounted 
for approximately 75 percent of| 
Houdaille-Hershey’s sales. 


2 Truck Orders 
Given to GMC 


PONTIAC.—GMC has announced 
that it has been awarded two con- 
tracts for trucks. One is from the 
Detroit Ordnance Tank-Automotive 
Command for 2%-ton stake body 
trucks, the other is from Eastern) 
Freightways, Inc., for 40 highway 
tractors equipped with the twin- 
Hydra-Matic transmission. 

The Eastern models are cab-over- 
engine with 225- horsepower 
engines. The government order, 
totaling $5,600,000, calls for 155- 
horsepower engines. The trucks 
will be of 21,000 pounds GVW. | 











Air-Conditioning Sales 
Doubled by Olds 


LANSING. — Oldsmobile sold 
twice as many air-conditioning 
units in the first six months of 
this year as in all of 1954, accord- 
ing to J. F. Wolfram, general 
manager. 

Oldsmobile factor y-installed 
14,042 units through June, 1955, 
while 2,100 additional units were 
sent to dealers for installation, 
he said. 

Only 2.6 percent of all Oldsmo- 
biles had air conditioning in 1954 
compared with 4.5 percent for 
the first half of this year, 





Wolfram said. 
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develop the first processing plant at 
Babbitt. 

This project will spawn a stra- 
tegic new industry. Started four 
years ago, this huge development 
on Lake Superior, this fall, will be- 
gin pouring out marble-sized pel- 
lets of concentrated iron ore at the 
rate of four-million tons a year. 


They will move down the lakes 
to the blast furnaces of Republic 
and Armco Steel Corp., joint own- 
ers of the trail blazing enter- 
prise. 

Another group, Erie Mining Co., 
has committed $300 million to a 
similar but larger development in 
the same area in Aurora, Minn. 
U. S. Steel’s Oliver mining division 
is busy on a $25 million experi- 
mental Taconite development in 
nearby Virginia, Minn. 

P.S. Scientists reckon that the 
nation is assured of a great new 
industry that will represent in- 
vestments of more than $1% billion 
by 1975 ...an ace in the hole for 
America’s security and expanding 
economy. 

This is the industry that the 
nation’s steelImasters have 
awaited hopefully for the last dec- 
ade to oppose the rapid depletion 
of domestic high-grade iron ore. 
The answer is Taconite. 





Montana Bank Doubles as Showroom— 


You can see what you are paying for if your car is financed at the First National 
Bank & Trust Co., Helena, Mont. The bank displays new cars on an electric turntable 
in its consumer credit department. The Buick, shown at the grand opening of the 
department, is from Watson Motor Co. whose president, Robert J. Watson, heads the 
Helena Automobile Dealers Assn. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





“See For Yourself How 


No; 


50% More Undercoating 
Jobs from. 


Check these facts, and you'll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Nokorode... 


Dries faster 


@ Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY 
EL DORADO, ARKANSAS 


Is sprayed on thinner (“4c”) 


Lasts longer 
Goes farther 
Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 























UNDERCAR SEALER 
AND SILENCER 


V Sprays on Quicker 


Vv Saves Time, 
Trouble, Money!” 


Every Drum 


Lion Oil Company 
Dept. AN-H 
El Dorado, Arkansas 


Nome_ 
Street__ 
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DeSoto Creates 
» Departments 
Under Comptroller 


DETROIT.—In a further step in 
Chrysler Corp. divisionalization, 
DeSoto has established five new 
departments within the recently 
created comptroller’s section, ac- 
cording to E. H. Graham, comp- 
troller. 

DeSoto simultaneously appointed 
managers for each of the depart- 
ments. 

“This necessary expansion and 
executive personnel increase,” Gra- 
ham said, “enables DeSoto, from 
an organizational standpoint, to 
keep pace with the financial as- 
pects of forward planning now in 
progress under the divisionalization 
program.” 

Managers named to the new po- 
sitions were: 

Clarence E. Knobel, division ac- 
counting; Dallas C. Deane, admin- 
istrative methods; Thomas J. Cot- 
ter, financial analysis; Carl F. 
Moeller, price analysis, and Adam 
J. Koch, cost and budget analysis. 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 
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Rambler Registrations Soar 123.6% in Six Months 


The businessman, the salesman, commuters, 


There’s only one really low-priced car today, 
and Hudson dealers sell it! Other so-called low- 


Not so the Rambler! This easy-to-buy, easy-on- 
the-budget, new car is so smart, so stylish, so 
sensible that America has awarded it the indus- 


and every woman who has ever wanted a car of 
her own —they’re all hot Rambler prospects. So 


priced cars are getting higher priced every year. 
They’re also getting bulkier, harder to park and 
drive in today’s traffic, more expensive to run. 


is every budget-minded family, and the grow- 
ing number of families in the two-car market. 


try’s biggest sales increase — over 2 times last 
year’s first six months. It pays to sell Rambler! 
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eects th 


All Hudson-Division Sales Jump 58.2% 


The new Hornet — bearer of one of the most 
famous names in motoring — is available in 
a new V-8 or the renowned Championship 
Six. The Wasp is the most spectacular, 
new car in the medium-price field—a big 
economy buy that’s a beauty! 


Rambler Prices Are America’s Lowest! 


With prices starting at only $1585,* the Rambler hits the low-price 
market others have abandoned. The Cross Country Station Wagon 
is priced as low as $2098,* and smart hardtops begin as low as 
$1995.* Couple these low prices with the best operating economy in 
the business — up to 30 miles on a gallon of gas—and you've got 
a real economy story. 


And there’s more that’s good in the Hudson 
picture — all-new Hornets and Wasps! These 
two brilliantly styled cars combine with the 
Rambler to give Hudson dealers 95% cov- 
erage of the market, and an over-all sales 


*Factory-town delivered increase of 58.2% so far this year. 
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USED-CAR RETAIL PRICES* 


on Lowest Price 4-Door Sedans, 1954 Models — July 1955 U. S. Composite (all regions) 
Retention of 

Original Price 
— Per Cent 


MAKE Used Car 


Retail Price 
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| Rambler Resale Value Now Best Among Low-Priced Cars! 


These unique cars have the same strong appeal Rambler’s used-car popularity is due to its In trade, Rambler retains more of its first cost 


> 


to used-car buyers as they have to new-car 
buyers. Rambler used-car retail prices (1954 
sedans) are everywhere higher than for com- 
parable models of the other “low-priced three.” 


economy and exclusive features: Double 
Strength Single Unit Construction, Deep Coil 
Ride, Airliner Reclining Seats, which Rambler 
shares with Hudson Hornets and Wasps. 


than do similar models of the “low-priced three.’ 
Trade-ins on Ramblers are 50% competitive 
makes, giving Hudson dealers wide market 
penetration, well-balanced used-car stocks. 


Hudson 








Hudson Deal Has Highest 
Gross—No Overloading 


Liberal discounts plus area bonuses put the 
Hudson dealer’s gross margin at the top figure 
in the business !And Hudson dealers are shipped 
cars only on order —there’s no overloading, no 
pushing around! 


Not Too Late To Investigate 


There are still a few Hudson dealer franchises 
available in good, active areas. For complete 
and prompt information, get in touch with 
N. K. VanDerzee, Vice President in Charge 
of Sales, at the address to the right, or call 
your nearest Hudson Zone Office. 


Motors Division 


of American Motors Corporation 


14250 Plymouth Road, Detroit 32, Michigan 
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Harold S. McFarland has been 
named a member of General Mo- 
tors’ Committee for Educational 
Grants and Scholarships. He had 
been director of industrial relations 
for GM’s Detroit Transmission 
division. 

In his new position, McFarland 
will maintain contact with colleges 
and universities in eastern and some 
midwestern and southern states in 
administration of GM’s program of 
financial aid to higher education. 


Sparton Gets Gentz 


As General Manager 


E, W. Gentz has been elected a 
vice-president of Sparks-Withing- 
-ton Co., Jackson, Mich., as general 
manager of its Sparton automotive 
division. 

Gentz has had experience in 
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@ Adoiph’s Ltd. 
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@ Great China Food Products 
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Auto Personnel 


another manufacturing division of 


the company. 
* x * 


Luchs Upped by Dickey 
Arthur H. Luchs has been named 
vice-president of Dickey Industries, 
Cleveland. He will be in charge of 
sales in 11 western states, with 
headquarters in San Francisco. 
* * * 


Fisher Body Appoints Dorn 


J. B. Dorn has been named man- 
ager of the trim fabrication plant 
of Fisher Body in Grand Rapids, 
Mich. He succeeds James J. Ed- 
wards. 

* - * 
AC Spark Plug Appoints 
Galloway Regional Manager 

Appointment of Sterling W. 

Galloway as regional manager for 






The top-circulation TIMES Service Weeklies can 
sell a lot of AUTOMOTIVE PRODUCTS, too... 


Sample copies, rates and vital how-to-sell data yours for the 


asking. Write: 


ARMY TIMES PUBLISHING COMPANY, 3132 M St., N.W., 
Washington 7, D. C., U. S$. OFFICES: Boston, Chicago, Detroit, 
Los Angeles, New York, Philadelphia, San Francisco. ia 
_ FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo. g F 
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AC Spark Plug division of General 
Motors, Corp., with headquarters 
in San Francisco, has been an- 
nounced. 

The San Francisco region 
includes northern California, Wash- 
ington, Oregon, Idaho, Montana 
and parts of Wyoming and Nevada. 
Galloway, who joined AC in 1947, 
replaces A. A. Williams, who has 
resigned. 


* * 


Boden Named 


George J. Boden has been ap- 
pointed executive vice-president of 
the Old Republic Group, Inc., 
Greensburg, Pa., in the casualty 
insurance field. 

* * 


Champion Names Garner 


To Race-Engineering Post 

Don Garner has been appointed 
supervisor of Champion Spark 
Plug Co.’s automobile and marine 
racing engineering program. 

Earl Twining, dean of the firm’s 
engineering, will continue to cover 
major racing events. 

* * + 


"U. S. Rubber Elects Cake 


Dr. Wallace E, Cake has been | ' 


elected vice-president, member of 
the board of directors and member 
of the executive committee of 
United States Rubber Co., H. E. 
Humphreys jr., president, has 
announced. 

Dr. Cake, who joined the com- 
pany in 1922, was formerly manag- 
ing director of the company’s 
plantation division. His new ap- 
pointment was effective Aug. 1. 

a * * 


Chrysler Switches Green 


To Business Management 


Appointmeit of A. H. Green as 
director of business management 
has been announced by E. M. 
Braden, general sales manager, 
Chrysler division. He formerly 
was manager of Chrysler Corp.’s 
dealer enterprise division. 

Green entered the automobile 
business in 1929 and joined 
Chrysler Corp. in 1944. In 1949, 
he resigned to enter the dealer 
field, rejoining Chrysler in 1954. 

* ca 


Niesi Is Promoted 


Jack Niesi has been promoted 
to sales manager of National 
Electronic Mfg. Corp., Manchester, 
N. H., according to Samuel J. 
Spector, president. He joined the 
firm as factory sales engineer in 
1952 and was promoted to assist- 
ant sales manager in 1954. 

co ca - 


Champion Promotes 


Hunter and Dickow 


Champion Spark Plug Co. has 
named Paul H. Hunter assistant 
district sales manager for the West 
Coast. Arthur F. Dickow will re- 
place Hunter as territory repre- 
sentative in Portland, Ore. 

Hunter, who will make his 
headquarters in San Francisco, 
joined Champion in 1935. Dickow 
joined the firm in 1948. 

* ” * 


Parker Ups Cameron 


D. A. Cameron, industrial sales 
manager of Parker Appliance Co., 
Cleveland, for the past several 
years, has been appointed general 
sales manager of the company’s 
three industrial divisions, Tube and 
Hose Fittings, Rubber Products, 
and Industrial Hydraulics, accord- 
ing to Dan W. Holmes, sales vice- 
president. ae 


Arnolt Names Willner 


To Head Retail Sales 


James G. Willner jr., has been 
named retail sales director for S. 
H. Arnolt, Inc., Chicago. 

Arnolt, a distributor of foreign 
automobiles in the midwest area, 
also manufactures Arnolt - Bristol 
and Arnolt-MG. Recently, the com- 
pany assumed distributorship of 
the Renault. 

od 


” * 


Chevrolet Shifts Personnel 


In Portland (Ore.) Zone 


Charles L. Coffyn has been ap- 
pointed truck manager for the 
Portland (Ore.) zone, and Robert 
L. Landon has been named fleet 
manager for both the Portland and 
Seattle (Wash.) zones in a series 
of promotions in the Chevrolet 
zone. 

Marvin Williams has succeeded 
Coffyn as organization manager, 
and Rebert Strong has been pro- 


moted to district manager at Salem, 
Ore. Other promotions include J. d. 
Cusick as district manager at The 
Dalles and H. D. Newcombe as as- 
sistant car distributor for Portland. 


* * + 
Cadillac Boosts Ennessy 
To Chicago Branch Post 


Pierce R. Ennessy has been ap- 
pointed new-car sales manager of 
the Michigan Ave. sub-branch of 
Cadillac’s Chicago branch. 

Ennessy joined the Chicago 
branch as a new-car salesman in 
1952. Prior to that he was territorial 
manager with General Motors Ac- 
ceptance Corp. for two years. 

* * * 


O'Neill Joins Staff 


Of Dodge Sales Chief 

William R. O'Neill has been ap- 
pointed to the staff of Byron J. 
Nichols, general sales manager of 
Dodge. 

O’Neill has had 
extensive experi- 
ence in the auto- 
motive sales field, 
including oper- 
ation of his own 
dealership for 
seven years. 

In other Dodge 
appointments, 
‘ George L. Bower- 

-. man becomes 
W. BR. O'Neill new-car sales 
manager for the Portland (Ore.) 
region and Howard C. Johnston, 
service representative for the same 


region. . 
+ * 7 





Bendix Promotes Hupp 


Edward E. Hupp has been named 
executive sales engineer for Ben- 
dix products division of Bendix 
Aviation Corp., South Bend, Ind. 

Hupp formerly was executive en- 
gineer in charge of vacuum prod- 
ucts development. 

x * * 


Hudson Names Smith 


Harry J. Smith has been named 
Hudson parts and service repre- 
sentative for the firm’s Los Angeles 
zone. 

~ * oO” 


Cluck Named to Head 
Simoniz’ National Sales 

“Don E. Cluck has been appointed 
national sales manager of Simoniz 


Ww. E. Rehmann will replace 
Cluck as eastern regional manager. 
7 ” ~~ 


Cutlan to Superintend 


Dodge Body Assembly 


Fred J. Cutlan has been pro- 
moted to superintendent of body 
trim and assembly of Dodge. 

He formerly was superintendent 
of Dodge’s transmission division. 

oo * 7 


AMC Promotes Zens 
To Fleet Sales Post 


R. V. Zens has been named assist- 
ant manager of government and 
fleet sales for American Motors 
Corp. 

Zens formerly was business man- 
agement manager of Nash’s Cin- 
cinnati zone. He joined Nash in 
1948. 


* * 


Burton and Kirrane Named 


To Merit Sales Positions 


William H. Burton has been ap- 
pointed district manager of West 
Virginia and parts of Michigan, 
Ohio, Pennsylvania and Maryland 
for Merit Muffler division. 

Bernard D. Kirrane will manage 
district sales in Kansas, Iowa, Mis- 
souri, Nebraska and Western Illi- 
nois. 

” x *” 


Progressive Picks Loup 


Ronald L. Loup has been named 
director of the development engi- 
neering division of Progressive 
Welder Sales Co., Detroit. 

* * * 


Whitelaw Named Director 


C. Hugh Whitelaw, vice-president 
of Cook Paint & Varnish Co., Kan- 
sas City, has been elected to the 
company’s board of directors. He 
has been in charge of automotive 
sales in Detroit. 

* ca ~ 
Cummins Switches Sears 


From Denver to Cleveland 
Appointment of B. C. Sears as 
regional manager, Great Lakes re- 
gion, with headquarters in Cleve- 
land, has been announced by Cum- 


mins Engine Co., Inc., Columbus, 
Ind. 

Sears formerly was manager for 
the Rocky Mountain region at Den- 
ver. 

+ * * 


Morgan Selected 


M. G. Morgan has been appointed 
manufacturing vice-president for 
B. F. Goodrich Canada, Ltd. 

* * * 


Sprague Succeeds Legge 


In I-H Oakland District 


M. T. Sprague has been named 
district manager of International 
Harvester Co.’s Oakland (Calif.) 
motor truck district. He succeeds 
Roy A. Legge, who has retired after 
39 years with the firm, 27 of them 
as Oakland manager. 

Sprague started with Harvester 
more than 18 years ago as a retail 
salesman at Portland, Ore. He has 
been zone manager, branch man- 
ager and assistant district man- 
ager at Seattle, Denver and Los 
Angeles, respectively. 

* * * 


Richards Joins Clark 


Samuel D. Richards has been 
appointed assistant to the treasurer 
of Clark Equipment Co. Richards 
formerly was assistant treasurer of 
Studebaker Corp., and served that 
company in other executive capaci- 
ties. In recent years, on leave 
of absence from Studebaker, he 
was with the government on special 


assignment. 
7 * 


Dodge Truck Ups Fisher 


To Special Equipment Post 


Charles A. Fisher jr. has been 
appointed special equipment sales 
engineer in the Dodge Truck ad- 
ministrative sales 
department. He 
will be in charge 
of dealer con- 
tacts regarding 
special equip- 
ment available 
for Dodge trucks. 

Fisher joined 
Dodge Truck in 
1948 as an hourly 
worker. The fol- 
lowing year he 
became truck rep- 
resentative in the Omaha region. 
In 1953, he was promoted to dis- 
trict truck manager and shortly 
afterwards to regional truck man- 
ager at Omaha. 

* *” * 


Tennant Appointed Manager 


Of Ford’s New Engine Plant 


Charles S. Tennant has been ap- 
pointed manager of Ford’s new 
engine plant to be built at Lima, 
O., and Fred J. Meredith has been 
named to succeed him as manager 
of the company’s Cleveland engine 
plant No. 2. 

Construction of the new plant is 
scheduled to start in September. 
Production operations planned to 
begin in 1957 will employ about 
4,000 workers. 

* 


C. A. Fisher Jr. 


* * 


General Tire Promotes 2 


Howard J. Peppercorn has been 
promoted to works manager of 
General Tire & Rubber Co.'s Marion 
(Ind.) plant, and Lester A. Kaye 
has been named works manager of 
the firm’s Loganport (Ind.) plant. 
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Lawsuits Affecting Dealers ... 


AUTOMOTIVE NEWS, AUGUST 22, 1955 


Court Decisions 


By Leo T. Parker 
Attorney at Law 

‘OMETIMES automobile dealers 

submit legal questions almost 
too complicated for dependable 
opinions. A dealer wrote, in part, 
as follows: “I read your articles 
each week and find them very in- 
teresting and informative. I would 
like to have your opinion on a 
transaction we made as follows: 

“I sold a °’53 Studebaker Com- 
mander Hardtop to Mr. A. I took 
a '53 Champion in trade, leaving 
$850 balance due. Mr. A. wished 
to finance his own deal through 
the National Bank and pay me 
the cash. I had him sign a note 
for $850 to secure the deal. 

Mr. A. took the C. O. to the 
bank and borrowed enough 
money on his car to pay off the 
lien on the car he had traded in 
to me and about $190 additional, 
but never came back to pay off 
the $850, or to have the C. O. 
completed. 

“In about four weeks Mr. A. 
traded this car to a used-car deal- 
er (B) and they paid off the 
mortgage at the bank on that car, 
and Mr. A. turned over to dealer 
B, without assigning it to him, 
the C. O. which had never been 
assigned to him. 

“Dealer B mortgaged this car 
for $1,500 at a bank and a short 
time later traded this car to dealer 
C and dealer B paid off the mort- 
gage and turned over the C. O. 
without any assignment from my 
firm to Mr. A. or Mr. A. to 
dealer B., etc. — 


Properly Assigned? 


7. reason they had any assign- 
ment on them at all, was that 
our bookkeeper assigns these as 
they come from the factory so 
when the vehicle is sold it will 
shorten the paper work at that 
time. 

“This bookkeeper was not in 
the office on the day of the Mr. A. 
transaction. There were 11 places 
which had not been filled in on the 
C. O. and five on the affidavit, any 
one of which would prevent them 
from going through the State 
License Office. 

“Do I have a legitimate claim 


on this car, due to the fact that 


it was never properly assigned 
to anyone? Also is the fact that 


I notified the license office that 


the seller had a note against this 
car the same as recording a 
chattel mortgage? 

“It is clearly evident that my 
firm did not give Mr. A. a valid 


and fully executed title and dealer | 





Accessory Show 
Books Feb. 6-9 
At Navy Pier 


CHICAGO.—The 29th annual Na- 
tional Auto Accessories Exposition 
will be held here at Navy Pier Feb. 
6-9. 

More than 300,000 feet of exposi- 
tion space will be available, accord- 
ing to the sponsoring Automotive 
Accessories Manufacturers of 
America. 

All booth spaces measure 10 by 
10 feet, and the rental fee is $1.75 
per square foot. The booths will be 
sold individually and in multiples 
of two, three, four or more units. 

Each display will have insurance 
protection. 

Full details of the show are avail- 
able from the AAMA at 20 E. Her- 
man St., Philadelphia 44, Pa. 





Auto Speed Governors, 


Belts Urged in Colo. 

DENVER. — Seat safety belts, 
speed governors, more frequent 
and stiffer drivers’ tests and 
stronger laws against traffic vio- 
lator repeaters have been recom- 
mended by Gov. Edwin C. 
Johnson in a move to cut down 
Colorado’s highway death toll. 

Johnson promised to submit 
legislation to the next session of 
the Legislature, and to issue 
directives to enforcement agen- 
cies to carry out the more strin- 
gent safety program. 











B or dealer C never had or gave 
a valid and fully executed title 
for this car. Also, my bookkeeper 
had no authority to act as my 
agent to execute this title or dis- 
pose of my property. 

“In my opinion, Mr. A. was 
guilty of embezzlement by not re- 
turning to pay for car as agreed, 
and disposing of same vehicle 
knowing that he did not have a 
valid and fully executed title for it. 


What are our rights?” 
+ > * 


Too Many Complications 


ANSWER is: Personally, I 
hesitate to give you an opinion 
on such a series of complicated 
deals and transactions. This is so 
because during the trial much 
testimony will be given that may 
tend to prove facts indicating that 
actually you did enable Mr. A. 
to obtain a loan, without negli- 
gence on the part of the bank 
officials. 
Also, perhaps in the past you 





performed acts, or closed trans- 
actions, which would give your 
bookkeeper legal authority to bind 
you in this transaction. Those facts 
would prevent me from anticipat- 
ing in advance the final decision 
of a higher court. 

It is true, of course, that if a 
seller does not give a completed 
certificate and does no further 
act to induce a lender to loan 
money on an automobile, such 
seller can recover possession of 
the car. 

And conversely, it is not true 
that an employer can avoid re- 
sponsibility on a contract made by 
an employe simply by proving that 
the employe had no authority. 

The testimony will be given due 
consideration by a court which will 
decide the case in accordance with 
the above explanations. 
* * * 


Md. Fair Trade Upheld 


Constitutionality of Maryland’s 
Fair Trade Act has been upheld 
by Judge James K. Cullen, in Bal- 
timore circuit court. The judge en- 
joined Home Utilities, Baltimore, 
from selling Revere Copper & Brass 
Co.’s products below prices set un- 
der the act. The utilities firm had 
challenged the law. 
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‘Road America’ Ready for Races— 


Road America, a privately-owned million dollar highway that goes nowhere, is 
seen from an aerial view near Elkhart Lake, Wis. The road is said to be the first major 
race course in the U. S. designed specifically for road racing. Its layout affords cal- 
culated curves, fast straightaways, tricky grades and descents. Able to accommodate 
200,000 spectators, it will be the scene of the Sports Car Club of America’s national 
races and rally Sept. 10-11. 


Our extruders have turned out enough plastic and rubber extru- 
sions to reach to the moon and halfway back. In compiling this 
vast experience General Tire’s Industrial Products Division has 
supplied thousands of original equipment manufacturers with just 
about every known type of extrusion. No job is too large, too 
small or too complicated for our design and production staff. 
Perhaps you can benefit from the fantastic extrusion mileage 
we’ve accumulated down through the years. 

For literature or further information write to The General Tire 
& Rubber Company, Wabash, Indiana, Department AN. 
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Highways & Safety ee 


SAY, WHO 
has that amazing 


Ohio’s fight to save its contro- 
versial axle-mile tax on trucks was 
carried by Gov. Frank J. Lausche 
to the 47th annual Governors’ Con- 
ference in Chicago. 

An Ohio Supreme Court ruling 
has prohibited the state from col- 
lecting the tax from Michigan 
truckers and cited a _ reciprocity 
agreement — also in effect with 
20 other states — as the basis for 
its decision. — 

Lausche told the governors that 
new reciprocity agreements would 
be mailed to the affected states. 
These pacts would exempt the axle- 
mile tax and thus clear the way 
for Ohio’s collection of the levy 
from truckers licensed by the 
reciprocal state. 

In an accompanying letter, the 
Ohio Reciprocity Board inti- 
mated that if the other states did 





Highways to Cost 
Nation More Than 
$7 Billion in °55 


Total disbursements for high- 
way purposes are expected to reach 
a new high of $7.6 billion in 1955, 
an increase of $0.8 billion over 1954 
and $1.7 billion greater than in 
1953, it was estimated by the Com- 
merce Department. 


Capital outlay expenditures, esti- 
mated in excess of $4.6 billion, 
955./also a new high, account for the 
major portion of this year’s 
increase. 


Expenditures for maintenance, 
administration and highway police 
will show only slight increases, but 
interest payments of $261 million 
are $40 million more than in 1954. 
The principal payments of $377 
million are also higher than last 
year, according to the department. 


Predicted total road and street 
.| revenues are almost $5.8 billion, 
more than $300 million in excess 
of those in 1954. The contribution 
from state highway-user imposts 
are estimated at $3.3 billion, while 
Federal funds are expected to in- 
crease to $771 million. Toll revenues 
are predicted at $253 million. 

The department said it is too 
early to predict with assurance the 
total of 1955 highway bond issues, 
but indications are that it will not 
exceed $1.6 billion, of which one- 
half will be toll-facility bonds. Last 
year’s bond issues totaled $28 
billion. 

Total highway debt outstanding is 
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GM Offers Film 
On Road Plight 


prints of its new motion picture 
on highway problems to interested 


expected to exceed $10 billion by| ; 
the end of 1956, it was predicted.|. 
© * * 


General Motors is offering free | 


Ohio Striving to Save 
Truck Axle-Mile Tax 


not accept the new agreements, 
the existing reciprocity pacts 
would be cancelled. 

In the first business session held 
by the govenors on the present) 


highway crisis, Gov. Lausche said:| * 


“Within 10 years states will realize 
that you can’t put a burden on 
passenger cars and omit the 
trucks.” 

The Ohio governor said that 
though Ohio had increased its gas 
and license taxes, it had found that 
the revenue did not equitably allo- 
cate the amount needed. Thus, he 





enforced on Ohio trucks only, 
said Lausche, “all Ohio truckers 
will move to other states.” 

He said that he would expect| 
other states to impose the same 
tax on Ohio trucks operating with-, 
in their boundaries. 

The consensus of opinion among 
the governors was that Congress 
should have passed a highway 
program. They all agreed on the 
need of a program, but — as did 
Congress — they disagreed on how 
it should be financed and over what 
period of time it should be com- 
pleted. 

Gov. J. Bracken Lee, Utah 
Republican, said that the Govern- 
ment should get out of road 
building altogether or use $11 
billion of foreign aid funds to do 
the job. 

A resolutions committee was ap- 
pointed to take some “constructive 
action toward a secure highway 
program.” 


Lots of Room! 
Richmond Cars Average 
1.8 Riders 


There are more cars in Rich- 
mond, Va., than there were three 
years ago but they still carry the 
same passenger load, the Bureau 
of Traffic Engineering reports. 

Of nearly 3,500 cars observed in 
a survey at Ninth and Main Sts 
and at Sixth and Broad Sts., the | 
average occupancy was 1.8 persons. 
In 1952, a similar survey produced 
the same average. 

The purpose of the survey was, 
to compare the number of persons | 
using private cars with the num-| 
ber using public transit. At one 
main intersection, private vehicles 
carried 67.6 percent of the traffic 
load. At another, they carried only 








43.1 percent of the total passengers. |Chevrolets month after month and | 
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groups. 

Filmed to help bring the plight 
of motorists to the attention of 
civic, service, fraternal, farm and 
other groups, “Give Yourself the 
Green Light” shows what already 
has been accomplished in some 
areas. It is a 26-minute 16-milli- 
meter sound picture in full color. 

The picture cites the need for 
better farm-to-market roads, urban 
thoroughfares, superhighways, the 
problems of smal! town traffic and 
big city congestion and the lack of 
parking facilities. 

Prints are available from GM’s 
film libraries in Detroit, New York 


and San Francisco. 
* * * 


5,675 Students Receive 


Driver Training in Conn. 


About one-third of the eligible 
high school students in Connecticut 
received driver and traffic instruc- 
tion last year, according to the 
state department of education. 

The courses, which include on- 
the-road instruction and class room 
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Calling on a Customer— 
Arthur Kelly, president of B. F. Goodrich Co.'s tire and equipment division, visits| with a 1950 Oldsmobile on its lot. 
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Texas Dealer Heads Charity Drive— 


Harlan Lane, Houston Oldsmobile dealer and Texas chairman of the Foster Parents 
said, the axle-mile tax was imposed | Plan for War Children, completes arrangements for a three-hour Sport-o-rama to kick 
on trucks to equalize the burden. | off the national fund drive. From left are Morris Sigel, wrestling promoter; Rex Braun, 

If the axle-mile tax was to be | boxing promoter; John T. Jones, president of the Houston Chronicle; Lane; Emmett 


| Walter, Chronicle editor, and W. E. Walbridge, general manager of KTRV-TV. The 


television station and the newspaper are cooperating in presenting the sports 


program. 


How They're Pushing Sales .. . 


Dealer Ad Ideas 


OMPLETE credit applications 

have been published as part of 
full and half-page advertisements 
by Uptown Motors, Inc. (Dodge- 
Plymouth), New Orleans. 

The ad is directed to night and 
swing shift workers, traveling 
salesmen, new comers, out - of - 
town and suburban residents. 

W. W. Cavnar, general manager, 
said he believes that there are 
many people who hesitate to visit 
a showroom because of misleading 
or obvious misrepresentation, not 
to mention the fear they have of 
not being able to buy on the terms 


|as advertised or on terms they can 


afford. Cavnar said the dealership 
hopes to reach many new residents 
who have not established a credit 
rating as well as people who have 
never bought anything on time. 

* * - 


Picture This! 


Aarne Pontiac, Kansas City, 
has tied in a promotion with a 
jewelry firm. 

It is offering a free 14- piece 
camera outfit, featured in the jew- 
elry store, to the first 25 persons 
“who help prove that because Ash- 
more pays more—you can own a 
Pontiac for less.” 


* ” * 
First Since 1950 
NYEART Chevrolet, Inc., Michi- 


gan City, Inc., has advertised 
that it has “been selling more 








year after year than any other 
dealer has sold any other car, since 
1950.” In June and July, Enyeart 
said it had delivered more than 100 
cars and trucks. 


* ” 

We’re Loaded! 
CHERGER Chevrolet Sales, Inc., 
Huntington, Ind., took a pic- 
ture of its stock of 47 new Chevro- 
lets and used it in an advertise- 
ment depicting the “largest display 


ever assembled i. Huntington.” 
* * * 


* 


Auto Turning Point 


| THE belief that the turning 
point in auto sales has been 
reached and that advertising and 
promotion will have to be intensi- 
fied to buoy up the current high 
level, Packard Columbus, Inc., has 
launched a special campaign to put 
100 new families in Clippers. 
Dealer George Krieger an- 
nounced that for the first time 
the complete line of Clippers 
would be displayed in the dealer- 
ship showroom. 
He said that the factory shipped 
Packard Columbus 100 cars and 
that a week long intensified selling 
and advertising drive will be car- 
ried on to dispose of them. 
® * * 


| Shoot the Moon 


Garten Motors, Inc. (Ford), 
Louisville, used full-page news- 
|paper ads to announce that it is 


the “nation’s 32nd largest Ford 
dealer” and is “shooting for the 
top.” 


Girdler’s ad noted that it was 
“well aware of the deals they 
must give to reach that first posi- 
tion.” Among the offers were 
“buy a new Ford for $50 to $100 
less” and “trade for $50 to $100 
less difference” and “receive $50 
to $100 more for your car.” 

The balance, if financed, can be 
carried for less than 6 percent, 
Girdler’s told its customers. The ad 
also reminded the public that the 
service department was open until 
midnight and that the sales de- 
partment was available “17 hours 
per day.” 


* * 


New Wrinkle to Old Story 


T’S an old sales gimmick to stay 
open until midnight, or even 
open all night long, but Richard 
McFayden, president of McFayden- 
Ford Co., Omaha, went a step far- 
ther. 
Not only did he keep the “store” 


= | open all night long, but he tele- 


vised the entire 24-hours over 
WOW-TV in Omaha. One car was 
offered at opening of the television 
show at its regular price, which 
dropped $1 per minute all through 
the night, until bought. 

* * * 
Used Car Given Away 


TARNAMAN-OLDSMOBILE 
CO., Omaha, knows what to do 
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The car was given as first prize 
in a contest in which Omahans 
wrote suggestions as to how Star- 
naman could best improve its oper- 
ation. 


a |e plates study of motor vehicle laws, were 
offered in 84 of the state’s 94 pub- 


DETAILS ON REQUEST 
‘ lic schools and in nine of the 14 
| STEMAC 


with officials of Oklahoma Tire & Supply Co., Tulsa, distributors of Brunswick tires. 
Kelly toured several of his division's tire customers in the Midwest and Southwest. 
From left are Herman S. Sanditen, OTASCO treasurer; Kelly; Julius Sanditen, executive 
vice-president; J. A. Hoban, Goodrich division vice-president, and Maurice Senditen, | 
OTASCO president. 
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1281 $O. CHEROKEE | Vocational-technical schools. A total 
; DENVER, COLORADO | of 5,675 pupils were enrolled. 
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On the Financial Front 





C.1.T. Financial Corp. has _ re- 
ported net income of $18,383,166 for 
the first six months of 1955, com- 
pared with $17,649,278 in the same 
period of last year. 

The 1955 earnings were higher 
than for any previous first half 
in the company’s history, said 
Arthur O. Dietz, president. 

Deferred income and unearned 
premiums, a backlog of future 
gross earnings, reached a _ record 
high of $158,525,995 on June 30, 
Dietz said. This compares with 
$137,737,680 on June 30, 1954, and 
$138,186,032 on Dec. 31, 1954. Re- 
ceivables purchased in the first 
half were a record $2,664,088,191, 
compared with $2,050,177,546 in the 
same period of last year. 

* * * 


General Acceptance Profit 


Hits $740,247 in 1955 


General Acceptance Corp., Allen- 
town, Pa., has reported a first half 
net profit of $740,247 for 1955, which 
is up from $621,101 during the 
same period of 1954. 

The volume handled by General 
was set at $66,170,144 a new high 
for the company. Volume for the 
first half of 1954 was $46,232,797, ac- 
cording to F. R. Wills, president. 


* * * 


Federal-Mogul Reports 
Higher Sales, Earnings 

Sales of Federal-Mogul Corp., 
Detroit, for the first six months of 
1955 were $22,458,607, compared to 
$18,576,543 in the corresponding 
period of 1954. 

Net earnings for the period, after 
taxes, amounted to $2,369,903 as 
against $1,675,411 in 1954. 

* * * 


Small Business Explores 


Stock Finance Methods 


The National Council of Consult- 
ants to the Small Business Admin- 
istration has declared that small 


Used-Car Notes 





OAKLAND, Calif. — Harold 
Reich has opened Wholesale Auto- 
mobile Dealers Assn. here with the 
East Bay Motor Car Dealers Assn. 
as co-sponsor. 

Auctions will be held on Tuesdays 
and private sales Wednesday 
through Friday. Ed Slusser, associ- 
ation manager, said used-car deal- 
ers will be the customers and the 
new-car dealers in the area expect 
to provide a minimum market of 
150 cars per week. 

* * * 


48 Ark. Dealers Form 


Independent Association 


LITTLE ROCK, Ark. — Forty- 
eight independent new and used- 
car dealers from 13 Arkansas cities 
have joined to organize the Arkan- 
sas Independent Automobile Dealers 
Assn., Inc. 


Dean Morley, local attorney 
representing the group, said deal- 
ers from Fort Smith, Newport, 
Benton, Magnolia, El Dorado, Mal- 
vern, Manila, Camden, Corning, Van 
Buren, Rison, Russellville and Little 
Rock are represented. 

* * of 
Hall Back in Moultrie 


MOULTRIE, Ga. — Hall Motors, 
owned by Fred Hall, has been 
opened for sale of used cars. Hall 
is returning to Moultrie after an 
absence of 20 years. 

* ca * 


Toledo Auction Starts 


TOLEDO. — Harold C. Strait, 
Robert W. Zanville and Henry 
Adams have formed Toledo Auto 
Auction Co. 


* * * 


Gateway Motors Opens 
‘CORPUS CHRISTI, Tex.—Gate- 
way Motors has opened here. P. J. 
Baum is manager. 
* *” 


Westwego Licenses Lot 


WESTWEGO, La.—_Westwego 
has passed an ordinance requiring 
used-car lots to purchase an an- 
nual license which will cost $25. It 
provides for a $100 fine and/or 30 
days imprisonment for violations. 
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business has been asleep to oppor- 
tunities of raising capital through 
stocks and bonds as does big busi- 
ness. : 


The council said, in a meeting at 
Washington, that it intends to ex- 
plore methods of raising equity cap- 
ital and will make the findings 
available to all small business. W. 
Norbert Engles, deputy administra- 
tor for financial assistance of the 
SBA, is chairman of the council’s 
finance committee which will for- 
mulate the plan. 

* *~ + 


Associates Profits Rise 
To $8,812,014 in Half 

Associates Investment Co., South 
Bend, has reported a net profit of 
$8,812,014 for the first half of 1955 
compared with $7,971,665 during the | 
same period of 1954. 

The volume of finance business 
handled by Associates rose from 
$511,056,896 during the first six 
months of 1954 to $780,632,995 for 
the half year ending June 30, 1955. | 

* * * | 


Fruehauf Profits 
Up 67 Percent 


Sales of Fruehauf Trailer Co., 
Detroit, in the first six months of 
1955 were 44 percent above those 
for the same period of 1954, and 
earnings increased 67 percent, ac- | 
cording to Roy Fruehauf, president. 

Sales totaled $104,866,382 as com- 
pared with $72,990,013 in 1954. Com- 
mercial sales amounted to $97,653,- | 
606, exceeding the previous high | 
set in the first half of 1953 by 31) 
percent. Net earnings, after Fed- | 
eral taxes, were $3,731,146, com- 
pared to $2,230,152 in the first half 
of 1954. 

* = 


Bullard $1,210,736 Loss 
Blamed on Changeover 


Bullard Co., Bridgeport, Conn., 
has reported a net loss of $1,210,736 





for the first half of 1955 which was 
said to be due to “extraordinary 
starting costs” in changeover. 

Shipments for the first half to- 
taled $12,128,162 as compared to 
$31,462,880 for the same period of 
1954. An order backlog of $15,300,- 
000 as of June 30 was reported. 
This compares to unfilled orders of 
$13,600,000 as of March 31, 1955, and 
$11,600,000 at Dec. 31, 1954. 

* * 7 


Tide Water Oil Earnings 
Dip Slightly in First Half 

Tide Water Associated Oi] Co., 
New York, reported net earnings 
of $18,022,000 for the first six 
months of 1955, compared to $18,- 
167,000 in the same period of 1954. 

Sales and other revenues during 
the period were $239,284,000. The 
comparable figure in 1954 was $229,- 
297,000. 


* * x 


Commercial Credit Profit 


Reaches Alitime Record 


Commercial Credit Co. has an- 
nounced its first half net profits 
reached $12,873,163 for an alltime 
high. This compared with $11,948,- 
881 for the same period of 1954. 

The total of receivables acquired 
during the six months was $1,849,- 
467,940 as compared with $1,186,- 
528,601 acquired during the first 
half of 1954. 


* * * 


Associated Spring 
Associated Spring Corp., Bristol, 
Conn., first-half report, 1955 vs. 
1954: Net profits, $1,702,089 and 
$939,206; sales, $26,255,104 and $21,- 
742,385. 


* * * 


Air Reduction 


Air Reduction Co, Inc., New 
York, first half report 1955 vs. 1954: 
Net profits, $5,170,600 and $3,219,- 
700; sales, $71,192,300 and $59,926,- 
400. 


* * * 


Union Oil Co. 


Union Oi] Co. of California has 
reported earnings of $16,308,000 for 
the first half of 1955. Earnings for 
the second quarter amounted to 
$9,202,000. 
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Now Advertisers Can Reach Even More 
Automotive Decision Men. 


More dealership men and factory execu- On the June, 1955 ABC— 
tives than ever before study the pages of 
Automotive News every Monday morning. 
They absorb authoritative news and com- 
mentary to help them plan buying moves. 
They search for products to help them 


operate efficiently. 


@ Factory executive circulation — UPI 
® Car and truck dealer circulation—UPI 
@ Automotive jobber circulation — UPI 


Total: 42,541 top-bracket subscribers — all 
paying $8.00 per year, the industry's high- 
est rate. Renewal rate, too, is tops — 85%. 
Nowhere else can you get such coverage of 
these important segments of the automotive 
market. 


And Automotive News is reaching still an- 
other group of buyers—1,059 of the top 
automotive jobbers. Natural isn't it—since 
the car dealer market is a big market for 


them? *June 27 issue. 
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VACUUM CLEANER—The Vacmobile is 
a wet-dry industrial vacuum cleaner with 
large rubber wheels and handle bar. Pow- 
ered by a 114-horsepower motor, its re- 
covery capacity is 12 gallons or 1% 
bushels of dirt. The motor has a by-pass 
feature for picking up water and deter- 
gents from floors. West Disinfecting Co., 
42-16 West St., jong, Island City, N. Y. 


LOTITO 





WHEEL WASHERS—The “Old Tuffy” hot 
soaper (above) and wheel washer are de- 
signed to automatically clean wheels in 
an auto wash. The Hot Sooper automatic- 
ally covers white walls with a soapy so- 
lution and scrubs them. The wheel cleaner 
forces steam against the wheels to loosen 
dirt. Both units are activated by the car's 
wheels. International Equipment Corp., 
2204 Michigan Ave... Sania Monica, Calif. 





MARKER LIGHTS—The K-D, 524 vehicle 
light features a lens that can be removed 
by a quarter turn to the left when a bulb 
must be changed. There are no screws 
or retaining rings. Model K-D 524-1 has 
an extra heavy armored plate shaped to 
protect the lens and bulb. K-D Lamp Co., 
1910 Elm St., Cincinnati, oO. 

* 
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CARBURETOR CLEANER — Gumout, a 
gun solvent for the fuel system, is being 
marketed in two packages with a polka- 
dot design. One package contains Gum- 
out for autos and the other for outboard 
motors and power mowers. The substance 
is poured into the gas tank and is said 
to clean the carburetor of gum while the 
car is driven. Pennsylvania Refining Co., 
2686 Lisbon Rd., Cleveland 4, O. 


Kendall Refining Introduces 


Multi-Purpose Grease 


Kendall Refining Co., Bradford, 
Pa., has announced the addition of 
a barium-soap multi-purpose 
grease identified as Kenlube B-521. 

According to G. H. Osborne, sales 





vice-president, the new grease 
possesses exceptional shear sta- 
bility and will not break down 
when subjected to excessive “mill- 
ing” as experienced in anti-friction 
bearings, and prevents corrosion 
and rusting due to the presence of 
water, even under salt water con- 
ditions. 





AUTO COMPASS — The Dinsmore auto 
compass has been redesigned and fitted 
with a universal mounting bracket. The 
dial is white with black and red lettering 
and the entire assembly is sealed in com- 
pass fluid to reduce vibrations and oscil- 
lations. Lighted and unlighted models are 
available. The compass is adjustable to 
compensate for the car's magnetic influ- 
ence. Dinsmore Instrument Co., 1800 Kelso 


St., Flint, Mich. 
+ * 


A 





FLOODLIGHT — An outdoor flcodlight 
for heavy-duty use is said to allow lamps 
to burn cooler for longer life. The unit is 
for all-weather use, particularly in face-up 
position, with a_ live silicone rubber 
weatherseal surrounding the lamp. The 
cast aluminum housing is on an adjust- 
able swivel arm that can be locked in 
position. Stonco Electric Products Co., 333 
Monroe Ave., Kenitworth, Ae J. 





HOLLYWOOD MUFFLER—A Hollywood- 
type muffler has been marketed that is 
said to conform more closely to sound 
limits set by law-enforcement agencies. 
The muffler uses both a Fiberglas bat and 
a Fiberglas chopped strand mat. The bat 
is said to keep the mat clean and porous 
to absorb exhaust sounds. The double 
shells are of 24-gauge steel. AP Parts 
Corp., Toledo, °. 





TIRE PATCH — Triple Seal rubber rivets 
are said to repair punctures in all types 
of conventional and tubeless tires. The 
rivet is inserted into the hole by means 
of a wire leader. It is then cemented 
in place. Triple Seal Corp., 1518 Mantua 
Ave., Miami, Fla. 





OlL CHART — The 1955 Check-Chart 
Recommendation Booklet has added trac- 
tor cooling system data and multi-viscosity 
motor oil recommendations. Oil and gear 
lubricant data on all postwar models, and 
prewar data for Chevrolet, Ford and 
Plymouth, are contained in the booklet. 

* * * 





SERVICE PANEL—A spark plug service 
panel is offered which fits Champion 
cleaner and tester models 500; 600 and 
700. It includes a plug analysis section 
illustrating conditions usually found, when 
plugs are removed and recommends 
proper replacement. The panel on which 
illustrations are lithographed, is of 22 
gauge steel. Champion Spark Plug Co., 
900 Upton, Toledo. O. 


* x * 





SLUDGE SOLVENT—Oiltab is a peliet- 
sized concentrate that is said to dissolve 
sludge and impurities in gasoline and 
diesel engines. It is dropped into the 
crankcase after an oil change. The con- 
centrate can be stored in glove boxes and 
does not dilute the crankcase oil, it is 
claimed. Improved Products, Inc., P. O. 
Box 1117, Austin, Tex. 

i ae 





BRAKE SYSTEM BLEEDER—The EKO hy- 
draulic fluid bleeder and dispenser is de- 


signed for one-man operation. It is a 
portable, sealed pressure unit which re- 
quires no air connection. Use of an air 
pump bulb is said to prevent air bubbles 
and gives pressures up to 15 pounds. EKCO 
Products, Inc., 105 W. Allens Lane, Phila- 
delphia 19, Pa. 
~ = oe 


Aluminum Trailer Profit 


Calculated in Chart 


A “weight-rate profit” chart per- 
mits truck operators to compute 


NEW PRODUCTS 


the profit available through the 
use of aluminum trailers, bodies 
and wheels. 


The chart figures the weight 
saved with aluminum plus the 
average rate for cargo carried and 
the number of trips per year. For 
copies write: Aluminum Co. of 


America, 767 Alcoa Building, Pitts- 
burgh 19, Pa. 





BALANCE WEIGHT REMOVER—The Bear 
balance weight remover is designed for 
use with On-A-Car balancers. Jaw points 
are inserted between clip and rim and 
the weight is removed with a downward 
pressure. The pliers are made of forged 
steel. Bear Mfg. Co., Rock Island, Ill. 





CAR ROOF TENT—The Tour-A-Ten sleeps 


two adults on an inner-spring mattress 


mounted on a car roof. A boot, designed 


for station wagons (above), allows space 
for four adults and several children. The 


tent is mounted on a car top carrier which 
has rubber bumpers to protect the finish 
of the car. The unit collapses when not in 


use. A clothes hammock and telescoping 


steel ladder are provided. Gibbons Supply 
Co., Birmingham, Mich. 
ae Se 





PAPER TAPE—No. 131 Behr-cat Flatback 
tape is an adhesive paper tape for in- 
dustrial holding applications. It is said 
to have a minimum tensile strength of 45 
pounds and an adhesive strength of 65 
ounces per inch of width. It comes in 
60-yard rolls, in widths from % inch to 
3 inches. Behr-Manning Corp., Troy, N. Y. 

e ss 





RIM SEALER—Lee Air Guard Band is a 
device to prevent rim rivet leaks when 
mounting tubeless tires. The rubber band 
is cemented to the base of the rim well 
with special cement to seal the rivets and 
retard rust. Specialty Division, lee Tire 
& Rubber Co. of New York, Inc., Con- 
shohocken, Pa. 





EMERGENCY SIREN — Pyle Model 7 
vehicle siren is said to provide peak 
performance on only 22 amperes of 
current. It is 8% inches high, 10 inches 
long, 7¥ inches in diameter and weighs 
9%, pounds. A “compensating sound” de- 
sign is said to give louder signals as 
vehicle speed is increased without placing 
an extra load on the siren's motor. Pyle- 
National Co., 1334 N. Kostner, Chicago, 
WW. 





FLOOR DISPLAY—QA floor display for 
Alemite products has been designed to 
take less than 3%, square feet of floor 
space. Finished in hammered aluminum, 
it has yellow peg-board cabinet doors. 
Alemite division, Stewart-Warner Corp., 
1826 Diversey Parkway, Chicago 14, Ill. 

TR 





GAS ECONOMIZER—Variable Jet is a 
carburetor attachment which is said to 
give more power at lower operating tem- 
peratures, decreasing fuel consumption. 
lt fits single and dual throat carburetors 
without drilling holes. Supreme Engineer- 
ing Products Co., 3028 N. Central Ave., 
Chicago 34, Ill. 





CHECK VALVE—The 200-I series check 
valve is designed to withstand 3,000 
pounds-per-square-inch pressure. The cir- 
cle seal construction is said to give chat- 
ter-free operation. The valve has a crack- 
ing pressure of 0.5-1.0 psi combined with 
low pressure drop. It comes in brass, alu- 
minum, steel and stainless steel for Ye to 
2-inch pipe size. James Pond-Clark 
2181 E. Foothill Bivd., Pasadena 8, Calif. 


Electric Impact Wrenches 


Offered in Two Models 


Two Thor 180 cycle, electric im- 
pact wrenches now are being pro- 
duced in No. 24 series. Both models 
are half-inch -square drive wren- 
ches. 

Model HF24R features a revers- 


ing button in the handle, for one- 
(Continued on Page 34, Col. 1) 
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There’s never been a year like it in Chrysler 
history! 


Ever since the public first viewed Chrysler's 
trend-setting “100-Million-Dollar Look,” this 
great car has been setting a sizzling sales 
pace that’s the talk of the industry! Deliveries 
are soaring to all-time highs as Chrysler 
Dealers, backed by the biggest advertising, 
merchandising, and public relations campaign 
in Chrysler history, are welcoming new 
owners to their family in record-shattering 
numbers. 


Chrysler Dealers in Los Angeles, for example, 


CHRYSLER 
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are enjoying a sales increase of 106%. In 
Boston, an increase of 75%. In Detroit, a 
whopping 134%. Cleveland Dealers show an 
increase of more than 110% . . . Wichita 
up 68.1% ... Miami 118%. And that’s the 
way it is going all across the country. 


It is an inspiring record of solid achievement 
that points the way to even greater accom- 
plishments for Chrysler in the future. For 
Chrysler Dealers, already operating under the 
most desirable factory-dealer sales agreement 
in the industry, it is a very bright future 
indeed! 








Year of Chrysler’s Sizzfing pace! 


AND ANOTHER 
GREAT YEAR 
IS COMING UP! 


To keep pace with the grow- 
ing demand for America’s 


most smartly different motor- 
cars, Chrysler is rushing to 
completion a giant new 
multi-million dollar plant 
which will be ready for 1956 
model Chrysler and Imperial 
production. 





DIVISION OF CHRYSLER CORPORATION 
12200 East Jefferson Avenue « Detroit 31, Michigan 
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New Products 


(Continued from Page 32) 


hand operation. Model HF24 is look,” Sinclair said, is a red, white 
non-reversible. Thor Power Tool|and green carrying case which 
holds six eight-ounce cans. 

The firm said the container was 
developed because it meets exact 
measuring requirements for many 
outboard motors now in service. 
Most motors were said to require a 
half-pint of oil to a gallon of gas- 
oline. 


Co., 175 N. State St., Aurora, IIl. 


ae Ss 





PUNCTURE SEALER—Tyrex is a rubber 
plug designed to seal holes in 
tubeless tires up to 5/16 inch without 
removing the tire or wheel. The plug’s 
compressible body fills and seals the FUEL REGULATOR — Filt-O-Reg is a 
puncture while an integral rubber collar! combination fuel pressure regulator and 
at the base forms a seal with the inner | fuel filter. It is mounted in the line be- 
liner and prevents blow out of the plug.|tween the fuel pump and the carburetor 
A latex sealant is used with the plug.| of any car. The unit provides a constant 
Tyrex Sales Corp., Forest Hills, N. Y. | fuel pressure of 21 pounds per square 

ii ee inch on the carburetor float valve and 
seat and is said to prevent vapor lock, 
flooding and stalling. Alondra Sales, Inc., 
959 Crenshaw Bivd., Los Angeles 19, 
Calif. 





Free Booklet Explains 


Tubless Tire Repair 

A free, eight-page booklet en- 
titled “Tubeless Automobile Tires— 
Mounting, Demounting and Repair- 
ing” has been published. 

The booklet stresses the impor 
tance of proper preparation of rims 
in mounting tubeless tires. Rubber 
Manufacturers Assn., Inc., 444 
Madison Ave., New York 22, N. Y. 


* * * 





VACUUM CLEANER — The Clarke Wet- 
Dry vacuum cleaner is for use in atmos- 
pheres containing volatile vapors or ex- 
plosive dusts. It is powered by a %- 
horsepower by-pass motor. Dry capacity 
is 1% bushels and wet capacity is 15 
gallons. Various cleaning accessories and 
tools are available. Clarke Sanding Ma- 
chine Co., Muskegon, Mich. 

x * Bg 


Sinclair Designs Package 
For Outboard Motor Oil 


Sinclair extra duty outboard mo- 
tor oil, which the company said 
contains a new additive—RD-142— 
is being packaged in half - pint 
metal containers. Part of the “new 


SPARK PLUG VENDOR—The 


““50-Pack" 
is a counter vending box containing 50 
spark plugs for outboard motors, power 
lawn mowers and home power equipment. 


Six plug types are included. Champion 
Spark Plug Co., Toledo, O. 


New Subscription Order 
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PLASTIC BATTERY—Gulf's Power Crest 
battery line offers full-colored plastic case 
automobile batteries of the six-volt type. 
The case is in orange and blue, with a 
wide centerpiece of white. Plastic name 
plates on top are slotted so that open 
circuit voltage testers can make contact 
with the cell strap underneath. Gulf Oil 
Corp., Gulf Bidg., Pittsburgh 30, Pa. 





TIMING LIGHT—The Super-Beam timing 
light features a trigger switch and com- 
pact design to fit tight places. It operates 
on either 6 or 12 volts. Kal-Equip Co., 
Box 567, Kalamazoo, Mich. 

* 


Binks Issues Catalog 
On Spraying Equipment 

The latest specifications on many 
models in Binks Mfg. Co.’s line of 
spray painting equipment are con- 
tained in a new catalog. 

The booklet is a condensation of 
Binks catalog 956 which carries 
information about the company’s 
complete line and may be obtained 
by writing Binks Mfg. Co., 3122 
Carroll Ave., Chicago 12, Illinois. 
Ask for bulletin AD-125. 

* + * 





PORTABLE LECTERN—As shown above, 
the lectern folds up for carrying or stor- 
age. It is made of plywood. Detroit Lec- 
tern Co., Inc., 13336 Kercheval Ave., 


Detroit 15, Mich. 
ee 





CRANE SCALE—A direct reading auto- 
matic crane scale, said to have the 
heaviest capacity of any ever built, has 
been designed. The static hydraulic-type 
scale has a capacity of 100 tons. The 
ultimate load safety factor is 500 tons, it 
is claimed. Hydroway Scales, Inc., 20624 
W. Eight Mile Rd., Detroit 19, Mich. 

* 


|| Lacquer Glazing Compound 
|| Resists Pulling, Tearing 


Blue Glaze DFL-40, a lacquer 
glazing ‘compound, is said to be 





easily worked without pulling or 
tearing. Filling properties and ad- 
herence to clean bare metal also is 
said to be good. 

According to the manufacturer, 
Blue Glaze does not run or sag on 
vertical surfaces and dries quickly. 
It is packaged in tubes. Ditzler 


Color Division, Pittsburgh Plate 
Glass Co., 632 Fort Duquesne Bivd., 
Pittsburgh 22, Pa. 





CAR-WASH BRUSH—The Handee car 
washer features a brush made of Bake- 
lite styrene fibers (left). This monofiliment, 
made by Mack Molding Co., Arlington, 
Vt., is said to give a denser work sur- 
face with less stiffness than ordinary 
fibers (right). The styrene fibers split into 
tinier branches when struck a sharp blow 
across the top, producing a burst-tipped 
or flagged brush fiber. Tri-Products, Inc., 
Holly, Mich. 





SPEED INDICATOR—An air speed in- 
dicator that doubles as an insect deflector 
has been marketed. The instrument, made 
of plexiglass, enables the driver to note 
his speed without taking his eyes off 
the road. It is operated by the air stream- 
ing over the hood. Sinko Mfg. Co., 3131 
W. Grand Ave., Chicago 22, Ill. 

* ok * 


Anti-Static Cleaner 
Introduced by Firm 


Perfection Pluss has introduced 
a product called Anti-Static Leath- 
er Care that the firm said cleans 
leather and plastic materials and 
also ‘shock proofs’ the treated area. 

It is available, the company re- 
ported, in eight-ounce cans and 
gallons. Perfection Pluss is located 
at 14532 Vanowen St., Van Nuys, 
Calif. 


x * x 
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BEAD EXPANDER — The Ken Air-Power 
bead expander consists of a Neoprene 
tube, plugged at one end and a standard 
air inlet valve at the other. It is wrapped 
around the tire and inflated, forcing the 
tire bead against the rim. Ken-Tool Mfg. 
Co., 768 E. North St., Akron 5, O. 

ns a 





SPOTLIGHT SCREWDRIVER — A screw- 
driver has been designed which carries 
a builtin spotlight for working in dark 
corners. Power is supplied by two small 


batteries in the handle. Grant Export 
Corp., 1 E. Forty-second St., New York, 
N. Y. 











TIRE DEFLATOR—The Wonder Tire De- 
flator is a device for removing stuck inner 
tubes and casings. When air is applied 
to the deflator a suction is created that 
removes the air from the tube or tubeless 
tire, collapsing and free the tube or 
breaking the beads of the tubeless tire. 
It also will remove, it is said, the solution 
from liquid-filled farm implement tubes. 
Akro-Mils, Inc., Box 989, Akron 9, O. 


* * * 





CARBON REMOVER — Multisol carbon 
remover is said to be non-inflammable, 
free of caustic and non-corrosive to alu- 
minum, brass, zinc, tin plate and magne- 
sium. It is a two-layer liquid for use in 
dip tanks. The upper layer is a floating 
seal to retard escape of solvent vapors 
and rise parts as they are removed. The 
solvent is used cold. Brulin and Co., Inc., 
Department M-305, 293? Columbia Ave., 
Indianapolis 7, Ind. 


CAR COOLER—The PacificAir car cooler 


can be used for the comfort of the driver 
and passengers 
Culloch Motors Corp., 6101 
Bivd., Los Angeles, Calif. 
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Affecting Factories and Dealers... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


The automotive industry’s siz- 
zling pace in production and sales 
for the first six months of this 
year was matched by an equal, if 
not greater, boom in its newspaper 
advertising, says the Bureau of 
Advertising of the American News- 
paper Publishers Assn. 

The automotive classification 
as a whole scored a six-month 
increase of 22.3 percent, led by a 
gain of 45.5 percent in car lin- 
age, which accounts for more 
than half of the total automotive 
linage in the newspapers of 110 
cities measured, the bureau said. 

Earlier figures, covering 52 cities, 
showed a six-month increase of 
22.4 percent for the whole auto- 
motive classification. Car linage 
was not available at that time. 

Impressive increases also were 
registered by tire advertising, up 
22.7 percent and truck and tractor 
advertising, up 7.7 percent. 

The only major sub-classifica- 
tion showing a six-month 19 loss 
was gasoline and oils, down 12.2 
percent. 

The bureau noted, however, that 
this category was still running 
near record levels, the loss being 
accounted for by the fact that last 
year’s first six months, the basis 
for comparison, had chalked up a 
115 percent gain over the 1953 
period. 

aa * * 
Betteridge in New Home 


Betteridge & Co., Detroit adver- 
tising and public relations firm, 
has moved to new offices, in addi- 
tion to incorporating the organi- 
zation and increasing the staff. 

The new corporation, to be called 
Betteridge & Co., Inc. will be 
located in the Officenter Building, 
at 15800 W. McNichols Rd., De- 
troit. 

Officers of the new corporation 
are: H. W. Betteridge, president 
and treasurer; H. J. McLaurin, 
vice-pres‘dent, and Alan Joslyn, 
secretary. 

New staff members include 
Lasalle J. Hammel, formerly with 
Micromatic Hone Corp., and Joseph 
Gallagher, formerly with Camp- 
bell-Ewald Co. 

* 


* r 


Lincoln Goes Outdoors 


Lincoln will make its first-time 
appearance on outdoor posters 
with a national campaign start- 
ing in September, according to 
Outdoor Advertising Inc. 

The campaign, produced by 
Young & Rubicam, Inc., calls for 
use of the 30-sheet poster size, 
recently authorized by the Out- 
door Advertising Assn. of 
America. 

= - ” 
Ford Promotes Swan 


Harry L. Swan has been ap- 
pointed assistant manager of Ford 
division’s advertising department, 
according to Frank J. McGinnis, 
assistant general sales manager. 
He will assist Gordon C. Eldredge, 
department manager, in carrying 
forward the expanded advertising 
program planned for the division, 
McGinnis said. 

Prior to joining Ford in 1952, 
Swan was director of advertising 
and merchandising for Willys-Over- 


land. 
a. * * 


Chait to Address DMAA 


Larry E. Chait, immediate past 
president of the Direct Mail Ad- 
vertising Assn. and director of 
sales planning and analysis for R. 
L. Polk Co., Inc., Detroit, will give 
the keynote address at the DMAA 
convention in Chicago Sept. 12-14. 
Chait will speak on “Management 
Looks at Direct Mail and the Dis- 
tribution Picture.” 

Speaker at the opening day 
luncheon will be Leonard J. Ray- 
mond, president of Dickie-Ray- 
mond, Inc., Boston and New 
York, who will speak on “Direct 
Mail Looks to the Future.” 

Other speakers will include Sen. 
Jilin D. Johnston, chairman of the 
Senate postal affairs committee, 
who will discuss what the future 
holds in terms of regulatory legis- 
lation, and a varied group of in- 
dustry experts and leaders, who 
will lead panel and group discus- 


sions on the economics, practice, 


function and future of direct mail. 
+ * * 


Johns-Manville Names Rep. 


Johns-Manville has named Wal- 
die & Briggs, Inc., advertising 
counsel for its Dutch Brand divi- 
sion in Chicago 

The name of the division formerly 
was Van Cleef Bros. Inc. division 
and was changed July 1 to the 
Dutch Brand division. 

* + * 


U. S. Rubber Ups Gilbert 


Carlton H. Gilbert has been ap- 
pointed advertising director for 
United States Rubber Co., succeed- 
ing Thomas H. Young, who is re- 
tiring this month after 39 years of 
service to the company. Young will 
continue to serve the company in a 
consulting capacity. 

Gilbert, who formerly was assist- 
ant director of advertising, began 
his career with U. S. Rubber Co. in 
1934 in the sales promotion depart- 
ment of the footwear and general 
products division. 

* + x 


Ford Changes PR Setup 


Russell M. Hart has been ap- 
pointed as manager of Ford Motor 
Co.’s Midwest public relations office, 
with headquarters in Chicago. He 
succeeds C. Gayle Warnock, who 
has been named public relations 
manager of the company’s Special 
Products division in Dearborn. 

Hart has been manager of the 
company’s Southern public relations 
office in Atlanta since January, 
1953. He previously was manager 
of the Southeastern office with 
headquarters in Washington and 
Philadelphia. 

* . * 
New Name for Farm Paper 


“Rural Marketing,” a monthly 
report of news and trends in sales 
and marketing activities in the 
farm market, previously published 
by Country Gentleman, will be 
published in the future by the 
countryside unit comprised 
of Town Journal and Farm Journal. 

Richard J. Babcock, president of 








Farm Journal, Inc., announced that 
the publication will appear about 
Sept. 1 under a new title—“Coun- 
try-side Marketing”’—and that it 
will have a broadened editorial 
base. 


Former AN Staffer Dies 


George B. Deery, 49, former as- 
sociate editor of Automotive News, 
died Aug. 13 of a heart attack. 
He was managing editor of the 
Northville (Mich.) Record at the 
time of his death. 


* * * 
Ford Dealers Sign Pact 


Ford dealers in the Cincinnati 
district will cooperate with a brew- 
ing company in telecasting about 
30 road games of the Cincinnati 
Redlegs next season. 

Another brewing company will 
radio a number of games, with 
play-by-play by Waite Hoyt, for- 
mer pitcher. 

* + * 
Names 

Clarence E. Stouch has resigned 
as chairman of the board of Crow- 
ell-Collier Publishing Co. 

Charles Hanson has been named 
to the creative-contact staff of 
McCann - Erickson, Inc., Detroit. 
Hanson will be sales promotion ac- 
count executive in the Chrysler 
division group. He formerly was 
with Young & Rubicam, Inc., De- 
troit. 

Vernon Bowen has been elected 
a vice-president of Geyer Advertis- 
ing, Inc. He has been with Geyer 
since 1948. 

J. V. Miniter has been appointed 
Detroit regional director of Litho- 
Paint Poster Co., of Chicago. He 
formerly was associated with a 
major automobile manufacturer. 

A. Frank Backinger and Frank 
Chase have joined R. L. Polk & Co. 
as account executives in the sales 
section of the direct mail] division. 
Both men will be attached to the 
Polk home office in Detroit. 

Shafto H. Dene, vice - president 
and copy chief, and Myron P. 
Kirk, vice-president and director of 
television and radio, have been 
elected senior vice-presidents of 
Kudner Agency, Inc. 

Charles S. Thorn has been ap- 
pointed advertising director of 
Redbook magazine. He has been 
with McCall Corp. since 1937. 


Buffalo Auto Production 
Rolling at Boom Rate 


BUFFALO, N. Y. 


Buffalo’s| district’s two Ford plants, UAW 


auto industry is keeping pace with| officials said. Before the recent new 


the region’s booming steel pro- 
duction rate, a survey of local Ford 
and Chevrolet plants revealed. 
Employment is up approximately 
2,800 for the first six months this 


contract had been signed, work 
stoppages had disrupted production 
periodically. 

The Ford assembly plant here 
produced a record 55,280 cars and 


year compared with the first half} trucks for the first six months of 


of 1954. Payrolls are higher, more 
overtime is being worked and pro- 
duction rates are far above the 
figures for last year. 
Equally encouraging, officials 
of the CIO United Auto Workers 
report that labor relations in the 
auto industry here have improved 
noticably in the past few weeks. 
This is particularly true in the 








DeSoto Sales Winner— 


Marvin Heldt, DeSoto city sales man- 
ager, right, presents the top award in the 
company's ‘do-it-yourself’ sales contest 
to Bernie Freeman, owner of Gateway 
motors, South Gate, Calif., left, and John 
Zwahlen, sales manager. 


this year, compared with 36,969 in 
the previous six months and 43,601 
in the first half of 1954. 

Although the work force re- 
mained steady at approximately 
1,600, the payroll for the six months 
this year was more than $5 million 
as against $4% million in the 1954 
period. 

Frank J. Bushroe, manager of 
the Ford stamping plant in Ham- 
burg, said “employment records 
indicate a 9 percent increase in the 
manpower count” during the first 
six months this year as against 
the same period a year ago. 

The plant’s payroll and the 
number of payroll hours worked 
increased about 28 percent dur- 
ing the same period, he added. 
The stamping plant produces 
parts that are shipped to Ford, 
Mercury and Lincoln plants 
throughout the U. S. and Canada. 

Both Ford plants here now em- 
ploy about 5,700 workers, up from 
a year ago. 

Payroll and employment in- 
creases—both of which indicate 
a higher production rate — were 
equally impressive at the three 
Chevrolet plants in the Buffalo 
region. 

Total employment at the Chevro- 
let motor plant and at the forge 
and foundry, both in Tonawanda, 
and at the gear and axle plant in 
Buffalo increased to 11,742 in the 
first half of 1955 from 9,395 a year 
earlier. 

The total payroll climbed from 
$22,243,000 to $26,489,000 in the same 
period. 





* After original installation. 
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SOME DEALERS HAVE 100% ABSORPTION FIGURES! 


(National Average is 65%) 


We guarantee to Increase your service absorption figures and fill your shop with customer- 
paid labor . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
. train the entire service personnel . free your 


tell you how to correct them . . 
service manager of details, so that he can think . . . free service salesmen of doing 


follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars . . . and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

Flash-A-Call Service Control jn'i02, “thicoso ‘3° "unesis 
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PRODUCTION 
GREY IRON CASTINGS 
ONE OF a NATION'S 


LARGEST AND MOST MODERN 
© PRODUCTION FOUNDRIES 


ESTABLISHED 1866 
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FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 


CHATTANOOGA 2) TENNESSEE 





“Tell Your Story Here!" 


® Mounted or Dismounted in Seconds* 


ay om ne —— ’ Sheet Steel Face 
sale paseuee Non-Visible Brackets Mounted 
© Does Not Interfere with Operation of Trunk Lid 
State Make and Model When Ordering 
$16.50 Lettered —$12.50 Unlettered 
F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundie via Parcel Post. Postage to Be Added. 


Now taking orders for Bumpa-Tel Signs to fit all 1956 model 
cars. Delivery will be made shortly after public introduction 
of 1956 model cars. Orders will be filled in the order in 
which they are received. 


WARREN HASTINGS MOTOR COMPANY, INC. 
MOUNDS, ILLINOIS 




















Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction 
increased $7 last week, according to Automotive News’ index. 


It was the first increase recorded since the week of June 20. 


By individual model, there were only two declines. The price of 
50s dropped $5 and the price of ’52s dipped $7. There was no change 


in the price of ’49s. 


Gains were as follows: '55s, up $25; 54s, up $16; °48s, up $12; ’53s, 


up $11, and ’51s, up $3. 


Record lows were established by the new prices of ’52s and ’50s. 


At a group of representative auctions last week, the average con- 
signment was 196 units. The percentage of sales to offerings was 


712.9 percent. Not 


since June 20 had demand been so strong. The sales 


ratio had been 66.7 a week earlier and 69.7 a month earlier. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


* * * 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Aug. 10.) 


(Fast-paced sale with plenty of ac- 
tivity. Prices steady on clean goods. Sold 
81 cars out of 112 offerings.) 
BUICK—’54 Super sedan, $1,775*; Special 
sedan, $1,350. '53 Super sedan, $1,230°*, 

$1,195*; Riviera 4-dr., $1,190*. '52 Super 
sedan, $790*; Special sedan, $720. "651 
RM sedan, $500*, '50 Super sedan, $410°*. 


CADILLAC—’53 (62) sedan, $2,225* (ps), 
$1,950*. '48 (62) sedan, $500*. '47 (62) 
sedan, $190. 

CHEVROLET—’54 Two-ten sedan, $1,075, 
2 at $1,050, $950; One-fifty sedan, $900. 
’53 Bel Air Sport coupe, $875*; Two-ten 
sedan, $835, $825, $700; One-fifty sedan, 
2 at $650, $590. '52 SL Deluxe sedan, 
$590. '51 SL Deluxe sedan, $525, $510, 
$490. '50 SL Deluxe Bel Air, $475; conv., 
$270; sedan, $240. '49 SL Special sedan, 
$150. 

CHRYSLER—’53 NY Sport coupe, $1,300*. 
’51 Windsor sedan, $460. 50 Windsor 
sedan, $380. 

DeSOTO—’52 Fire Dome (8) Sportsman, 
$600*; sedan, $550*. '51 Custom sedan, 
$425°. 

DODGE — '52 Coronet sedan, $640*. °51 
Meadowbrook sedan, $290. '49 Meadow- 
brook sedan, $190. 

FORD—’55 Custom (8) 4-dr., $1,700. '54 
Custom (8) sedan, $1,230, $1,190. '53 
Custom (8) sedan, $860; Main (8) sedan, 
$710, $670. '52 Custom (8) sedan, $780. 
’51 Custom (8) sedan, $540, $480; $385. 
’50 Deluxe (8) sedan, $200. '49 Custom 
(6) sedan, $220. 

KAISER—’52 Manhattan sedan, $490. 

LINCOLN—’53 Cosmopolitan Sport coupe, 


$1,080*. 

MERCURY—’53 Monterey Sport coupe, $1,- 
290°. ’51 sedan, $585*. ’50 sedan, $390. 
*49 sedan, $215. 

NASH—’53 Ambassador sedan, $610. ’51 

Rambler sport coupe, $295. 

OLDSMOBILE—’51 (88) Holiday, $675*; 


* * * 


Cranbrook sedan, $300. '50 Deluxe sedan, 
$280. '49 Special Deluxe sedan, $265. 


PONTIAC—’53 Chieftain (8) Catalina, $1,- 
220°. ’52 Chieftain (8) sedan, $760*, ’51 
Silver Streak (8) sedan, $585. '50 Sil- 
ver Streak (8) sedan, $490, $360. '48 
Torpedo (8) sedan, $125. 


STUDEBAKER—’52 Champion Sport coupe, 
$395. °51 Commander sedan, $270. 


MISCELLANEOUS—’53 Ford Consul, $500. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Aug. 8.) 

(Had extra cars due to anniversary 
party. Demand good on all ’54 and older 
models, Sold 330 cars out of 500 offer- 


ings.) 

BUICK—’55 Century Riviera coupe, $2,975* 
(ps), $2,645* (ps), 2 at $2,590* (ps); 
Super Riviera, $2,680* (ps), $2,595* 


(ps); Special Riviera, 2 at $2,450*, $2,- 
320°, °54 Super Riviera coupe, $1,855* 
(ps), $1,820*. '53 RM 4-dr., $1,265* 
(ps). °52 Super Riviera coupe, $910*, '51 
Super Riviera coupe, $695*, $680*°, ‘50 
RM 4-dr., $320*, $245*. '49 Super 2-dr., 
$220*, $105*. 

CADILLAOC—’55 (62) coupe deVille, $4,- 
910* (ps), $4,750* (ps), $4,470* (ps); 
4-dr., $4,320* (ps), $4,100* (ps). '54 (62) 
coupe, $3,700* (ps), $3,550* (ps). ’53 
(62) coupe, $2,455* (ps), $2,145* (ps). 
’52 (62) coupe, $1,875*, $1,630*. '50 (62) 
4-dr., $1,170*, $950*. 

OHEVROLET—’55 Bel Air (8) 4-dr., $2,- 
265*, 3 at $2,100*, $1,960*, $1,915*, $1,- 
795*; Two-ten (8) Handyman, $2,250*, 
$2,150, $2,045, $2,000, $1,895; One-fifty 

$1,430; %-ton pickup, $1,425, 5 

$1,380, $1,290, $1,130. °54 Two-ten 
4-dr., $1,175, $1,150. ’53 Bel Air 4-dr., 
$1,045, $1,005*, $950*, $860*. ’°52 SL De- 
luxe 4-dr., $620, $480. '51 SL Deluxe 
2-dr., $315. '50 FL Deluxe 2-dr., $305. 
’49 FL Deluxe 4-dr., $240. '48 FL Aero- 
sedan, $125. 

CHRYSLER—’55 NY station wagon, $3,- 
950* (ps); Windsor station wagon, $3,- 


(98) sedan, $420*. ‘50 (76) sedan, $350. 055* (ps). '52 Saratoga 4-dr., $805*. ’51 


*49 (76) sedan, $125. 
PLYMOUTH—’' 54 Cranbrook conv., $1,200*. 
"51 Cambridge station wagon, 


Saratoga 4-dr., $325. 50 Windsor 4-dr., 
$325. 49 NY club coupe, $195*. 


$600; | DeSOTO—’55 Fire Dome (8) Sport coupe, 
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$2,375*; 4-dr., $2,130*. °54 Fire Dome 
(8) 4-dr., $1,435, ‘53 Fire Dome (8) 
4-dr., $1,005*, $925* (ps). °51 Custom 


station wagon, $835* 


DODGE—’55 Coronet (8) 4-dr., $1,840°*. 


’54 Coronet 4-dr., $1,285*, $880*; Mead- 
owbrook 2-dr., $960*. °53 Coronet 4-dr., 


$1,055, $930*, $855*. '52 %-ton pickup, 


$495. 

FORD—’55 Thunderbird, $2,885* (ps), $2,- 
750°; Fairlane (8) Crown Victoria, $2,- 
390° (ps), $2,375*; Victoria, $2,195*, 
$2,085*, $1,860; 4-dr., $2,150, $1,835°, 
$1,805*, $1,800, $1,785, $1,740*; Custom 
(8) 2-dr., $1,700*, $1,585. 
(8) 2-dr., $1,005, $985, $980, $940. 
Custom (8) 2-dr., $1,090*, $1,020, $815*. 
’52 Crest (8) Victoria, $870*, $830*. ’51 
Custom (8) 2-dr., $440*, $430. ’50 De- 
luxe (8) 2-dr., $355. °49 Deluxe (8) 2-dr., 


$240. 
HUDSON—’51 4-dr., $300. °49 2-dr., $160. 
KAISER—’53 Manhattan 4-dr., $850*. ’52 


4-dr., $465*. 
LINOOLN—’55 Capri 4-dr., $2,775* (ps). 
*54 Capri 4-dr., 2 at $2,040* (ps). ’52 


Capri 4-dr., $820*. 

MEROURY — ’55 Montclair 4-dr., $2,650, 
$2,575*; Monterey coupe, $2,440*; Cus- 
tom 4-dr., $2,050. ’54 Monterey Sun Val- 
ley, $1,705* (ps); Custom 2-dr., $1,460. 
"6563 Monterey 4-dr., $1,215; Custom 4-dr., 
$1,120, $1,090. 

NASH—’53 Statesman Hard Top, $1,400* 
(ps); 2-dr., $720. '52 Ambassador 4-dr., 


$720. 
OLDSMOBILE — ’'55 (98) conv., 


(ps); Holiday, $2,895* (ps); (88) Super 


Holiday, $3,050* (ps), $2,675* (ps), $2,- | 


’54 Custom 
"53 















Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 





























Aug. 1955 July, June, 

Model To Date 1955 1955 
1955................ $2,112 $2,155 $2,167 
SEER aivipeecitices | 1,340 1,372 
A cxivesebicsvev’ 951 948 1,001 
ee 642 656 676 
1951... 459 467 48% 
_ __ ae 324 343 354 
Be sihieticceve 227 238 245 
Co ee : 167 164 179 

Overall ——- 

Average... $ 778 $ 789 $ 810 










$680. °52 Custom (6) 4-dr., $360. ‘51 
Deluxe (6) 2-dr., $365. ’50 Deluxe (6) 
2-dr., $195, $130. 

HUDSON—’53 Wasp 4-dr., $565. °52 Hor- 
net 4-dr., $560. °51 Wasp 4-dr., $415; 
2-dr., $180. 


$3,200* | LINCOLN—’54 Capri coupe, $2,210* (ps). 


MERCURY — '55 Custom 2-dr., 
$1,950. ’°53 Monterey 2-dr., $1,100*; Cus- 


$2,465*, 


625°, $2,575*, $2,385"; Deluxe Holiday,| tom 2-dr., $950. ’50 Custom 2-dr., $405. 
$2,965% (pa), $2,000". wot (88) Super | NASH — ‘53 Statesman 2-dr., $725. °52 
— ws MS apie - ’53 (88) 4-| Statesman 2-dr., $730*. ’51 Statesman 
r., $1,296*, $1,280*, $1,080. '52 (88)| 92-ar., $250. 49 (600) sedan, $130, $110, 


Super Holiday, $950*. ’'51 (98) Holiday, 
$850*. ’50 (98) 4-dr., $475*, $380*. 

PACKARD—’55 Clipper Hard Top, $2,330*. 
°53 Hard Top, $1,180* (ps). ’52 4-dr., 
$670*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
300* (ps); Savoy (8) station agon, $2,- 
100; 2-dr., $1,600. °54 Plaza station 
wagon, $1,205. ’53 Cambridge 4-dr., 2 at 
$680. ’49 Special Deluxe station wagon, 
$475. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,565*, $2,400*, $2,390* (ps); Chieftain 
(8) Catalina, $2,300*; 4-dr., $2,175*. '54 


Star Chief (8) 4-dr., $1,550*. ’53 Chief- 
tain (8) 4-dr., $1,010*, $865. °52 Chief- 
tain (8) Catalina, $930*. °51 Silver 


Streak (8) sedan, $580*, $495*. 

STUDEBAKER—’53 %-ton cab and chas- 
sis, $430. '52 Champion 4-dr., $445. ’51 
Commander 4-dr., $305, 

WILLYS—’55 (4) station wagon, $1,900, 
$1,100. °53 %-ton pickup, $675. ’51 sta- 
tion wagon, $730. '49 jeepster, $550, $500. 

MISCELLANEOUS—’55 GMC %-ton pick- 
up, $1,700; %-ton pickup, $1,425, $1,350; 
International %-ton pickup, $900. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Aug. 10.) 


(No drastic change in prices from pre- 
vious week, Bidding was active and in 
our opinion some cars should have been 
sold at prices offered. Sold 74 cars out 
of 120 entered.) 


BUIOK—’55 Special Riviera, $2,395*. ’53 
Super Riviera, $1,365*; Special Riviera, 
$1,000. ’52 Special 4-dr., $675. ’51 Super 
station wagon, $580*; RM 4-dr., $505*. 
"50 Special 4-dr., $400*, $325*; Super 
Riviera, $390*; conv., $350; 2-dr., $255. 
’49 Super 4-dr., $145. 

OHEVROLET—’55 Bel Air (8) conv., $1,- 
900. ’54 Bel Air club coupe, $1,500*; 
Two-ten 2-dr., $1,075. '53 Bel Air conv., 
$1,000; 4-dr., $875, $860; Two-ten 2-dr., 
$700. ’52 SL Deluxe 4-dr., 
$495, $440; 2-dr., $620*, $515*; coupe, 
$490*. ’51 SL Special 2-dr., $366. 50 FL 
Deluxe 2-dr., $325, $220, $205, $190; SL 
Deluxe 2-dr., $215. '49 SL Deluxe club 
coupe, $140. 

CHRYSLER—’50 Windsor 4-dr., $300*. 

DeSOTO—’49 Custom club coupe, $105. 

DODGE—’53 Coronet 4-dr., $750, ’52 Cor- 
onet club coupe, $445. °51 Coronet 4-dr., 
295. 


$295. 

FORD—’54 Crest (8) club coupe, $1,565*; 
Custom (6) 2-dr., $885. °53 Custom (6) 
4-dr., $810*; Main (6) 2-dr., $625. °52 
Custom (8) 4-dr., $600; Custom (6) 2- 
dr., $565. '51 Custom (8) Victoria, $500*; 
Deluxe (6) 2-dr., $255, '50 Custom (8) 
2-dr., $305, $160; Deluxe (6) 2-dr., $155. 
*49 Custom (8) 4-dr., $140*. 

KAISER—’51 Deluxe 4-dr., $140. 


MERCURY—’54 Custom club coupe, $1,- 
610*. ’°53 Custom 4-dr., $925. °51 club 
coupe, $400. 

NASH—’53 Statesman 4-dr., $625, $540. 

OLDSMOBILE — ’'55 (88) 4-dr., $2,775* 
(ps). ’54 (98) 4-dr., $1,945* (ps); (88) 
4-dr., $1,845*. °53 (98) 4-dr., $1,460* 
(ps), $1,100*, $990*°. ‘51 (98) 4-dr., 
$295* 


PLYMOUTH — '53 Cranbrook 4-dr., $650. 
*51 Cranbrook 4-dr., $350. 

PONTIAC—’53 Chieftain (8) 2-dr., $945*; 
4-dr., $900*. °52 Chieftain (8) 4-dr., 
$700*, $620. ’51 Silver Streak (6) 2-dr., 
$325; coupe, $200. 

STUDEBAKER — 
coupe, $545*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Aug. 9.) 

(Prices off a bit but bidding very good. 
Sold 129 cars out of 149 offerings.) 


BUICK—’55 Special 4-dr., $2,500, 
$2,450. °54 Super conv., $1,875*; 4-dr., 
$1,750*. '53 Special 2-dr., $1,320, $1,225. 
"52 Special 4-dr., $770; Super 2-dr., 
$735*, $705*. '50 RM 4-dr., $375*, $305*. 
"49 Super conv., $190. 

$865*, °46 


CADILLAC — ’51 (62) 
(61) club coupe, $235. 

CHEVROLET—'55 Bel Air (8) conv., $1,- 
830°; 2-dr., $1,750*, $1,615, $1,540; Two- 
ten (6) club coupe, $1,475. '54 Bel Air 
conv., $1,350, $1,245; Town sedan, §$1,- 
005. ’°53 Bel Air conv., $1,145*; 
$1,130*; 4-dr., $890; One-fifty 4-dr., 
$800, $745; 2-dr., $720. '52 SL Deluxe 


*52 Commander: clu b 


4-dr., 


2-dr., $775, $650, $535; 4-dr., $600. °51/| 


SL Deluxe station wagon, $670; 2-dr., 

"50 SL Deluxe 2-dr., $275, $265, 

. '49 SL Deluxe 2-dr., $215. 

SLER — 
'49 NY sedan, $265. 

DeSOTO—’53 Deluxe 4-dr., $990*. '52 De- 
luxe 4-dr., $650. '51 Custom 4-dr., $360. 

DODGE—’55 Meadowbrook club coupe, $1,- 
750. °52 Coronet (6) 4-dr., $535. 


FORD—’55 Thunderbird, $2,600*; Fairlane | 


(8) sedan, $2,100*,. °54 Crest (8) Vic- 
toria, $1,295; Custom (8) 2-dr., $1,405, 
$1,295. '53 Crest (8) conv., $965; Cus- 


2-dr., | 


’52 Windsor club coupe, | 
$725*. °51 Windsor club coupe, 2 at $475. | 


$615*, $500, | 


$2,475, | 


| 
| 


| 


$105. 

OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
350* (ps). ’54 (88) Super 4-dr., $1,935*, 
2 at $1,775*. °53 (98) conv., $1,450*; 
(88) Super 2-dr., $1,360*; 4-dr., $1,090*. 
’52 (88) Super 4-dr., $1,030*, $750. '50 
(88) sedan, $450*; (98) sedan, $300*. 
’49 (88) sedan, $190. 

PACKARD—’53 Clipper sedan, $560*. 

PLYMOUTH—’ 54 Savoy club coupe, $885; 
2-dr., $895; Plaza 4-dr., $935. ’53 Cran- 
brook 4-dr., $815, $715; 2-dr., $605, $530. 
’52 Cranbrook 4-dr., $365, ’°51 Cranbrook 
sedan, $380, $375. ’'50 Deluxe 4-dr., $375, 
$335; 2-dr., $290, 

PONTIAC—’53 Chieftain (8) conv., $1,- 
120*. ’51 Silver Streak (8) 4-dr., $575. 

STUDEBAKER—’53 Champion 4-dr., $700. 
’52 Champion 4-dr., $395. °51 Com- 
mo 2-dr., $200. 50 Commander 2-dr., 


CHICAGO 
(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 9.) 
(Sold 246 cars out of 344 offerings.) 
BUICK—’54 RM Riviera, $2,395* (ps), 
$2,070* (ps); Special 2-dr., $1,975*; Su- 
per Riviera, $1,970* (ps); conv., $1,850*. 


"53 RM Riviera 4-dr., $1,550* (ps); 2- 
dr., $1,145* (ps); Super Riviera 2-dr., 
$1,365*, $1,325*; 4-dr., $1,210*. 


CADILLAC—’55 (62) conv., $4,345* (ps); 
4-dr., $3,725* (ps). ’54 (62) conv., $3,- 
675* (ps), $3,625* (ps), $3,595* (ps); 
coupe, $3,530* (ps), $3,480* (ps); 4-dr., 
—" (ps); (60) Special 4-dr., $3,520* 
Ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$1,945*; Two-ten (8) Delray coupe, $1,- 
735*; Two-ten 2-dr., $1,580; %-ton panel, 
$1,360. ’54 Bel Air conv., $1,500*; 2-dr., 
$1,270*; 4-dr., $1,245* (ps); Two-ten 
station wagon, $1,270; 4-dr., $1,200*. ’53 
Bel Air Sport coupe, $1,190*, $1,100*; 
conv., $1,050; 4-dr., $935*; Two-ten 
Sport coupe, $1,035*. 

CHRYSLER—’52 Saratoga 4-dr., $665*. ’51 
Windsor Newport, $765*; 4-dr., $380*; 
NY 4-dr., $455*; Saratoga 4-dr., $450* 
(ps); Imperial 4-dr., $305*. ’50 Windsor 
4-dr., $340*. 

DeSOTO—’53 Fire Dome 
$1,155* (ps). ’52 Fire Dome (8) 4-dr., 
$595*, $345*. °51 Custom club coupe, 
$450*; Sportsman, $385*. 

DODGE—’55 Coronet (8) 2-dr., $1,600. ’53 
Meadowbrook 4-dr., $650*. 

FORD—’55 Fairlane (8) Crown Victoria, 
$2,180* (ps); Victoria, $2,175*, $1,870*; 


(8) Sportsman, 


conv., $1,990*. °54 Custom (8) 2-dr., 
$1,300*; 4-dr., $1,140*, $1,135*; %-ton 
Pickup, $700. '53 Crest (8) Victoria, 
$1,265* (ps), $1,200, $1,035*; Custom 


= a Sa bel ee 4-dr., $910; 

ain -dr., 5; Main (8) 4-dr., 

$570. - . 

HUDSON—’52 Hornet 4-dr., $595*, $525*; 
Wasp club coupe, $345. ’51 Pacemaker 
2-dr., $200. 

KAISER—’51 4-dr., $495*. 

| ar gee Capri 4-dr., $2,550* (ps). 

apri conv., $1,650* (ps). ’ -dr., 
$395*. ps). 51 4-dr 

MEROURY—’55 Custom 4-dr., $2,070*. '54 
Monterey coupe, $1,825* (ps), $1,795* 
(ps), $1,700* (ps), 4-dr., $1,350*. ’53 
Monterey coupe, $1,410*; 2-dr., $1,070*; 
4-dr., $1,055*, $845*, '52 4-dr., $845°*. 

NASH—’55 Ambassador 4-dr., $1,840*, 53 
Ambassador 4-dr., $1,010*. °52 States- 
man 4-dr., $590*, $490. ’51 Rambler sta- 
tion wagon, $390; Statesman 4-dr., $225. 

OLDSMOBILE—’55 (98) Holiday, $3,000* 
(ps); (88) Super Holiday, $2,845* (ps); 
Deluxe Holiday, $2,525* (ps), $2,355* 
(ps); 2-dr., $2,095*. ’54 (98) Holiday, 
eae (ye). a, (ps); (88) conv., 

’ . (98) conv., $1,560* " 
$1,465* (ps). — 

PACKARD — ’52 (300) 4-dr., $555*. ’51 
(200) 4-dr., $500*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,740*; 
Belvedere (8) 2-dr., $1,595*; Plaza (6) 
station wagon, $1,690. ’54 Belvedere 4- 
dr., $1,165*; Savoy 2-dr., $1,050*; 4-dr., 
$825; Plaza 2-dr., $885. '53 Cranbrook 


4-dr., $725. 

| PONTIAC—’54 Star Chief (8) conv., $1,- 
635*; Chieftain (8) 2-dr., $1,390*. ’53 
Chieftain (8) Catalina, $1,305* (ps), 
$1,235*; conv., $1,295*, $740*; 4-dr., 
$865* (ps). ’52 Chieftain (8) 4-dr., 
$675*; conv., $645*. 

STUDEBAKER — ’53 Commander club 


coupe, $865; 4-dr., $710*; Champion 4- 
dr., $585. °52 Commander 4-dr., $300. 
*51 Champion 2-dr., $215*. 

WILLYS—’50 jeepster, $410. 


ALBANY 


(Tim Anspach Auto Auction, Sale every 
Monday. Prices are for sale of Aug. 8.) 


(Due to light consignments and better 
car quality, a vigorous spurt in prices 
for low mileage, ready-to-sell autos made 
the auction here today one of the best 
for this time of year. We sold 134 cars 





tom (8) 2-dr., $850, $800; Main (6) 2-dr., | BUICK—'55 Special Riviera, 


out of 161 offerings.) 


$2,450°. ‘54 


Special 2-dr., $1,570*. ’53 Super Riviera, 
$1,200*, $950*; RM Riviera, $1,160* (ps); 


4-dr., $825* (ps); Special 
’52 Super Riviera, $890*, $750*, $700*. 
’51 Super 4-dr., $650*%, $550*, $545*; 
Riviera, $560*; RM Riviera, $550*; 4-dr., 
$490; Special Riviera, $525*; 4-dr., $470°*. 
’50 Super 2-dr., $390*. °49 Super conv., 


2-dr., $890. 


$190; 4-dr., $120; RM conv., $110*. ‘48 
RM 4-dr., $110*. 

CADILLAC—’50 (61) coupe, $1,175"; 4- 
dr., $970*; (62) 4-dr., $1,010*. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
670. ’54 Bel Air conv., $1,275; 4-dr., 
$1,260*, $1,070. °53 Bel Air 4-dr., $1,- 
080*, $975; Two-ten 2-dr., $885, $850, 
$720; One-fifty 2-dr., $750. 52 SL De- 
luxe 4-dr., $700, $650, $620, $610*; SL 


Special 4-dr., $420. '51 FL Deluxe 4-dr., 
$470*, $460; SL Deluxe 4-dr., $460, 
$370*. °50 SL Deluxe 2-dr., $360; 4-dr., 
$300*; club coupe, $290; SL Special 4- 
dr., $290. °49 SL Deluxe 2-dr., $300; 
club coupe, $220, $160. 


DeSOTO—’55 Fire Dome (8) Sport coupe, 
$2,350*. ’°53 Custom 4-dr., $1,100*. 

DODGE—’55 Coronet (8) 4-dr., $1,880*. 
50 Wayfarer 4-dr., $300; Meadowbrook 
4-dr., $220*. 

FORD—’55 Fairlane (8) Victoria, $2,080*; 
2-dr., $1,960*. °54 Custom (8) 4-dr., 
$1,325*, $1,080. °53 %-ton pickup, $590. 
"52 Custom (6) 2-dr., $640; Main (8) 
4-dr., $555. °51 Deluxe (8) 4-dr., $420°*; 
2-dr., $360; Custom (8) 4-dr., $330. ’50 
Custom (8) 2-dr., $400; Deluxe (6) 4-dr., 
$250. '49 Custom 4-dr., $320, $190; coupe, 
$290. 


HUDSON—’55 Rambler 2-dr., $1,175. ’54 
Super Jet 2-dr., $725. °50 Pacemaker 
4-dr., $210. 


KAISER—’52 Deluxe 4-dr., $310. 


MEROURY—’53 Custom Sport coupe, $1,- 
180*; 2-dr., $860. °'52 Monterey 4-dr., 
$690. ’°51 club coupe, $325*, $320*; 4-dr., 
$510. ’50 conv., $230. °49 4-dr., $220*. 


NASH—’51 Statesman 4-dr., $190. 


OLDSMOBILE—’55 (88) Holiday, 2 at $2,- 
500*; Super 4-dr., $2,450*, $2,380*. °54 
(88) Super 4-dr., $1,850*. °53 (98) 4-dr., 
$1,000*. ’°52 (98) 4-dr., $900*; (88) 4-dr., 
$700*. '50 (98) 4-dr., $300*; (88) Holi- 
day, $470*; Super 4-dr., $290*; Deluxe 
4-dr., $210*. ’49 (98) Holiday, $320*. 


PACKARD—’51 Clipper 4-dr., $230*. °49 
4-dr., $120, $105. 


PLYMOUTH—’53 Cranbrook 4-dr., $840*, 
$770; Cambridge 4-dr., $640, $570. °52 
Cranbrook conv., $640. °51 Cranbrook 
4-dr., $475, $470. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
000*. 53 Chieftain (8) Catalina, $1,400*. 
"52 Chieftain (8) 4-dr., $670*, $550*. '50 


Silver Streak (8) 4-dr., $670*, $550°; 
Catalina, $450*; 2-dr., $120*; Silver 
Streak (6) 4-dr., $300; 2-dr., $410. '49 


Silver Streak (8) conv., $145*. °48 Tor- 
pedo (6) 2-dr., $130*. 

STUDEBAKER—’54 Champion Sport coupe, 
$1,150*. °53 Commander coupe, $825*; 
Champion 4-dr., $560. °52 Champion 4- 
dr., $310*. °50 Champion club coupe, 
$170*; 4-dr., $170. °49 Champion conv., 
$170; club coupe, $130. 

WILLYS—’53 Falcon 2-dr., $480*. 

MISCELLANEOUS—’52 Ford Consul 4-dr., 
$260; Hillman Minx 4-dr., $200. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Aug. 5.) 


(Sold 204 cars out of 298 offerings.) 


BUICK—’55 Special Riviera, $2,565*, $2,- 
440*, $2,405*, $2,250*°. ’54 Super Riviera, 
$1,865* (ps). °51 Super 4-dr., $550°*, 


(Continued on Page 37, Col. 1) 
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$605*. °50 Super 4-dr., $380. °49 RM 


4-dr., $175*. 

CADILLAC—’55 (62) conv., $4,375* (ps); 
coupe, $4,065° (ps). '53 (62) 4-dr., $2,- 
885* (ps). 


CHE VROLET—’55 Bel Air (6) conv., o. - 
750; Two-ten (6) 2-dr., $1,505. '54 
Air coupe, $1,450*; Two-ten 2-dr O00. 


'53 Two-ten 4-dr., $895; One-fifty 2-dr., 
$645. "52 SL Deluxe 2-dr., $585, $555, 
$550, $470. '51 SL Deluxe Bel Air, $450; 
4-dr., $545, $535*, $385, $350, $330. '50 


SL Deluxe Bel Air, $445; conv., $155*. 
49 SL Deluxe club coupe, $240. '48 FM 
4-dr., $150. 
CHRYSLER — ’'51 Windsor 4-dr., $435*, 
$425*; NY 4-dr., $300* (ps). 
152 Fire Dome (8) 4-dr., $385* 
(ps). °50 Custom 4-dr., $180. 
DODGE—’54 Coronet 4-dr., $1,210*. ‘53 


Coronet 4-dr., $790, $745, $745*, $700, 
$695; Meadowbrook 4-dr., $595, $545. '52 
Meadowbrook 4-dr., $300. '51 Meadow- 
brook 4-dr., $300. '49 %-ton pickup, $250. 

FORD—’55 Fairlane (8) Victoria, $1,930", 
$1,865*; 2-dr., $1,755*, $1,570; Custom 
(8) 4-dr., $1,655*, $1,580; Custom (6) 
2-dr., $1,335. '54 Custom (8) 4-dr., $1,- 
325%, $1,095; Deluxe (6) 2-dr., $1,025, 
$700*. ’°53 Custom (8) 4-dr,, $990, 0. 
’52 Custom (8) 2-dr., $635. '51 Custom 
(8 Victoria, $535, $520*; 2-dr., $425, 
$315. '50 Custom (8) 4-dr., $400, $285, 
$145. 

HUDSON—’55 Rambler club coupe, $1,- 
490°. ’52 Hornet 4-dr., $305*. '50 Com- 
modore (6) 4-dr., $200, $130. 

KAISER—’51 Special 4-dr., 2 at $175; De- 
luxe 2-dr., $155*. 

LINCOLN—’55 Capri 4-dr., 

MERCURY—’55 Montclair coupe, 
"52 2-dr., $800. '51 2-dr., $605. ’50 4-dr., 
$100, °49 4-dr., $215. 

NASH—’51 Statesman 4-dr., $440*, $210; 
Rambler station wagon, $415. 

OLDSMOBILE — '55 (88) Holiday 4-dr., 
$2,640*; coupe, $2,500*. '54 (98) conv., 
$2,500* (ps). 53 (88) Super 4-dr., $1,- 
350°. ’51 (88) 4-dr., $570*, $435°. ‘50 

(88) 2-dr., $560*, $300*, $250°; (98) 4- 

dr., $320°, $225*. ’49 (88) conv., $150°*. 

PACKARD—’ 52 Clipper 2-dr., $485°. "51 
Clipper Mayfair coupe, $485*. 

PLYMOUTH—’53 Cranbrook 2-dr., $575. 
‘52 Cranbrook 2-dr., $325; Concord 2-dr., 
$275. '50 Special Deluxe 2-dr., $130. °49 
Special Deluxe 2-dr., $130. 

PONTIAC—’55 Star Chief (8) Catalina, 
$2,245*. °54 Chieftain (8) Catalina, $1,- 
675* (ps). °53 Chieftain (8) Catalina, 
$1,110*, $1,100*; 4-dr., $940*, $800. ‘52 
Chieftain (8) 2-dr., $765*, a 
Silver Streak (8) 2-dr., $565, $520*, 

. 49 Silver Streak (8) conv., $120*. 

STUDEBAKER ’53 Commander club 
coupe, $910; 2-dr., $775; Champion 4-dr., 
$615*. ’50 Champion 4-dr., $160*; coupe, 
$120*. °49 %-ton pickup, $185. 

WILLYS—’47 (4) station wagon, $185. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of Aug. 9.) 


(Market still very solid on sharp mer- 
chandise. Sales percentage off a little 
but bidding was active throughout sale. 
Sold 107 cars out of 155 offerings.) 
BUICK—’54 Special Riviera 2-dr., $1,915*; 

2-dr., $1,565; Super Riviera 2-dr., $1,- 
905°; 4-dr., $1,745*. '53 RM Riviera 
2-dr., $1,305* (ps); 4-dr., $1,225° (ps); 


$3,000* (ps). 
$2,350°. 


Special Riviera 2-dr., $1,245*%, $1,205; 
Super Riviera 4-dr., $1,190*, ’°52 Special 
4-dr., $850*, $825. '51 Super Riviera 
2-dr., $600*; 4-dr., $575*; ial 4-dr., 
$325. °50 Special 4-dr., ©; 2-dr., 
$205; Super 4-dr., $195. 
CADILLAC—’53 (62) 4-dr., $2,025%. °’49 


(62) 4-dr., $560*. 
VROLET ’55 Two-ten (8) station 
wagon, $1,955; Two-ten (6) 4-dr., $1,425. 
"54 Bel Air 2-dr., $1,315*; Two-ten 4-dr., 
$1,050; One-fifty’ 2-dr., $905. ‘53 Bel Air 
Sport coupe, $1,005; 2-ar., $965, $825*; 
4-dr., $830; Two-ten 2-dr., $855, 
4-dr., $835*, $785. '52 SL Deluxe Bel Air, 
$825; 4-dr., $625*; 2-dr., $625°, $490. 
"51 SL Deluxe 2-dr., $480, $415; FL De- 
luxe 2-dr., $435, $415, $370. '50 SL De- 
luxe 2-dr., $265, $235; FL Deluxe 4-dr., 
$245. °49 FL Deluxe 2-dr., $185. 

CHRYSLER—’53 NY 4-dr., $1,110* (ps). 

DeSOTO—’53 Fire Dome (8) 4-dr., $1,075*. 
48 4-dr., $115*. 

DODGE—’53 Coronet 4-dr., $745. '51 Coro- 
net club coupe, $325. ’50 Coronet 4-dr., 
$215*.. 49 club coupe, $170. 

FORD — '55 Fairlane (8) conv., $2,035; 
Main (8) station wagon, $1,810; Main 


has those rugged 


TRANSTAR 
TRUCKS 
tor $6? 





(6) station wagon, $1,695; Custom (6) 
2-dr., $1,500° ’°54 Crest (8) conv., $1,- 
515* (ps), $1,300*; 4-dr., $1,400*; Main 
(8) 2-dr., $845%; %-ton pickup, $725. 
’653 Crest (8) station wagon, $1,200; Vic- 
toria, $1,125*; conv., $750; Custom (6) 
4-dr., $680. "52 Custom (8) conv., $660. 
*51 Custom (8) 2-dr., $415; Custom (6) 
2-dr., $350, $280; Deluxe (8) 2-dr., $160. 
’650 Custom (6) 2-dr., $297. '49 Custom 
(6) club coupe, $100. 

MERCURY—’53 Monterey Hard Top, $1,- 
275. ‘52 2-dr., $810. °51 4-dr., $520; club 


coupe, $495*. °49 club coupe, $200. 
NASH—’53. Statesman Hard Top, $950°*, 
toon. 4-dr., $925*. °'51 Statesman 2-dr., 
5. 
OLDSMOBILE—’55 (98) club coupe, §$2,- 
700* (ps); (88) 2-dr., $2,100. ‘54 (88) 
Super 4-dr., $1,900* (ps). ’51 (88) 4-dr., 


$615*; (98) conv., $605*. 
PACKARD—’51 4-dr., $390*. 
PLYMOUTH—'54 Belvedere 4-dr., $1,075*. 
‘563 Cranbrook 4-dr., $800*%; Cambridge 
4-dr., $415. °52 Cranbrook club coupe, 
$450; 4-dr., $430. °51 Cranbrook Belve- 
one $500; 4-dr., $435; Cambridge 4-dr., 
PONTIAC—’55 Star Chief (8) conv., $2,- 
375*; Chieftain (8) 2-dr., $1,930°, '54 
Star Chief (8) Catalina, $1,705*, '53 
Chieftain (8) Catalina, $1,300*. ’52 
Chieftain (8) Catalina, $915*. '50 Silver 
Streak (8) coupe, $350°. 
STUDEBAKER — ‘52 Commander 2-dr., 
$280. '51 Champion club coupe, $275. 
fice US —'26 Hupmobile 4-dr., 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Aug. 5.) 
(Sold 206 cars out of 314 offerings.) 
BUICK—’55 RM 4-dr., $2,700* (ps); Spe- 
cial 2-dr., $2,110*, $2,090*. '53 Special 
4-dr., $1,025*. °52 Special 4-dr., $670*. 
’51 Special 4-dr., $530*; 2-dr., $405, '48 
Special conv., $110. ’39 4-dr., $200. 
CADILLAO—’55 (62) 4-dr., $3,975* (ps), 
$3,775* (ps). '54 (62) ‘coupe, $3,350° 
(ps). °53 (62) 4-dr., $2,475*, $2,200° 
(ps); coupe deVille, $2,300* (ps); conv., 
$2,300* (ps); (60) Special 4-dr., $2,300*. 
CHEVROLET—’55 Bel Air (8) Sport coupe, 
$1,845*; Bel Air (6) 2-dr., $1,011*°; Two- 
ten (8) Delray coupe, $1,820* (ps); 
4-dr., $1,790*, $1,725, $1,550; One-fifty 
2-dr., $1,225. ’°54 Bel Air 2-dr., $1,170*; 
Two-ten 4-dr., $1,135*, $1,100; Delray 
coupe, $1,100; 2-dr., $1,080, $1,075, $1,- 
030. '53 Bei Air 4-dr., $1,075*; coupe, 
$1,000; One-fifty 4-dr., $825; 2-dr., $700, 
$675, $650. °52 SL Deluxe 4-dr., $695. 
‘651 SL Deluxe Bel Air, $630°. 
CHRYSLER—’54 NY 4-dr., $2,150* (ps). 
*53 NY coupe, $1,100*. ’52 Windsor conv., 
. 


$400°*. 

DeSOTO—’53 Fire Dome (8) 4-dr., $855*. 
'49 4-dr., $165. 

DODGE—’53 %-ton pickup, $410. '51 Cor- 
onet 4-dr., $400*, $125*. '50 Meadow- 
brook 4-dr., $400; Coronet 4-dr., $400. 
47 4-dr., $100. 

FORD —'55 Fairlane (8) conv., $2,180* 
(ps); station wagon, $2,070, $1,950, $1,- 
865; Town sedan, $1,960*, $1,950*; 2-dr. 
2 at $1,800%; 4-dr., $1,725; Custom (8) 
4-dr., $1,825*, $1,650, $1,580; 2-dr., Cus- 
tom (6) 4-dr., $1,730*; 2-dr., $1, 400; - 
ton pickup, $1, 350, $1, 275. '54 Custom 
(8) 4-dr., $1,315, $1,215, $1,105; 2-dr., 
$1,170*, $1,150. °53 Crest (8) Victoria, 


$1,215°. 

HUDSON—’52 Hornet club coupe, $5356°; 
Wasp 4-dr., $160. '50 4-dr., $100. 

MERCURY — ’55 Montclair Sport coupe, 
$2,450°, $2,425°, $2,350°; Monterey 4- 
dr., $2,150°, °54 Monterey 4-dr., $1.0 510° 
(ps). '53 4-dr., $1,200*, $1,175*, $1,145°. 
‘52 Monterey 4-dr., $850°. "61 4-dr., $560, 
$450; coupe, $405. '50 coupe, $425°. 

NASH — ’53 Statesman 4-dr., $830. ’52 
Rambler station wagon, $550. ’51 States- 
man 4-dr., $375; Ambassador 4-dr., $175. 

OLDSMOBILE — '55 (98) 4-dr., $3,150*; 
(88) Super Holiday, $2,750*, $2,485° 
(ps), $2,400*, $2,100. '53 (98) 4-dr., $1,- 
210°. (88) 4-dr., $765*. '49 (98) 4- 
dr., $22 

PA CkARD— 52 Clipper 4-dr., $400. 
dr., $250. 

PLYMOUTH—’55 Belvedere (8) 2-dr., $1,- 
875, $1,555. '54 Belvedere 2-dr., $1, 100; 
Savoy 4-dr., $960; Plaza 4-dr., $900. 
Cranbrook sedan, $735; coupe, $720. '52 
Cambridge 4-dr., $450. ‘51 Cambridge 
4-dr., $400. '50 Deluxe 4- dr., $325. 

PONTIAC—'55 Chieftain (8) station wag- 
on, $2,550*. °53 Chieftain (6) 4-dr., $845. 
’51 Chieftain (8) 4-dr., $540; Catalina, 
$510*. ’50 Silver Streak (8) 4-dr., $350. 
‘47 Torpedo (8) 4-dr., $160 

STUDEBAKER *53 Champion coupe, 
$625. °52 2-dr., $495. °51 coupe, $300*. 
49 2-dr., $100. °48 coupe, $175. °47 
coupe, $170. 

WILLYS — ’'53 station wagon, $575. '52 
2-dr., $360. '49 station wagon, $200. 


EBENSBURG, PA. 


. (Ebensburg Auto Auction. Sale every 

Thursday. Prices are for sale of Aug. 11.) 
(Clean units continuing at top dollar. 

Junk bringing junk prices and little de- 
mand. Sold 97 cars out of 128 offerings.) 

BUICK—’53 Super 4-dr., $1,180*. '52 Spe- 
cial 4-dr., $740. ’'51 Super Riviera 4-dr., 
$775*. ’50 station wagon, $455°, '49 RM 
4-dr., $200*. 

CADILLAC—’49 (60) 4-dr., $500°, 

CHEVROLET—’55 (6) conv., $2,140°; Bel 
Air (6) 4-dr., $1,750. "53 (150) 2-dr., 
$705; club coupe, $725. °52 SL Deluxe 
4-dr., $605*. '51 SL Deluxe 2-dr., $455*; 
conv., $520. "50 SL Special 2-dr., $430. 
"49 FL Deluxe 4-dr., $375; SL ‘Special 
2-dr., $205; SL Deluxe conv., $275; club 
coupe, $255; 2-dr., $195, $190, 46 1%- 
ton tow, $325. 

CHRYSLER—’52 Imperial Newport, $740°. 
’47 Windsor conv., $135. 

50 Custom club coupe, $400°*. 
'49 Custom 4-dr., $150. '48 Custom 4- 
dr., $320*; club coupe, $200. 

DODGE—’54 Custom conv., $1,130*; Coro- 


"49 4- 


net 2-dr., $1,175*. ‘53 Coronet 4-dr., 
$800*; Diplomat 2-dr., $760; Meadow- 
*52 Coronet club coupe, 


brook 4-dr., $600. 
. 


$500*. 

FORD—’54 (8) Ranch Wagon, $1,430; 2- 
dr., $1,075, $1,000. ’53 (8) %-ton pickup, 
$635; Main (6) 4-dr., $730; (8) 4-dr., 
$775; 2-dr., $730; Custom (8) 4-dr., $900; 
Ranch Wagon, $1,050. ‘52 (8) conv., 


$655. '51 (6) %-ton pickup, $310; De- 
luxe (6) 2-dr., $500; Victoria (8) $610*, 
$475. °50 Custom (8) 2-dr., $400, $370°*, 


$340, $325, $270. '49 Custom (8) 4-dr., 


$250*, $160; 2-dr., $285°. 

HUDSON—’53 Hornet club coupe, $900*. 
’51 Hornet 4-dr., $245*; Pacemaker 4-dr., 
$215*. °50 Pacemaker 4-dr., $200. °48 
Commodore 4-dr., $200. 

MERCURY — '52 4-dr., $800*. °50 4-dr., 
$450*. 

NASH — '51 Statesman 4-dr., $295. °'49 
(600) 4-dr., $105. 

OLDSMOBILE — ’'55 (88) 2-dr., $2,525*; 


Super (88) 4-dr., $2,500*, 
$315*. 
PLYMOUTH — '52 Cambridge club coupe, 
$495. °51 Savoy Suburban, $620; Belve- 
dere, $580; Cranbrook 2-dr., $460. °'50 
Special Deluxe 4-dr., $390, $240. °'49 
Special Deluxe club coupe, $305, $200. 


"49 (98) 4-dr., 


qae0 Special Deluxe 2-dr., $105. ’47 4-dr., 
PONTIAC — '52 Catalina, $720*°. '47 (8) 


sedanette, $100. 

STUDEBAKER ‘51 Commander 4-dr., 
$285*; Starlite coupe, $245*. °50 Com- 
mander club coupe, $310*. 

WILLYS—’53 Aero 2-dr., $510. 

oo — '53 Henry J 2-dr., 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 10.) 


(Western buyers picked up market. 
Sold 121 cars out of 172 offerings.) 


BUICK—’55 Special conv., $2,490*; Hard- 
top, $2,350*, $2,225*; Super 4-dr., $2,- 
570* (ps). '54 RM 4-dr., $1,910* (ps); 
Century Riviera, $1,900*. ’53 Super 4-dr., 
$1,110* (ps); conv., $1,325* (ps). "51 
RM 4-dr., $585*. 

CADILLAC — ’'55 (62) Hardtop, $4,000* 
(ps), $4,090* (ps); 4-dr., $3,965* (ps), 
$3,970* (ps), $3,990* (ps): Spe- 
cial 4-dr., $3,650* (ps). x 
$2,365* (ps), $2,315* (ps). ’52 (60) 4-dr., 
$1,890* (ps). ’50 (61) 4-dr., $875*. °49 
(60) club coupe, $635*. 

CHEVROLET—'55 Bel Air 4-dr., $1,850. 
"54 (210) 4-dr., $1,090, $1,085, $1,070. 
*53 (210) station wagon, $1,100*; 2-dr., 
$960; Bel Air 4-dr., $1,015*, $990, $980. 
"52 SL Deluxe 4-dr., $705; 2-dr., $580, 
$540. '51 SL Special 2-dr., $410, $330; 
FL 2-dr., $515. '50 2-ton truck, $475. 

CHRYSLER—’53 Windsor 4-dr., $945. '50 
NY Hardtop, $425. 

DeSOTO—’53 Custom (8) 4-dr., $1,050* 
(ps). °52 Custom (8) 4-dr., $750*, $615°*. 

DODGE—’53 Meadowbrook 4-dr., $695. ’51 
Coronet 4-dr., $575. 

FORD — '55 Thunderbird, $2,815* 
Crown Victoria, $2,270*, $2,200*; 
liner conv., $2,106*; 
$1,845*, $1,795; 4-dr., $1,925*, $1, 990°; 
Custom (6) 4-dr., $1,575. "54 Custom 
Victoria, $1,420; Main (6) 2-dr., $910. 
’53 Custom (8) 4-dr., $960*, $945*. °52 
(6) 2-dr., $565, $540; (8) 2-dr., $715; 
Victoria, $870*. 51 (8) conv., $525°*. 

KAISER—’51 2-dr., $340*. 

LINOCOLN—’51 4-dr., $655*. 

MERCURY — ’'55 Montclair (8) Hardtop, 
$2,455*; Custom 2-dr., $2,050*. °54 Mon- 
terey 4-dr., $1,525°. °52 Custom 4-dr., 
$900*. °49 Custom 4-dr., $275. 

NASH—’53 (600) 4-dr., $905. 

OLDSMOBILE — '55 (98) Holiday coupe, 

(ps); Holiday 4-dr., ,065* 
2-dr., $2,520; Super (88) 4-dr., 
Holiday, $2,720* (ps), $2,635° 

Standard (88) 2-dr., $2,340*, $2,- 

. ‘54 (88) Hardtop, $2,085* (ps). 
*53 (98) 4-dr., $1,480*, $1,465*, $1,390*; 
(88) 2-dr., $1,500*, $1,415*. ’52 (88) 4- 
dr., $1,055*. 

PACKARD—'55 (200) 4-dr., $2,150. 

PLYMOUTH—’55 Plaza 4-dr., $1,495, $1,- 
430; Savoy .2-dr., $1,600. °54 Cranbrook 
4-dr., $995*, $975*, $960. '53 Suburban, 
$1,030. °52 Cranbrook 4-dr., $505. 

PONTIA ‘55 (8) Catalina, $2,060*; 


(ps) ; 
Sun- 
Custom (8) 2-dr 


cCc— 


Hardtop, $2,180* (ps). '54 Chieftain (8) 
4-dr., $1,365*, $1,195. '53 Chieftain (8) 
4-dr., $1,060*, $1,035*, $1,015*, $780; (6) 
-dr., $800. '52 (6) 2-dr., $600. '51 2-dr., 
$535, $425. '50 (8) 4-dr., $300. 


WILLYS—’48 station wagon, $220. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday, Prices are for sale of Aug. 11.) 


(An inereasing number of buyers are 
attending every week, More clean cars 
are needed, the prices remain steady.) 
BUICK—’54 Super 4-dr., $1,810*, '53 RM 

4-dr., $1,275*. '52 Deluxe Riviera 2-dr., 
$935*; Deluxe (8) 2-dr., $595*. 
CHEVROLET—’55 Bel Air (6) sport coupe, 
$1,860. °54 Bel Air (6) 2-dr., $1,270; 
Two-ten 4-dr., $1,195; 2-dr., $1,095; 4- 
dr. station wagon, $1,130. °53 One-fifty 
2-dr., $730. '52 SL Deluxe 4-dr., $600, 
$590, $570*. '51 SL Deluxe 2-dr., $395*. 

’49 FL Deluxe 4-dr., $305; conv., $250; 

2-ton flat bed, $300. 


CHRYSLER—’54 NY Deluxe 4-dr., $1,600*. 
‘53 Windsor (6) 4-dr., $980*; Deluxe 4- 
dr., $975*. °50 Windsor (6) Newport, 
$450*; 4-dr., $365*°. °49 Windsor club 
coupe, $290. 

DODGE — ’'54 Royal 4-dr., $1,300*. '52 
Meadowbrook 4-dr., $550*. °50 Wayfarer 
2-dr., $295. '49 Coronet club coupe, $295. 


FORD — ‘55 Country sedan (8) $2,170; 
Fairlane (8) 2-dr., $1,940*; Custom (8) 
4-dr., $1,705*, '54 Custom (8) 2-dr., 
$1,080*; 4-dr., $1,060; Main (8) 2-dr., 
$980. '53 Victoria, $1,205*, $1,170, $1,- 
140; Custom (8) conv., $905*; Main (8) 
4-dr., $825; 2-dr., $760, $710, "52 Vic- 
toria, $710*; Main (8) 2-dr., $675, '51 
Victoria, $600*; Custom (8) 2-dr., $520, 
$420, $410*; conv., $505; club coupe, 
$500; Main (6) 2-dr., $350; %-ton panel, 
$495. '50 Custom (8) club coupe, $550; 
4-dr., $455°; 2-dr., $345; (6) club coupe, 
$365*. *49 Custom (8) 2-dr., $300, $200; 
station wagon, $125. 


HUDSON—’51 Pacemaker conv., 


MERCURY—’54 Monterey conv., $1,785*. 
’53 Monterey 4-dr., $1,200*; 4-dr., $1,- 


110*. 

OBILE — ’55 Super (88) Holiday, 

’54 (98) 4-dr., $2,070* (ps); 

. 53 (88) 4-dr., $1,- 

$1, 150. 52 (98) Holiday, $1,195*. 

"51 (88) 4-dr., $€610*. '50 (88) 4-dr., 
$395*. °49 (88) 4-dr., $400. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,875*. 
’54 Belvedere (8) 4-dr., $1,300. '53 Cam- 
bridge 4-dr., $680; 2-dr., $675*. ’52 Cam- 
bridge 4-dr., $545. ’51 Cranbrook 4-dr., 
$460, $390, $340; club coupe, $400, $375. 
'49 Deluxe 4-dr., $295. 

PONTIAC — ’54 Star Chief Deluxe 4-dr., 
$1,490*; Custom 4-dr., $1,160. ’°53 Chief- 
tain Deluxe (8) 4-dr., $900*, $880. ’52 
Chieftain (8) 4-dr., $710*. °51 Silver 
Streak (8) 4-dr., $490. °50 Silver Streak 
(8) 4-dr., $325*, $285; 2-dr., $305. 
iTUDEBAKER—’53 Commander (8) coupe, 
$725°. 

MISCELLANEOUS—’51 GMC %-ton pick- 
up, $475. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Aug. 11.) 


(Prices firm on sharp automobiles. De- 
mand for trucks still strong. Sold 59 out 
of 82 offerings.) 

BUICK—’55 Century Hardtop, $2,385*. '54 
Special 2-dr., $1,375. '53 RM Riviera, 
$1,300* (ps); ae $1, 240* (ps); Special 
2-dr., $980, $880; 4 

CADILLAC—’50 (62) “#-dr., $1, 090°. 

CHEVROLET—’54 Two-ten 4-dr., $1,110. 
’53 Two-ten 4-dr., $830*, $775; One-fifty 
-dr., $745; 1%-ton (4100) $1,030; 2-ton 
COE truck, $1,000. 52 SL Special Sport 
coupe, $410. ’51 SL Special 2-dr., $435. 


$250*. 
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’50 1%-ton truck, $475; COE (5700) 
truck, $870. '49 SL Deluxe 4-dr., $275. 


’52 Fire Dome 4-dr., $690* (ps). 
‘60 Deluxe 4-dr., $310*. 


DODGE—’51 Coronet 4-dr., $360*, 

FORD — ’'55 Country (8) sedan, $2,130*; 
Main (8) Ranch Wagon, $1,990*; 4-dr., 
$1,520. ’°53 Custom (8) 4-dr., $975; 2-ton 
F-6, $890, $875. '52 Custom (6) 4-dr., 
$600*; 2-ton truck, $740, $690, $655, '51 
Custom (6) 4-dr., $545; Deluxe 2-dr., 
$380. '50 Custom (8) 4-dr., $415; 2-ton 
truck, $650, $545. °49 Custom (8) 4-dr., 
$250; F-5 truck, $460; %-ton pickup, 
$425; 2-ton truck, $170. 

KAISER—’51 2-dr., $100. 

MEROCURY—’51 club coupe, $495. 
coupe, $260. 

a 55 Super (88) Holiday, 


$2,600* (ps). 

PLYMOUTH — ‘54 Plaza 4-dr., $865. ‘53 
Cambridge 4-dr., $670. ‘51 Cranbrook 
4-dr., $310, '49 4-dr., $170. 

PONTIAC—’52 Chieftain 4-dr., $605*. ‘50 
2-dr., $255*. 

STUDEBAKER—’53 2-ton truck, $460. '52 
Commander 4-dr., $400, '51 Commander 
4-dr., $260. '49 Champion 4-dr., $110. 

—— GMC 2-ton truck, 





'49 club 


BROOKLYN, N. Y. 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Aug. 9.) 


(Weather warm. Market off slightly 
on late models but demand for all types 
of clean merchandise remains strong. 
Sold 136 cars out of 184 offerings.) 
BUICK—’53 RM 4-dr., $1,065*. ’°52 Special 

4-dr., $740*; Super 4-dr., $750*. ’51 Su- 

per 2-dr., $600*. '50 Special 4-dr., $250*. 

CADILLAC—’52 (62) conv., $1,800*, $1,- 
370*; 4-dr., $1,570*%. °49 (62) 4-dr., 
$130*. '48 (62) 4-dr., $540*, $310*. 

CHEVROLET—’54 (210) 4-dr. -, $1,030, $1,- 
015, $1,000, $985, $965; 
$1, 025, $1,005, $985, $945, 
4-dr., $925, $885; 2-dr., $845, 
$825; station wagon, $1,270*. 
4-dr., $750; 2-dr., $800, $770,, $760 
$730*, 2 at $715, $710, $685, $650; (150) 
4-dr., $740, $625, $615; 2-dr., $670, $650, 
$575; club coupe, $645; station wagon, 
$560, $520. 52 conv., $705*, station wag- 
on, $630. ’51 Deluxe 4-dr., $415*, $370; 
conv., $560*. ’50 Special 4-dr., $290; De- 
luxe 2-dr., $460, $335*, $240*. '47 FM 
conv., $125. 

CHRYSLER—’53 Windsor Newport, $1,- 
005*, ’°52 NY conv., $765*. ’51 Windsor 
4-dr., $460*, $435°; Saratoga 4-dr., $460°*. 
50 NY conv., $505*, $330*. ’49 Windsor 
conv., $220. 

DeSOTO—’52 Fire Dome 4-dr., $560*. ’5 
Custom conv., $340*, 

DODGE — 53 Coronet Diplomat, $735*; 
Meadowbrook 4-dr., $605. ’52 Coronet se- 
dan, $505*, '51 Coronet 2-dr., $390. ’50 
Coronet 2-dr., $225*. °49 Meadowbrook 
4-dr., $215*; Coronet 4-dr., $175*. 

FORD—'55 Custom (8) 4-dr., $1,425*, $1,- 
385*. °53 Custom (8) 2-dr., $710; "Main 
(8) 2-dr., $425. '52 Custom (6) 4-dr., 
$630*. ’51 Custom (8) 2-dr., $485; Vie- 
toria coupe, $425*. ’°50 Custom 4-dr., 
$300, $275. '49 Custom conv., $150. 

HUDSON—’52 Wasp 4-dr., $270*. ’51 Hor- 
net 4-dr., $330*. 

KAISER — ’'53 Traveler 4-dr., $375°. ‘51 
Deluxe 4-dr., $130; 4-dr., $230. 

LINCOLN—’49 Cosmopolitan 4-dr., $205. 

MERCURY—’54 Monterey coupe, $1,610°, 
$1,500, $1,165. 53 Monterey 4-dr., $850. 

» $170. 

OLDSMOBILE—’55 Holiday 2-dr., $2,500°. 
*54 (88) 4-dr., $1,640*°, $1, 540°; (98) 4- 
dr., $1,425°. 50 (88) 4-dr., $340°; (98) 
conv., $385*. '49 (88) 4-dr., $300°. 

PACKARD—’ 51 Clipper 4-dr., $415°. 

PLYMOUTH — '55 Plaza station wagon, 
$1,605, $1,020; Savoy 4-dr., $925. ‘53 
Cranbrook 4-dr., $715, $695, $690, $665, 


(Continued on Page 40, Col. 3) 
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Bolstering the Law— 


Adrian Meyers, Lincoln-Mercury dealer, 
Sidney, O., left, hands the keys to a pair 
of Mercury police cars to Mayor Emerson 
Deam. In the background are, from left, 
Police Chief John L. Warner; C. H. 
Hughes, Lincoln-Mercury Detroit district 
field manager, and William Fultz, Sidney 
safety director. 


Cross Co. to Build 
Plant to Meet 


Automation Orders 


DETROIT.—Although Cross Co., 
builder of automation machinery, 
has increased production 10 times 
in the last 10 years, it will build a 
new factory and office building 
here designed to double capacity. 

According to Milton O. Cross jr., 
president, the $4 million plant is 
made necessary by the demand for 
sectionalized automation introduced 
by the firm a year ago. As a result, 
customers have been asking the 
company to design, build and install 
complete production ‘ines. 

A feature of the new building 
will be walls made of materials 
that will resist radioactive rays in 
case of atomic attack. The roof 
will be camouflaged to appear as 
smal] lakes when viewed from the 
air. 


Located 16 miles from Detroit, 
the plant will have emergency light- 
ing equipment and an automatic 
air-raid warning system. All rec- 
ords will be microfilmed and stored 
away against damage. 


Canadians to See 


Glidden Tour 


WASHINGTON. — This year’s 
Glidden Tour of Antique Automo- 
biles will begin at Niagara Falls 
on Aug. 28 and end in Montreal 
Sept. 3, according to the American 
Automobile Assn. 

The cavalcade of 250 cars, includ- 
ing 75 different makes, will chug 
400 miles over Canadian highways, 
stopping at the Ontario cities of 
Hamilton, Oakville, Toronto, Osh- 
awa, Kingston and Thousand 
Islands. 

The Gliddenites will tour the 
Firestone plant in Hamilton, the 
Ford plant at Oakville and the GM 
factory at Oshawa. Their arrival in 
Toronto will coincide with the au- 
tomotive day at the Canadian Na- 
tional Exposition Aug. 30. 


Lorain to Expand 
LORAIN, O. — Lorain Motors 
(Packard-Studebaker) will erect a 
new building with double the pres- 
ent facilities. 


New Passenger Car Registrations, Three States 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 


Arizona 
New Hampshire Se, oes 
North Carolina 

Three States Reported 

To Date for July 

Net Adjustment 


Year 
To Date 


‘55 
‘4 


23749 
17181 


able precaution has been 
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Current Prices on New Cars 


The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK—Special — 4-dr. sed., 
2-dr. sed., $2,232.88; hardtop cpe., §$2,- 
332.43; 4-dr. hardtop, $2,409; conv., §2,- 
590.17; 4-dr. stat. wag., $2,974. Century— 
t-dr. ‘sed., $2,548.17; hardtop cpe., $2,- 
800.56; 4- ar. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 
models. ) 4 ’ 

CADILLAC—Series 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
cial—4-dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6,186.78; lim., $6,402.17. El- 
dorado — Conv., $6,285.96. (Hydra-Matic 
standard. ) 

CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1, 728; 2-dr. sed., $1,685; utility 
sed., $1, ‘593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl, cpe., $1,835; hardtop cpe., $1, 959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2,067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
i-dr. stat. wag., $4,209. 300—Hardtop cpe.. 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75 
(PowerFlite optional at $189.) 
DODGE—Coronet 6—4-dr sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; -4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 — 4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD—(Prices are for 6-cyl. moe 
-~ V-8, add $99.98) — 4-dr. 

$1,753.24; 2-dr. sed., $1,707.02; bus. 
—y $1,605.97. Customiine — 4-dr. sed., 
$1,866.06; 2-dr. sed., $1,800.55. Fairlane— 
$1,959. 77: 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094. 76; Crown Victoria 
cl, cpe., $2,202.04; Crown Victoria giass- 
top, $2,271.53; conv., $2,224.09. Station 
Wi 2-dr. 2-seat Ranch Wagon, §$2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, $2,- 
156.14; 4-dr. 3-seat County Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 
conv., $3,019.30; combination hardtop-couv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 

HUDSON — Super Wasp 6 — 4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed.. $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4 - > sed., $2,825. Custom 
Hornet V-8—4-dr. $3, 015; 2-dr. hard- 
top, $3,145. (Meare Mantle optional on sixes 
at ae 85, Ultramatic on V-8s at $199.) 

ERIAL—Custom—4-dr. sed., $4,483.- 
25: conus cpe., $4,719.75. Crown—8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 

KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 

LINCOLN — Custom—4-dr. sed. eas 
hardtop cpe., $3,666. Capri 8 

—4-dr. sed., $3,752; hardtop cpe., Gspio: 
conv., $4,071.50. (Turbo-Drive standard. ) 

MERCURY — Custom — 4-dr. sed., $2,- 
276.50; 2-dr. sed., $2,217.50; sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr. sed., $2,400; hardtop cpe., $2,464.50; 
stat. wag., $2, 843.50. Montelair—4-dr. sed., 
$2,685; hardtop cpe., $2,631; Sun Valley 
glasstop, $2,711.50; conv., $2,712. (Mere- 
O-Matic optional $189.45.) 


METROPOLITAN — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 


$2,291.32; 
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NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop $2,495. Ambassador 
Super 6—§2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5,128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatie on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
cpe., $2,474; 4-dr. hardtop $2, 546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; + teapansle epe., $2,714. 39; 4-dr, hard- 
top, $2, 788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82: hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 


PACKARD — Clipper Deluxe—4-ar. sed., 
$2,585.53. Clipper Super — 4-dr. sed., $2,- 
685.53; 2-dr. hardtop, $2,775.53. Clipper 
Custom—4- dr. sed., $2,925.53; 2-dr. hard- 
top, $3,075.53. Packard — 4-dr. sed., $4,- 


040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pack- 
ard series, $199 extra on other models.) 

PLYMOUTH—Plaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., §1,- 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr, 2-seat stat. wag., $2,158.25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,925.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2.321.75. Belvedere V-8 

—4-dr. sed., $2,082; 2-dr., sed., $2,039; 
hardtop cpe., $2, 216.50; conv., $2, 351; 4-dr. 
2-seat stat. wag., $2,425. (PowerFlite op- 
tional at $178.30.) 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434: 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2, 455; Catalina, $2,- 
499; Safari 2-dr. stat. wag., $2,962. (Hy- 


dra-Matic optional at $178.35.) 

RAMBLER—Deluxe—4-dr. sed., $1,6%5; 
2-dr. sed., $1,585. Super—4-dr. sed., $i,- 
798; 2-dr. sed., $1,683; 2-dr. stat. "waz, 
$1,869. Custom—4-dr. sed., $1,989; hard. 
top, $1,995; 4-dr. stat. wag., $2,098. (By- 
dra-Matic optional at $178.85:) 

STUDEBAKER—Champion Custom — 4. 
dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
Cc Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Champion Regai 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311. ‘59. Commander Custom —4- dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; hardtop 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178. 55.) 


New Commercial Car Registrations, 


All States for June, 1955-1954. 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Commercial Car Registrations, 
Three States for July, 1955-1954. 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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AUTOMOTIVE NEWS, AUGUST 22, 1955 
Automotive News Nears 30th Birthday... 





1925-55: Growing with Industry 


(Continued from Page 12) 


offer on Monday when he found that most of his 
members would have the printed figures in their 
copies of the Automotive News “extra” the next 
morning. 

Our editor’s alertness was soon rewarded, because 
in the month following we added more than a 
thousand new dealer subscriptions to our list. 

We have helped to celebrate the anniversaries 
of many manufacturers with elaborate editions, in 
rotogravure and four-color. For example, General 
Motors’ 25th anniversary in 1933; the Studebaker 
Victory Issue in March, 1935; Pontiac’s 10th anni- 
versary in January, 1936; the Hudson Progress Edi- 
tion in September, 1939; Packard’s 40th anniversary 
in February, 1940, and Studebaker’s 88th anniver- 
sary in March, 1940. These editions are highly re- 
garded by collectors and are prized, not only by 
the dealers of the particular product we were hon- 
oring, but by thousands of others directly or indi- 
rectly interested. s+ '% 


The Almanac 


a 1935, we published as a section of AUTOMOTIVE 
News, the first annual Review & Reference issue, 
which was soon renamed the Automotive News 
Almanac, because it was in reality an “almanac” 
of facts and figures, covering every phase of Amer- 
ica’s No. 1 industry. 

This section, of which the edition mailed to all 
of our subscribers Nov. 6, 1944, was the eleventh, 
has become the recognized source of automotive in- 
formation, used not only in the industry, but in 
libraries, universities, colleges—even quoted as final 


authority in supreme court decisions. 
* * * 


Editorial Independence 


Fgh nage no legitimate publisher would know- 
ingly tolerate such practice, AUTOMOTIVE News 
was, for years, slandered by the subscription sales- 
men of the older trade papers in our field who, 
alarmed by the rapid strides in reader loyalty and 
regard for our paper, had to find some means of 
retarding our progress. They soon hit upon the 
simple-minded expedient of hinting rather broadly 
to Ford dealers that we were financed by General 
Motors, or to General Motors dealers that we were 
owned body, soul and gizzard by the Chrysler Corp. 
To independent dealers they did not have to be so 
specific, they let it go by saying we were the paid 
vassals of the “Big Three.” 

Of course, the simple truth was that from the 
day the first issue was mailed in 1925, no manu- 
facturer, directly or indirectly connected with the 
automotive industry, has ever had one penny’s 
interest in this publication. Nor have we ever 
solicited or accepted bulk subscriptions from the 
manufacturer for his dealers, although I will be 
the first to admit, that during the hard years, it 
was many times a temptation. 

Then, too, we have never been the “official organ” 
of any dealers or their associations, because we be- 
lieve that the only reader worth the respect of our 
editors is one who has voluntarily paid a fair sub- 
scription price, without inducement, and of his own 
free will. “Ss s 


Circulation Standards 


Poway, although our subscription price is the 
highest in our field, and although we are the 
only member of the Audit Bureau of Circulations in 
the automotive classification which does not show 
the use of premiums to induce subscriptions, still 
our rate of renewals is not only by far the highest 
in our field (84.5 percent for the last six months to 
June 30, 1945) but we rank among the top 10 in 
renewal averages among all of the 521 business 
papers in all fields audited by the A.B.C. 

Of the 39 automotive trade papers listed in Stand- 
ard Rate & Data, only three others are entitled to 
or have been accepted as members of Associated 
Business Papers, a group organized to promote the 
highest ethical practices, to every one of which we 
wholeheartedly and proudly subscribe. 

* x = 


Editorial Policy 

S° AvuTomoTIVE News has, in two decades of serv- 

ice to this industry, established itself as the one 
dependable source of authentic NEWS in the minds 
and hearts of manufacturers, dealers, jobbers, sup- 
pliers, finance houses and the hundred and one busi- 
nesses that derive all or part of their revenues from 
the gas-propelled turning wheels of transportation. 
This alone is the one objective of our editors: To 
publish promptly any news of interest, no matter 
where it happens in the world, if it can be authen- 
ticated, and to publish it first! We avoid, like poi- 
son, the rumors with which the streets, clubs and 
barrooms of Detroit, Akron, Toledo, South Bend 
and the other auto centers are always reeking. 

To get this news, we have built up over the 
years a most efficient corps of correspondents in 
every major center in the United States and em- 
ploy competent news services to get us the news 
we want in South America, Europe and elsewhere 
in the world. 

Speaking of export, it is a fact, that prior to the 
war, we had subscribers in every country on the 
face of the earth. So popular is Automotive News 
in foreign countries that we have been importuned 
many times to publish an edition in Spanish, which, 
next to English, is the most acceptable language 
abroad. Maybe some day we will! 

a” * + 


After Pearl Harbor 


r SEEMS rather strange to be writing “Pearl 
Harbor” today when the Japs have surrendered 











and gas-rationing is a thing of the past, but Pearl 
Harbor marks an episode in the life of AUTOMOTIVE 
News which must be mentioned in any review of its 
history. Within a few weeks after Pearl Harbor, 
the manufacture of motor vehicles for civilian pur- 
chase in the United States was prohibited—remem- 
ber? That should have been a knockout blow to a 
publication like Automotive News; many thought it 
would be and I guess even we wondered about it— 
particularly when a prominent advertising trade 
paper in New York wired asking if “we intended 
to fold permanently or just for the duration?” 
Well, just about that same time, many thou- 
sands of dealers were asking themselves the same 
question, but an amazing thing happened. We be- 
gan to sense a reader interest we had never had 
in the palmiest five-million-car years. Our read- 
ers were grabbing for straws, and presumably 
the weekly visits of “good old AN” must have 
looked like a liferaft under those conditions. 

From a low of 8,748 in March, 1943, we started 
climbing to where we can prove in August, 1945, 
AvuTOMOTIVE News has a net-paid circulation of 17,143, 
the highest in the 20 years it has been published! 
This, by the way, in face of the fact that the 12 to 
14 subscription men, who used to cover the United 
States, most of whom had been employed since the 
paper started, gave up the ship in the months fol- 
lowing Pearl Harbor because they thought it hope- 
less, what with dealer mortality, gas rationing, etc., 
to continue. 

So, thanks to the war, we made the highly profit- 
able discovery that we no longer need men to solicit 
renewal subscriptions and, as for introducing the 
paper to new prospects, we have found the reading 
of a single sample copy to be the most convincing 


salesman we have ever employed! 
* * * 


The Next 20 Years 


aber this issue you will notice that in a banner 
which is part of our masthead on the first 
page, we have included ENGINEERING, MANU- 
FACTURING, MERCHANDISING, SERVICING 
because this is exactly the fields of news we are 
now covering, even more fully than we have been 
able to do during the past 20 years. 

Webster defines AUTOMOTIVE as—‘Self- 
propelling, hence, of, pertaining to, or concerned 
with, vehicles or machines, as automobiles, air- 
planes, or motorboats; that contain within them- 
selves means of motion, control, and direction, 
as, automotive engineering.” 

So for the news of anything that pertains to this 
broad field, all directly related, and in the four 
divisions of engineering, manufacturing, merchan- 
dising and servicing, which must be the span of 
operations in each field, you can count on AUTO- 
MOTIVE NEWS to maintain its reputation for au- 
thentic news, properly condensed to save your time 
and brought to you more promptly than you can 
secure it from any other source. That is the 
solemn pledge of every man and woman connected 
with this institution! 


Goal Achieved 


y IS a lucky man who finds his avocation in his 
vocation. I have wanted, all my life it seems, to 
publish the most important paper in the automotive 
industry. I made the wish that someday I might, 
when at the age of 10 or 12, I poured over the old 
auto show issues of Horseless Age. The scores of 
letters from top executives and the rank and file of 
my friends in this industry who have discovered 
that Automotive News is celebrating its 20th anni- 
versary, convinces me that we have, with all due 
modesty, now attained this goal. 

But with that realization comes, too, the personal 
feeling of appreciation to the men and women who, 
throughout the years, have given of themselves to 
make this possible. 


* * * 


The Future 

OOKING forward, I feel humble indeed at the 
responsibility of guiding a publication which, if 
it fulfills its obligation, must be a stout link in the 
chain which binds America’s No. 1 industry together, 
that it cannot fail to maintain our system of free 
enterprise and the democracy of the individual, in 
the immediate years of economic stress and strain 

which lie ahead in the postwar years. 

To that end I dedicate to Automotive News 
every ounce of energy, every cell of gray matter 
and every dollar I now possess. No mere man can 
offer more! 

To you—and I mean YOU—who have contributed 
to the success of Automotive News, who have 
cheered us when the going was tough and advised 
us when we were at fault, our eternal thanks! A 
publication, if it is worth its salt, is a living, ani- 
mate thing, composed of as many cells as it 
numbers readers, subscribers, advertisers and work- 
ers. So long as they are activated, it lives and if 
they drop away, one by one, it dies. 

I expect Automotive News to live as long as there 
is this industry to serve and that will be long, long 
after you and I have gone to our reward. 

. r * 

Epiror’s Note: Publisher Slocum lived to see 
Automotive News grow by leaps and bounds be- 
fore his death on Oct. 29, 1949. By that time, 
circulation had soared to 36,701; the official ABC 
figure as of June 27, 1955, is 42,548 net paid. 

In the 10 years from 1945 to 1955, Automotive 
News circulation has increased 1478 percent— 
from 17,143 to 42,500, while advertising linage has 


risen 59.5 percent—from 1,097,039 
lines in 1945 to a projected 1,750,- 
000 lines in 1955 (based on first 
six month’s figures). 

From seven editoral workers in 
1945, the total has risen to 16 in 
1955 — the largest staff of any 
automotive publication, while the 
number of correspondents around 
the world now totals 110. The 
paper’s advertising staff has 
doubled in the past decade. 


Hambro to Add 
Austin Line to 


Imports for U. S. 
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Burlington Fabrics. 
Sets Up Separate 


Auto Division 


NEW YORK. — An automotive 
division has bzen established as 
one of four by Burlington Decora- 
tive Fabrics Associates, an opera- 
tion of Burlington Industries, Inc. 

The division, managed by W. 
Allen Mebane jr., will handle the 
Burlington jacquard - type fabrics 
for the auto industry, according to 
Walter S. Horne, head of BDFA. 

Products for all divisions will be 
woven and finished in the Burling- 
ton plants at Ossipee, N. C., Galax, 


LONDON, England.—Hampbro| Va. and Burlington, N. C., Horne 


Trading Co., New York, will im- 
port all British Motor Corp. prod- 
ucts, including Austins, for the 
U. S., Sir Leonard Lord, corpora- 
tion head, has announced. 

He emphasized, however, that 
Austin would continue to offer 
service and parts through its two 
factory depots in New York and 
San Francisco. 

The move is a result of the 1953 
merger of Austin and Nuffield re- 
sulting in the formation of British 
Motors Corp. Hambro has been 
handling the Morris and MG cars 
made by Nuffield. 

Sir Leonard stated that the Aus- 
tin showroom in New York will 
now display all BMC products. 


L. A. Region Office 
Moved by DeSoto 


LOS ANGELES. — The Los ‘An- 
geles regional office of DeSoto has 
taken new quarters at 633 Shatto 
Place in the Wilshire west district. 
The office was at the Chrysler 
Corp. factory at 5800 S. Eastern 
Ave. 

Y. M. Posthuma, regional man- 
ager, said, “The change was neces- 
sitated by the need for increased 
production space at the Los An- 
geles plant. The move will also 
facilitate close cooperation between 
dealers and the DeSoto factory.” 

H. Copeland, western zone 
manager, will retain his office in 
the Eastern Ave. factory. 


2 Cadillac Firms 
Drop Oldsmobile 


PORTLAND, Ore. — Barnard 
Motors has terminated its Oldsmo- 
bile franchise and will continue as 
a Cadillac dealership, according to 
Harvey Barnard, president. 

He explains that his firm did 
not have the facilities to handle 
the Oldsmobile line in sufficient 
volume. 

A successor dealer has not been 
chosen yet but is being sought, 
Claude W. Schulze, Portland zone 
manager, commented. 

Previously, Lone Star Olds-Cadil- 
lac Co., Dallas, had announced that 
it was giving up its Oldsmobile line 
to concentrate on Cadillac exclu- 
sively. 


The Oil Story 


‘Waterfront’ Author Pens 


Petroleum Book 


NEW YORK. — Max Miller, au- 
thor of “I Cover the Waterfront,” 
has completed a new book on the 
U. S. oil industry entitled “I Speak 
to the Earth,” published by Apple- 
ton-Century-Crofts ($3.75). 

He traced the geological as well 
as the industry history of petroleum 
and said: “What a strange pageant 
we should see if time and life stood 
still and the motley parade of crea- 
tures which shared in the evolu- 
tion of petroleum should emerge 
from our gas tanks.” 

The author’s visits to “Oil Patch, 
U. S. A.” took him to an oil barge 
on the Mississippi River, an off- 
shore drilling rig in the Louisiana 
Gulf and executive offices of the 
various oil firms. 

In the book, he looks back to 
ancient oi] legends and supersti- 
tions and he looks ahead to the 
things petroleum will do for men 
in the years to come. 


Ford Honors Micteee 


PORTLAND, Ore. — The Ford 
Four-Letter award has been pre- 
sented to Don Meadows, general 
manager of Hollywood Ford Mo- 
tors, Portland. 





said. 

_ Other divisions are upholstery 
and tickings, drapery and bedspread 
and Hafner-Goodall. Products of 
all divisions will carry the Bur- 
lington House name and will be 
supported by an extensive adver- 
tising campaign, Horne added. 


Tubeless Tire Kit 
Uses Cold Patches 


AKRON. — A self-vulcanizing 
cold patch kit for tubeless tires, 
said to be the first of its kind, 
has been marketed by Firestone 
Tire & Rubber Co. 

The kit contains 30 rubber cold 
patches that chemically vulcanize 
themselves onto the tire and the 
tools and materials needed to apply 
them. 

To repair an injury, the service- 
man cleans the area and inserts 
filler rubber using a threading tool 
and awl. After roughing the area 
around the hole, he applies self- 
vulcanizing fluid over the byffed 
area, lets it dry for five minutes, 
then stitches a patch over the area. 

Injuries as large as 3/1€th inch 
can be repaired with the kit, ac- 
cording to Firestone. 


Pair Held in Thefts 
CLEVELAND. — Police have 
nabbed two men believed respon- 
sible for the theft of 39 tubeless 
tires and spare wheels, valued at 
$1,000, from Central Chevrolet. 


SAY, WHO 
has that sensational 


POWER-STAR 


engine for 


TURNTABLES 


AUTO 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 


Just plug in. For indoor or outdoor 
display. Write for free literature. 


prices. 


AMERICAN STAGE EQUIPMEN 
805 East 134 St., Bronx 54, N.Y. 











40 


AUTOMOTIVE NEWS, AUGUST 22, 1955 


Sales Conditions in Various Areas... 





Auto Market Keports 


Omaha 


Ford, Chevrolet and Buick, as 

usual, ran 1-2-3 in new-car regis- 
trations for the Omaha area in 
July. 
Their respective totals were: 359, 
311 and 191. Oldsmobile and Pon- 
tiac battled nip and tuck, with 
Oldsmobile selling 118 and Pontiac 
117 to push Plymouth into sixth 
place with 88 sales. 

Mercury, with 82, was a strong 
seventh. Other cars made for a 
total of 1,426, compared with total 
in June of 1,552 new cars. 

International copped top spot in 
truck sales with 52 recorded sales. 
Ford was second with 45, and 
Chevrolet was third with 35. July 
total was 178, compared with 247 
in June. 

Dealers are spending liberally 
for advertising, with most money 
being spent in newspapers.—(Ar- 
thur R. Oleson.) 


* 


Detroit 

More new cars were sold in De- 
troit during July than in June, 
according to figures compiled by 
the Detroit Auto Dealers Assn. 

In July, 21,383 new cars were 
registered (exclusive of dealer reg- 
istrations), compared with 20,899 
retail registrations in the previous 
month. 

New trucks also were up— 
slightly—from 1,110 in June to 
1,114 in July. 

All of the increase was in the 
low-priced group. The medium- 
pricé and high-price groups showed 
declines from month-earlier figures. 

In July, 17.58 percent of the mar- 
ket went to Chrysler Corp.; 32.54 
percent to Ford; 47.16 percent to 
General Motors, and 2.56 percent 
to the Little Three, and 0.16 percent 
to miscellaneous makes. 

New-car registrations by make 
were: Ford, 5,327; Chevrolet, 
4,168; Buick, 2,211; Plymouth, 
1,987; Mercury, 1,517; Oldsmobile, 
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SCOTCHLITE 


AUTO SIGNS TRUCK 


SPECIAL PRICES 


NE OIDs ono oc 00 .29 each 
Lots of 200........ *.. .24 each 
MOND Ss 6 ve sce -19 each 
And — up to 12 sq. inches. 
Any color on silver 





1 WEEK DELIVERY 


C. G. MITCHELL, INC. 


Binghamton, N. Y. 





1,507; Pontiac, 1,256; Dodge, 991; 
Chrysler, 402; DeSoto, 348; Cad- 
illac, 340; Nash, 206; Lincoln, 

114; Studebaker, 105; Clipper, 

101; Packard, 67; Hudson, 63; 
Imperial, 30; Willys, 8; Kaiser, 1, 
and miscellaneous, 35. 

Truck registrations were: Ford, 
400; Chevrolet, 333; Dodge, 175; 
GMC, 71; International, 66; Dia- 
mond T, 16; Mack, 14; White, 13; 
Willys, 6; Autocar, 5; Studebaker, 
5; Reo, 4; Divco, 3; Federal, 1, and 
miscellaneous, 2.—(Robert M. Lien- 
ert.) 


* * * 


Fort Worth 


New-car registrations in Fort 
Worth dropped 15 percent during 
July, to total 2,104, compared with 
2,481 in June. 

New-truck registrations, how- 
ever, rose to 223 in July from 216 
in the previous month. 

Ford, after trailing in June, 
jumped into the lead in July new- 
car registrations by topping Chev- 
rolet, 559 to 531. 

Other registrations were: Bu- 
ick, 282; Pontiac, 151; Oldsmo- 
bile, 188; Mercury, 124; Plym- 
outh, 101; Cadillac, 52; Dodge, 40; 
Chrysler, 29; Studebaker, 27; De- 
Soto, 24; Lincoln, 15; Nash, 15; 
Packard, 9; Hudson, 6, and Jag- 
uar, 1. 

Truck registrations were: Chev- 
rolet, 120; Ford, 80; International, 
13; Dodge, 6; GMC, 2; Diamond T, 
1, and Studebaker, 1——(Ruby Fen- 
oglio.) 


* * * 


Pittsburgh 
New-car registrations in the week 
ended Aug. 6 slumped severely 
from -the previous week, according 
to the Bureau of Business Research 
of the University of Pittsburgh. 


After seasonal adjustments, the 
bureau’s index of general busi- 
ness activity fell to 189.8 percent 
of the 1935-39 average, the lowest 
in five weeks. It had been 177.0 
at the start of July and 190.3 at 
the beginning of June. 

The steel ingot rate sagged to 
94 percent of practical capacity, 
down 3 percentage points from the 
rate achieved a fortnight earlier — 
(Leon Leffingwell.) 

* 


* 


St. Louis 

The cleanup is on in St. Louis. 
Wild advertising of practically 
every make of car fills newspapers. 

Cars are moving at a relatively 
high rate, but slower than in ear- 
lier summer months. Slackening of 
demand also is reported in the 
used-car market, with stocks on 
the increase. 

Dealers are hoping for an early 
appearance of 1956 models in the 
belief that some order may come 
into the retail end of the busi- 
ness following this period of cha- 
otic cleanup. 

There have been a number of 
changes in dealerships in the St. 
Louis area. 

New-car registrations in St. Louis 
County for the first seven months 
totaled 38,313, compared with 26,416 
in the same period of last year. 
Trucks were up to 2,768 from 2,550. 
—(Sam X. Hurst.) 

+ 


Cleveland 


Auto sales levelled off in Cleve- 
land in the first week of August, 
with new-car sales slipping to 1,- 
638 from 2,261 in the previous week, 
and used-car transactions off 
slightly from 2,060 to 2,022. 

Leonard Fuerst, clerk of 
courts, said that the new -car 
total of 55,639 in the first seven 
months set a record for Cleve- 
land. The previous high was 

47,178, established in 1953. 

The seven-month used-car total 


of 59,911 is topped only by the 1941 “a 


figure of 60,601 

The July new-car total of 8,061 
was about 10 percent below the 
June figure of 8,937. Here are the 
registrations by make: 

Chevrolet, 1,915; Ford, 1,898; 
Buick, 314; Plymouth, 701; Olds- 
mobile, 649; Pontiac, 530; Mer- 
cury, 426; Dodge, 351; Chrysler, 
148; Cadillac, 165; DeSoto, 11; 
Nash, 95; Studebaker, 57; Pack- 
ard, 52; Lincoln, 38; Hudson, 30; 


18; Volkswagen, 18; 

Wits. 10; Jaguar, 4; English 

Ford, 2; Hillman, 1, and Merce- 

des-Benz, 1. 

New-truck registrations in July 
were down 33 percent from June. 
They were divided as follows: 

Chevrolet, 134; Ford, 121; Inter- 
national, 62; White, 33; Dodge, 26; 
GMC, 11; Willys, 9; Mack, 4; Reo. 
3; Diveo, 2, and Studebaker, 1.— 
(Sanford Markey.) 

om * 


+ 
Yakima, Wash. 

New-car registrations in Yakima 
County (Yakima), Wash., during 
July moved up with the tempera- 
tures to total 406, compared with 
385 in June. 

The seven-month total is 2,633 
new cars. 

The July new-truck total of 78 
was well below June registrations 
of 81. Total truck sales for the 


seven months are 497. — (F. K 
Haskell.) 
*” . + 
Manhattan, Kans. 


in 
Kans., 


New-car sales during July 
Riley County (Manhattan), 





showed a gain over the previous 
month. 

There were 128 new units sold 
against 133 in June. Sales by make 
were: Chevrolet and Ford, 29 each; 
Pontiac, 17; Buick, 14; Plymouth, 
9; Studebaker, 7; Mercury, 7; Olds- 
mobile, 5; Dodge, 4; Chrysler, 2; 
Nash, 2; Packard, 2, and DeSoto, 1. 

Sales of used cars slumped 
somewhat. There were 301 units 
registered in July, compared with 
355 in the previous month. 

New-truck sales also fell below 
July. There were 11 new trucks sold 
in July and 14 in June. Sales by 
make: Ford, 4; Dodge, 2; GMC, 2; 
International, 2, and Chevrolet, 1. 

Sales of used trucks more than 


*|doubled in July, compared with 


June. There were 33 in July; only 
16 the previous month. — (George 
M. Hunholz.) 
+ + * 
Minneapolis 

New-car deliveries in Hennepin 
County (Minneapolis) during July 
totaled 3,231, a decline of more 
than 6 percent from the June 
total of 3,455. 

By makes, registrations were: 
Ford, 813; Chevrolet, 692; Buick, 
346; Oldsmobile, 323; Plymouth, 
244; Pontiac, 205; Mercury, 148; 
Dodge, 121; Cadillac, 57; Chry- 
sler, 51; Studebaker, 50; Nash, 
48; Hudson, 41; DeSoto, 38; 
Packard, 34; Willys, 6; Lincoln, 
5, and miscellaneous, 9. 
New-truck deliveries in July 


Used-Car Auction Prices 





(Continued from Page 37) 


$585, $580, $330; station wagon, 2 at 
$880. '51 Cambridge 4-dr., $125. 
PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
310*. °49 Silver Streak 4-dr., $150. 
STUDEBAKER — ’51 Commander 4-dr., 
$360*. °50 Champion 2-dr., $1 
WILLYS — '52 station wagon, $370. "50 


$360 
DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Ane 1m) 

(Excellent — 
—— very good. 


ee 
BUICK-’54 Super 


cial 4-dr., $1,075. 
"50 Super 2-dr., 


Aerosedan 2-dr., 


activity, maxing 
Sold 100 cars out of 148 


4-dr., $2,600. '53 Spe- 
"51 Special 2-dr., $450. 


85. 
LET—'55 Bel Air 2-dr., $1,700. 
eos Bel Air 2-dr., $1,025; Two-ten 2-dr., 
$690, $500. ’52 FL Deluxe 2-dr., 
S748, $725; SL Deluxe 4-dr., 


$620, $595. 

Gos FL Deluxe 4-dr., $530, $455; 2-dr., 
$445; SL Bel Air eo $505, $430; 
Donne conv., ’50 SL Deluxe Bel 


; FL ue 4-dr., 


$455 $280; 
cial '4- -dr., $440. '49 SL Deluxe 


2-dr., $390, Sa10, $180; 4-dr., $310. °47 as 


SM 2-dr., $230. 
DeSOTO~ 


53 Fire ~— club coupe, $1,- 


5, ; elub coupe, $255, $180: conv. 
$180; Deluxe (8) 2-dr., 8 
(8) 4-dr., $100. °46 2-dr., $205, $110; 
4-dr., $100. °40 2-dr., 

HUDSON— 52 ker 4-dr., $300. 
KAISER— 52 4-dr., $430. 
ao Custom 4-dr., $1,115. '50 


» $330, $325. 
NASH-‘52 — wagon, $580. ’51 States- 
man 4-dr., $105 
OLDSMOBILE—’51 (88) 2-dr., tei 4-dr., 


$395. °50 (88) 2-dr., 9 (88) club 

coupe, $200. . (78) 2-dr., $180, 
— 2-dr., $188, '49 4-dr., 
PLYMOUTH—’53 Cranbrook 2-dr., $830. 

*52 Cambridge 2-dr., $385. ’51 Cranbrook 


2-dr., $410. ’50 Deluxe 2-dr., $450, $200. 
PONTIAC—’50 Deluxe 2-dr., $260. 
STUDEBAKER—’54 Ranch Wagon, $900. 
’51 Champion 4-dr., $385. 
MISCELLANEOUS—'51 Frazer 4-dr., $175. 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 
Aug. 12.) 

(Geod, Sold 169 cars out of 241 offer- 


-) 
BUIOK—’55 Super Riviera, $2,550*; Spe- 
cial Riviera 4-dr., $2,125*. ‘53 RM 4-dr., 


$1,400*, $1,090*; Super Riviera coupe, 
$1,320*; Special 4-dr., $1,150%; 2-dr., 
—— 52 RM 4-dr., $900°. '51 Special 


a, $535. 
CADILLAG~’65 El Dorado, $5,350* o> 
(ps). 
. "53 (62) coupe, $2,260 
VROLET—’55 Two-ten 2ar. 
*54 Bel Air 4-dr., $1,210*; 
"53 Two-ten 2- dr., $1, 050°’; 
conv., $880. '52 SL Deluxe 2-dr., 
conv., ‘51 Bel Air sport coupe, 
$720; Deluxe 2-dr., $605°; $580. 
‘50 SL Deluxe 4-dr., $425*. “8 vi 2-dr., 
CHRYSLER — NY 4- -dr., $1,820°. '52 
Imperial conanen $880°*; 
$810*; Windsor 4-dr., $790°: 
"51 Windsor Deluxe 4-dr., 
Windsor 4-dr., $460. '49 Town & Coun- 
try —, | $310°. 
DeSOTO—’55 Fireflite coupe, $2,125*. ‘53 
Fire Dome conv., $1,160*; 4-dr., $1,100*. 


$1,625. 
» $1,120. 


$790° ; 


"51 Custom 
$970*, $670; 


'52 Fire Dome 4-dr., $760°*. 
Coronet conv., 
; 2-dr., $775*. 52 Wayfarer 
. “Sl Coronet conv., $395. 
FORD—'55 Thunderbird, $2,410; Victoria, 
Custom (8) 4-dr., $1, 875°; 2- 
; FL 4-dr., $1,880. "54 Cus- 
tom (8) Ranch Wagon, $1,425; 4-dr., 
$1,360*; Crest 2-dr., $1,225. ’53 Victoria, 
$1,270*: Crest Ranch Wagon, $1,220; 
Main (6) 4-dr., $870. 
HUDSON—’54 Hornet 2-dr., $1,190°. °51 
Hornet Hollywood, $415. "50 2-dr., $150. 
KAISER—’53 Manhattan 4-dr., 
LINCOLN—’55 Capri Hardtop, $2, 900°. °53 
Capri coupe, $1,500*; Cosmopolitan 2-dr., 
00*. 


4-dr., $535*. 
DODGE—'53 
4-dr., 


MERCURY—’55 Monterey Hardtop, $1,940; 
Custom 2-dr., $1,700. '54 Monterey Hard- 
top, $1,560, $1,540; Sun Valley, $1,490*. 
’53 4-dr., $1,210*; club coupe, $900. 

NASH —’'55 Statesman Hardtop, $1,270; 
Rambler 2-dr., 


$560. 
OLDSMOBILE—’55 (98) Holiday, ag 825° ; 


$780*. 


, $860°. 51 


; Belvedere 4-dr., $1,690, $1, 460; 
Savoy (6) 4-dr., $1,595. ’54 Plaza sta- 
tion wagon, $1,305. '53 Cranbrook 4-dr., 


$900. ‘52 Cranbrook 4-dr., $685. '51 Bel- 
vedere, $650. 

INTIAC —'55 Chieftain 4-dr., $1,975°. 
"54 Star Chief 4-dr., $1,360*; Chieftain 
Deluxe (8) 2-dr., $1,150. '53 Chieftain 
(8) Catalina, $1,300*; Deluxe 4-dr., $1,- 


045; (6) Catalina, $1,000*. '51 Chieftain 
2-dr., . 

STUDEBAKER — ’5i Commander club 
coupe, $145. 


= * * 
— Auctions in Brief — 
HARRODSBOURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (Aug. 11). Another good sale 
with a high percentage of cars selling. We 
need more clean, late model cars. 


totaled 205, compared with 279 in 
June. Registrations by makes were: 
Chevrolet, 69; Ford, 52; Inter- 
national, 29; Dodge, 16; GMC, 14; 
White, 7; Divco, 4; Mack, 4; Willys, 
3; Diamond T, 2; Reo, 1, and mis- 
cellaneous, 4.—(Donald M. Lyons.) 
« * + 


Dayton, O. 


Chevrolet led in both new-car 
and new-truck registrations in 
Montgomery County (Dayton), O., 
for July, according to A. O. Paul, 
clerk of courts. 


In new cars, Chevrolet topped 
Ford, 554 to 512. Buick was third 
with 327. 


Chevrolet was far in front in 
new trucks with 51 registrations. 
Ford nosed out International for 
second place, 32 to 30.—(George 
E. Toles.) 


od * 
Salem, Ore. 

Figures compiled by the secre- 
tary of state’s office show that 
new-car registrations for Marion 
County (Salem), Ore., in the first 
half totaled 24,031, compared with 
21,582 in the same period of 1954. 


Truck registrations totaled 4,338, 
compared with 4,737 a year ago.— 
(F. K. Haskell.) 

* 


* 


New Orleans 

New-car registrations in New 
Orleans during July totaled 2,370, 
a decline of 8 percent from the 
June count of 2,578. 

The July figure, however, ran 
454 units above the corresponding 
month of 1954. 

Truck sales in July amounted 
to 255, down 19 percent from June’s 

314 registrations. 

New-car registrations by make 
were: Ford, 723; Chevrolet, 634; 
P ontiac and Oldsmobile, 219 
each; Buick, 163; Plymouth, 139; 
Mercury, 94; Dodge, 48; Stude- 
baker, 44; Chrysler, 34; Cadillac, 
32; DeSoto, 26; Packard, 16; Lin- 
coln, 18; Volkswagen, 7; Hudson, 
6; Willys, 1; Renault, 1, and MG, 
i, 


Truck registrations were: Chev- 
rolet, 91; Ford, 86; International, 
49; Dodge, 9; GMC, 9; White, 6; 
Studebaker, 1; Reo, 1, and Mack, 1. 
(Gordon Hebert.) 

* * 


Ottawa 

With new-car sales proving gen- 
erally better than expected for 
many dealers, tradeins are being 
retailed in Ottawa at unprece- 
dented discounts. There are indi- 
cations that dealers may be taking 
a beating in these sales. 

Cutthroat competition is forc- 
ing prices down on tradeins and 
the “normal” discounts being 
offered on new-car sales is a ma- 
jor factor in softening this mar- 
ket. 

“We've had customers come in 
with notes of prices taken from 
other dealers and ask bluntly if we 
can do better,” said one dealer. He 
said prospective new-car buyers 
are openly conducting “private lit- 
tle auctions on new cars.” 

One dealer said he had sold al- 
most 40 cars in three days by shav- 
ing profits and giving generous 
tradein allowances. — (M. L. 
Schwartz.) 


... Used-Car Troubles 


Too many used cars, 


Need used cars to 


fill out your stocks? 


Then turn to the Classified Advertising listing of ‘‘Leading 
Used Car Auctions in the Nation" on Page 46 of this issue. 
Buyers and sellers meet at these leading auctions, which are 


for dealers only. 
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AUTOMOTIVE NEWS, AUGUST 22, 1955 


Roundup of Financial Statements .. . 


Profit Reports Show 
Makers Better Off 


a. picture of the automobile 
factories, as reflected from the 
mirror of 1955 first-half financial 
reports, is robust and vigorous. 

Even Studebaker-Packard—the 
only maker to report a loss— 
seems in a much healthier posi- 
tion than it was at the end of the 
first quarter. 

The corporation reported a loss 
of $3,944,258 in the second quarter 
which was considerably less than 
the $5,694,141 deficit encountered 
during the first three months. 

* + * 


7. negated a profit scored by 
Packard in the second quarter. 
The firm reported that “this was 
more than offset” by Studebaker’s 
losses, attributed to lack of defense 
contracts and work stoppages at 
South Bend. 

The latter apparently reversed 
gains reported earlier in the year 
by James J. Nance, president. 
Then he said that Studebaker-- 
Packard in March earned its first 
profit since the merger. This also 
was credited then to Packard. 
When attention is turned to the 


Industry Future 
To Be Explored 
At Kansas Parley 


TOPEKA, Kans.—“The Future 
of Our Industry” will be the theme 
when the Kansas Motor Car Deal- 
ers Assn. convenes Sept. 16 in 
Wichita. 

Heading the speakers’ list will 
be James C. Moore, NADA general 
counsel, and Alan G. Rude, execu- 
tive vice-president of Universal 
C..T. Credit Corp. 

Moore will report on NADA ef- 
forts to get Congressional action 
on bootlegging, phantom freight 
and territorial security. Rude will 
discuss the credit outlook. 

A special panel session, open 
only to dealers and their wives 
and key employes, will touch “on 
any subject that will be helpful to 
‘the future of our industry,’” said 
Byron G. Stout jr., convention 
chairman. 

Serving on the panel will be man- 
agers of dealer associations in three 
neighboring states: George H. Ben- 
jamin, Arkansas; Tom Braden, Col- 
orado, and Roy Tant, Oklahoma. 

Serving on the convention com- 
mittee with Stout are R. D. McKay, 
Jerry Skinner, Barney Gagelman, 
Roscoe Hambric and Gilbert Brox- 
terman. 


Reserved Freight 
Offered by Airline 


DETROIT.—American Airlines 
has announced a new air-freight 
reservations service for Detroit 
which the airline said now ranks 
second in volume of originated air- 
freight. 

Under the plan Michigan firms 
may reserve space for their ship- 
ments to and from the West Coast 
on two DC-7 flights daily—one op- 
erating to Los Angeles, the other 
from the Coast to Detroit. 

Jack Tompkins, American sales 
manager, said that a shipment leav- 
ing Detroit in the morning will ar- 
rive in Los Angeles that afternoon 
and one leaving the west in the 
afternoon will be in Detroit the 
same evening. 


State Directors Named 


By Milwaukee Dealers 
MILWAUKEE. — Lester P. Har- 


tung, Hartung Motors Co. (Nash),| 


and Murel L. Humphrey, Humphrey 
Chevrolet Co., have been elected 
directors of the Wisconsin Automo- 
tive Trades Assn. 

They were chosen by the Mil- 
waukee County Automobile Deal- 
ers Assn. Other Milwaukee direc- 
tors are Russell Arndorfer, Arn- 
dorfer Inc.; Frank King, King Cad- 
illac; Ed Wehe, Ed Wehe Motors; 
Fred Berndt, Berndt Buick; Leon- 
ard Rohrback, Northwestern Mo- 
tor Car Co., and Perce Harris, 
Harris Motor Co. 


other makers the view is much 


More promising. r 
* + 

MERICAN MOTORS CORP. 

has reported a net profit of 
$1,592,307 for the second quarter of 
1955 which compares with a net 
loss of $654,390 for first quarter 
of 1955 and a net loss of $3,848,667 
for the second quarter of 1954. 


Also noted on the credit ledger 
of AMC was the gain in the share 
of the first-half market scored by 
Hudson, the only car—aside from 
General Motors and Chrysler makes 
—to better its 1954 position. 


Chrysler Corp.’s net earnings 
for the first half of the year were 
$70,010,642 and reflected a remark- 
able market comeback from 1954. 


In 1954, the corporation reported 
a profit of $15,791,660 based on sales 
of $1,085,382,902. This year the total 
sales were upped $799,255,104 as 
Chrysler attained 18.13 percent of 
the market, just short of its pro- 
claimed goal of 20 percent. 

= on * 

*ENERAL MOTORS CORP. re- 

ported that its profits soared 
to a peak $661 million during 1955’s 
first half, which compared to $425 
million earned during the first of 
1954. 

The report asserted, “General 
Motors business in the second 
quarter of 1955 was the best ever 
achieved in the history of the cor- 
poration. New records were estab- 
lished in sales and earnings. 
Employment and payrolls were 
likewise at new peaks.” 

GM’s second quarter profits 
were $352 million, an increase 
over the $309 million earned dur- 
ing the year’s first quarter. 

Although Ford Motor Co.—being 
a privately owned company—issues 
no financial statements, it was 
reported that the firm is getting 
along very well despite its 4.62 per- 
centage-point loss of the market in 
1955 as compared to last year. 

Also noted were reports by the 
auto makers of continuing plans 
for expansion of production and 
engineering facilities to meet long- 
range needs. 





Dealers Post Reward 


For K. C. Murderer 


KANSAS CITY. — The Motor 
Car Dealers Assn. of Greater 
Kansas City has posted a $500 re- 
ward for information leading to 
the arrest and conviction of the 
slayer of Wilma Allen, wife of 
William R. Allen jr., Allen Chev- 
rolet Co., North Kansas City. 

Reward totals are mounting 
and the Kansas Crime Commis- 
sion, in charge of the fund, said 
that the $10,000 maximum sought 
would be reached in a few days. 








Campaigning for Safety— 

Philadelphia police have completed a 
30-day distribution program of a safety 
booklet, ‘Stop Smoothly Safely,"’ to 20,000 
motorists. The booklet, which explains 
brake design and tells how to spot signs 
of wear, was published by Raybestos divi- 
sion, Raybestos-Manhattan, Inc., maker of 
brake linings. Albert N. Brown, deputy 
police commissioner, left, Inspector Robert 
K. Selfridge, and Frank Kennedy, Raybes- 
tos Philadelphia representative, examine 
copies of the booklet. 








The Losers Also Cheer— 


Rooting from the losers’ box, Airman Steve Kiba jr., home after 2% years’ impris- 
onment in Communist China, and Dinah Shore cheer up youngsters who failed to win 
their heats in the Soap Box Derby. Kiba is one of the 11 American airmen held on 
“spy” charges after their plane was shot down. 


Dealers Tell Me 





(Continued from Page 3) 


is for labor in service departments, 
men primarily employed to keep 
wheels turning that everyone may 
fully enjoy the higher standard of 
living, learning and social contact 
automotive transportation regularly 
brings to the entire community. 


A vast number of owners use 
their cars daily as a means of 
reaching and returning from 
work. To others, driving the car 
is as much a part of the job as 
the service rendered by doctor, 
salesman, or household supply 
man. 

The responsibility to know how 
to manage his business lies squarely 
upon the local automobile dealer. 
Lives of the men and women he 
serves depend upon the care, skill 
and dependability of those whom 
he employs and the supervision he 
personally exercises over every 
detail of his service operation. 

Today’s high-speed performance 
demands mechanical integrity in 
every detail of your car, unerring 
reliability in every step of service 
operation. When we suggest you 
have your car checked frequently 
or urge you to bring it in for serv- 
ice at the first sign of trouble, we 
are not merely “drumming up 
business” nor is any other repu- 
table dealer. “Preventive car con- 
ditioning” is the sure way we meet 
our responsibility to you and to the 


community. 
~ * x 


Future Invested In You 


HE franchised automobile dealer 
generally measures fully up to 
the requirements of his responsi- 
bilities. He is a reliable civic- 


| minded citizen who gives freely 
of his time, energy and money to! 


the support of his community. 

He has been investigated 
thoroughly by his central office. 
Had he failed to pass satisfactorily 
a variety of severe tests he would 
not possess so valuable an asset 
as an automobile franchise. A 
right so precious, it is scrupulously 
guarded, for reputation of both 
car and maker depend on the con- 
duct and integrity of the local 
dealer. 

Automobile dealers, annually 
donate around $50,000,000 to 
religious, charitable and educa- 
tional organizations in their re- 
spective communities. That is a 
matter of record but much more 
was given though not recorded. 
In many communities automobile 
dealers are leaders in clubs and 
community activities. Many serve 
in positions of public trust. For 
ourselves, we aim to be good 
citizens in the community we 
love so much. 

This, therefore, is the type of 
man who today is putting his 

shoulder to the wheel that moves 
you on to greater enjoyment of 
life in all its aspects. It is the 
kind we strive to be . . . sincere 
about our responsibility to you. 
Come to us for counsel. We'll 





furnish friendly cooperation and 
provide your motoring needs. We 
are anchored deep in this, our 
community. We have _ invested 
money — lots of it — and our 
future, too, in you and the many 
other motor car owners whom we 
are privileged to serve. 


Our products and service are not 
things you carelessly buy, quickly 
consume and soon forget. Your 
automobile is a vital part of your 
daily life. It must be a faithful 
partner in your work and play, the 
willing servant of your needs, the 
link between you and all the pleas- 
ures and benefits of modern living. 


+ * 


Speak for Ourselves 


S THE automobile dealer, whose 

policies and reputation these 
words have sought to describe, we 
recognize and accept the obligation 
to provide the most modern faci- 
lities for the economical operation 
and maintenance of your car. 

Our investment of capital in 
buildings and equipment, parts, 
materials and labor is for the 
sole purpose of making your car 
safe to enjoy, inexpensive to 
operate, profitable and pleasur- 
able to own. 

Here you will find, always, a 
place where responsible, intelligent, 
courteous motor car service will 


|be provided at the lowest cost 


intelligent workmanship, modern 
methods and equipment make 
possible. 

You are invited to make our 
dealership your car’s home. Drive 
in any time for counsel, informa- 
tion or service. Our interests are 
mutual. Your good will secures the 
future of our business here. 
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Obituaries 


Albert Pope, 83, 


Auto Pioneer 


HARTFORD, Conn.— Albert L. 
Pope, 83, former president of Pope 
Mfg. Co., pioneer maker of automo- 
biles, died Aug. 9 at Hartford Hos- 
pital. 


His father founded the Pope Co. 
which produced the Pope-Hartford 
automobile and made Hartford the 
center of the auto industry during 
the early 1900s. 


Mr. Pope entered the company 
as a young man and became a mov- 
ing force in the infant auto indus- 
try. In 1907 he was president of the 
National Assn. of Automobile Man- 
ufacturers, formed in 1903 to de- 
velop the new industry. 

cd * * 


Francis C. Willoughby. 


Custom Body Builder 


UTICA, N. Y.—Francis C. Will- 
oughby, pioneer manufacturer of 
automobile bodies, died Aug. 13 in 
St. Elizabeth Hospital here. He for- 
merly was president of Willoughby 
Body Works from 1916 to 1936, 
when the firm was dissolved. 


At the time of his death, Mr. 
Willoughby was sales manager for 
Utica Mutual Insurance Co. 

+ * a” 


Raymond E. Archer 

ROCHESTER, N. Y.— Raymond E. 
Archer, 57, founder of Archer Motor Co. 
(Ford), died here Aug. 11. At the time 
of his death, Mr. Archer was chairman 
and treasurer of the board of the dealer- 
ship now managed by his son, Charles E 
Archer. 





* * * 


Gerald R. Cummings 
SALAMANCA, N. Y.—Gerald R. Cum- 
mings, 45, local auto dealership executive, 
was killed in an automobile accident Aug. 
10. Mr. Cummings was police commis- 
sioner here and a member of the Catta- 
raugus County Auto Dealers Assn. 
* * = 


A. J. Hudson 
PALESTINE, Tex.—A. J. Hudson, Chrys- 
ler-Plymouth dealer here, died Aug. 2 after 
a brief illness. 
2 s s 


William F. Sanger 

MILWAUKEE.—William F. Sanger, 79, 
car dealer and garage owner here from 
1906 to 1935, died Aug. 8 in his apartment. 
With his brothers, the late Casper and 
Walter C., he had a franchise for the 
chain-driven Franklin automobile until its 
manufacture was discontinued. 


Perry L. McKinney 
DERRY, N. H. — (UTPS) — Perry L. 
McKinney, 73, who once operated a Pack- 
ard dealership in Manchester, N. H., and 
also was in the automobile business in 
Boston, died at his home here Aug. 8. 

= * & 


William Kammerer 
WICHITA. — (UTPS) — William Kam- 
merer, 74, owner of Kammerer Auto 
Wrecking Co.. and in the used-car busi- 
ness in Wichita for 27 years, is dead. 
* * * 


Charles McKnolly 
SPRINGFIELD, Mo.—Charles McKnolly, 
former member of the Missouri Automobile 
Dealers Assn. board of directors, died Aug. 
8. He retired from the automobile business 
in 1954, 
& € * 


Austin M. Henderson 
WESTWOOD, Mass.—Austin M. Hender- 
son, 49, assistant sales manager of Barrett 
Equipment Co., died suddenly in St. Louis 
on Aug. 9. Mr. Henderson joined Barrett 
in 1949 as a salesman. 
* 


* * 
Charles L. Hook 
CHICAGO.—Charles L. Hook, 72, presi- 
dent of Standard Spring Co., which he 


founded in 1919, died in Chicago Osteo- 
vathic hospital. 


The “Electrall" portable electric generator is shown powering a saw which is felling 
a tree. The new generator is designed as an attachment for International trucks which 
makes it. Operated by a power takeoff from the truck's engine, it delivers 12,500 
watts of 60-cycle AC current. Outlets are provided for 110 and 220-volt single phase 
ard for 220-volt three phase current. The Electrall weighs 325 pounds and is 22 
inches long, 20 inches wide and 20 inches high. 
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New Concern Offers Financial Aid .. . 


Leasing Brokerage for Dealers 


By L. OC. Barnard 
Staff Correspondent 

LOS ANGELES.—A new kind of 
enterprise, designed to aid the auto- 
mobile dealer as well as other busi- 
nesses, has been launched by Ter- 
nan, Clauson & Co.,, Inc., with 
headquarters here and in Chicago. 

Titling itself “leasing brokers,” 
the company enables businesses 
and individuals to secure the im- 
mediate and unrestricted use of 
hundreds of different kinds of 
fixed assets, including real estate, 
by lease, rather than by purchase. 

Heading the corporation are 
Ernest L. Clauson, board chairman 
and treasurer, and Trevor A. B. 
Ternan, president. Clauson is well 
known in real estate and finance 
circles in the Greater Los Angeles 
area, while Ternan has been in the 
banking business since youth. 

How the services of this firm of 
leasing brokers represent a boon 
to the automotive, petroleum, trans- 
portation, rubber and allied indus- 
tries was revealed by Clauson. 

As leasing brokers, Ternan, Clau- 
son & Co. can arrange for lessors 
to buy any fixed asset from the 


Gas Retailers 


Await Talk by 
Rep. Roosevelt 


DETROIT.—S ome 500 delegates 
from all parts of the U. S. and 
Canada are expected here at the 
ninth annual meeting of the Na- 
tional Congress of Petroleum Re- 
tailers which will open Aug. 23 at 
the Sheraton Cadillac Hotel. 

The week-long session will fea- 
ture Rep. James Roosevelt, Cali- 
fornia Democrat, as the main 
speaker. Roosevelt headed the 
House committee which investi- 
gated the oil industry and reported 
that lessee service station opera- 
tors required “immediate and per- 
manent relief.” 

Host for the parley will be the 
Retail Gasoline Dealers of Michi- 
gan Assn. 

Other speakers slated to address 
the group are William J. Bird, 
Plymouth sales vice-president; 
Frank Porter, president of Ameri- 
can Petroleum Institute, and H. A. 
Inness Brown, publisher of Gaso- 
line Retailer. 


(NEVER BEFORE AT | 
army 


Weather-resistant poly- 
ethylene plastic in as- 
sorted colors at an unbe- 
lievably low price. Send 
check with order. Imme- 
diate delivery — satis- 
faction guaranteed 


NATIONAL 
FLAG & DISPLAY CO. 
43 W 21st St. New York 10 
ORegon 5-5230 ON 





vendor for 100 percent cash, and 
to lease it financially to responsible 
lessees, whether the item be priced 
at $5,000 or $1,000,000 or more, he 
pointed out. 

The firm exclusively employs 
the “true lease,” which legally 
qualifies the fixed lease rental as 
a wholly deductible business ex- 
pense item, out of gross profits 
before taxes, under current tax 
laws. 

“When a business buys a fixed 
asset, it immediately weakens its 
working capital position. The 
money used to buy the asset is not 
only frozen in the fixed asset, but 
the buyer has prepaid the full de- 


NADA Launches 
Drive to Enroll 


Young Members 


WASHINGTON. — NADA has 
launched an intensive membership 
campaign to bring thousands of 
young men into the new Young 
Executives Group of NADA. 

Personal invitations from 
NADA’s officers to join the man- 
agement development group are 
being mailed to key junior execu- 
tives in new car and truck dealer- 
ships all over the nation. Member- 
ship is open to any young man 
between 21 and 40 who is a full- 
time employe of an NADA member 
and who is sponsored by him for 
membership. 

Created within the framework of 
the national organization, the new 
group plans local, state and na- 
tional meetings to develop pro- 
grams for the advancement of the 
industry. Current plans _ include 
special publications and personal 
study and guidance programs. 


Credit Collecting 
Outlined in Book 


BUFFALO. — A new book, “Say 
Please —and Collect,” a study of 
collection techniques in the field of 
installment credit by Maurice J. 
Brick, has been published by J. H. 
Gintzler Press here. 

The author is president-treasurer 
of Brick Discount Corp. of Buffalo 
and New York and assistant vice- 
president of County Bank & Trust 
Co., Paterson, N. J. 








SOUTH BEND.—Car buyers have 
been urged to seek shorter rather 
than longer terms for their “own 
best interest” by the American Fi- 
nance Conference, national trade 
association of auto finance com- 
panies. 

Meeting in a two-day session 
on the Notre Dame University 
campus, the board of directors of 
the national group recommended 
these guideposts for the 65 per- 
cent of the American public who 
buy their cars on time: 

1. Make the largest down pay- 
ment possible within your income 
so as to establish equity greater 
than the normally declining value 
of the car. 

2. Enter contracts for the least 


GM Progress Parade 


Breaks Gate Record 

DETROIT. — General Motors’ 
Parade of Progress, traveling 
science show now on tour of 
Canadian cities, set an alltime 

ce record in Montreal of 

312,135 for a 5%4-day stand. 

Averaging more than 6,000 vis- 
itors an hour, also a new high, 
the Parade shattered all previous 
attendance records in the U. 8. 
and Canada except Detroit, where 
it attracted 395,329 persons dur- 
ing the 10 days it appeared at 
the 1953 Michigan State Fair. 
The show’s previous attendance 
record for a 5%-day stop was 
155,725, established in Boston in 
July, 1954. 












Faster Car Payoffs Urged 


Finance Conference Cites Advantages to Buyer 


Of Shorter Term Loans 


prectation, plus what would amount 
to the full rental for usage, since 
by buying he is only leasing to him- 
self and paying an unreasonable 
penalty by so doing,” according to 
Clauson. 

“Suppose an automobile dealer 
who qualifies credit-wise wants a 
new building. We can arrange for 
lessors to buy the land, build the 
building to all specifications, pur- 
chase and install the equipment the 
dealer selects at the price set be- 
tween him and the vendor, install 
lights, elevators, conveyors, escala- 
tors, sprinkler systems, and com- 
pletely furnish and equip the of- 
fices. 

“We then arrange to lease this 
entire package to him, on terms 
tailored to meet his requirements,” 
Clauson explained. 

“Our firm can be of great help 
to automobile manufacturers, and 
others requiring dealers. Suppose 
that a dealer must have $50,000 or 
$250,000 working capital before the 
factory grants him a franchise. If 
he can qualify credit-wise, we can 
arrange to lease to him all of the 
equipment, machinery, fixtures, of- 
fice machines, etc., which he will 
require for his retail operation, so 
he can retain the working capital 
which otherwise he would have used 
to buy these items.” 


Customer Sues 

e 
For $50,000 in 
* 9 

Repo’ Tangle 

PORTLAND, Ore.— Hollywood 
Ford Motors has been sued for 
$50,000 as the aftermath of a re- 
possession. 

Seeking $15,000 in general dam- 
ages and $35,000 in punitive dam- 
ages is Edward S. White, Walla 
Walla, Wash., who formerly lived 
in Portland. 

According to White, he purchased 
a car on the installment plan on 
Apr. 11, 1953. The following Janu- 
ary, when he still owned $1,211, he 
said, Hollywood repossessed the car 
and sold it for $1,700. 

White said Hollywood told him 
he still owned $1,360 on the car and 
that it was sold for only $1,065. The 
dealership, he said, then tried to 
force him to pay the alleged $295 
deficiency. 

That district court suit was dis- 
missed, he said. 





rather than the greatest number 
of months so that you may acquire 
full ownership in the shortest pos- 
sible time and thus avoid unneces- 
sary money charges. 

Advantages of these two rules, 
as given by Robert L. Oare, AFC 
president, are: Buyer’s total costs 
will be lower, tradein values will 
build more quickly, refinancing 
in a personal emergency will be 
easier and a superior credit stand- 
ing will be established. 

“During the current period of 
unprecedented levels of production 
and sales of new automobiles,” 
Oare said, “the time sales finance 
industry must assume its responsi- 
bility to advise the public of its 
own best interests.” 

The American Finance Confer- 
ence represents nearly 400 time 
sales finance companies through- 
out the U. S. 


Auto Cushion Company 


Sold to Heckethorn 


OKLAHOMA CITY. — Kool 
Kooshion Mfg. Co., pioneer maker 
of the ventilated automobile seat 
cushion, has been sold to Hecke- 
thorn Mfg. & Supply Co., Littleton, 
Colo., for an undisclosed price. 

The sale was made by the orig- 
inal partners in the cushion firm, 
E. P. Harley and Fred L. Hun- 
zicker, who plan to retire. 

Heckethorn manufactures auto- 
mobile shock absorbers and does 
ordnance work for the government. 





Not Shy, 


The new Fisk tubeless tire, 


but Re-Tiring— 

the Air- 
borne Deluxe, is admired by a youngster 
dressed like the Fisk boy whose slogan is 


“Time to Re-Tire.”” The tire has deep 
claw-like slots in the tread that extend 
through more than 80 percent of the 
tread depth. Wear makes the claws more 
flexible, the company says, so that trac- 
tion actually gets better as the tire gets 
older. 


Driver-Controlled_ 
Power Steering 


e e e 
Bows in Britain 

LONDON, England. — Controlled 
power steering and adjustable ride 
control are being offered on the 
Armstrong-Siddeley Sapphire, 
which continues unchanged in other 
respects in 1956. 

The Sapphire is reported to be 
the first car to be offered with 
power steering that can be switched 
on or off at will by the driver. 

The adjustable ride contro] 
enables the driver, the society re- 
ported, to vary the rear dampers, 
according to speed, load and road 
surface. The power-operated win- 
dows are operated by buttons. 

The Sapphire is offered as saloon 
or limousine with a choice of fully 
automatic (two- pedal) transmis- 
sion, electrically controlled pre- 
selector transmission or conven- 
tional clutch and synchromesh gear- 
box. The new options can be fitted 
to existing models. 





It’s in the Mind, Not Price... 


What Is a ‘Luxury’ Car? 


DETROIT. — Manufacturers who 
wish a share of the “fine” car mar- 
ket are missing a bet, by not pin- 
pointing the psychology of luxury- 
car buyers, according to Arthur 
Perrow, president of the Classic 
Car Club of America. 

Perrow spoke in Detroit where 
the club ended its third annual 
caravan trek from Harrisburg, 
Pa. 

The Classic Car Club is a group 
of business and professional people 


Dry-Battery Line 
Is Introduced 
By Lee Tire 


CONSHOHOKEN, Pa. — A full 
line of dry-charged batteries for 
cars, commercial and farm vehicles 
has been introduced by Lee Tire & 
Tube Co. of New York, Inc. 


In addition to “Dry Magic,” a 
special dry-charged process, the 
line includes improved active ma- 
terial, separators, grid metal and 
containers. 

According to the firm, “Dry 
Magic” is a dry-steam process 
which locks the charge in the 
plates, and at the same time evacu- 
ates all moisture, keeping the plates 
dry and permitting much faster 
activation when acid is added by 
the dealer. 

It is said to offer benefits to both 
the dealer and customer. Since the 
batteries are shipped without acid, 
trickle charging and maintenance 
are eliminated. 


Tough All Over 


Dealers Had Troubles 


Even in °05 


ST. LOUIS. — Automobile dealers 
had troubles of a different kind 50 
years ago, as this paragraph from 
the Globe-Democrat of Aug. 14, 1905 
testifies: 

“James E. Morse, of the Halsey 
Automobile Co., returned to St. 
Louis after an eventful trip. In 
Wentzville, Mo., he was ordered to 
move on and not to stop for lunch. 
At Montgomery City he was ar- 
rested for not having a county li- 
cense. In High Ridge he was again 
forced to buy a county license since 
High Ridge was in a different 
county. Each license cost $3.50 and 
he decided to come home.” 

Of course, Morse paid no income 
tax, probably never heard of fac- 
tory quotas, never saw an auto 
bootlegger, or tried to stock a hun- 
dred different color and accessory 
packages. 


Dealers Get New Office 


FARGO, N. D.—The Automobile 
Dealers Assn. of North Dakota has 
moved into its new office here at 
320 Broadway. The association will 
hold its state convention here on 
Sept. 26 and 27. 


which owns and restores cars from 
the “golden age of the automobile,” 
1925-42. They paraded 100 vintage 
cars through downtown Detroit and 
then drove to Packard where they 
were feted by company officials. 


Perrow said that he hoped the 
club’s annual pilgrimages to the 
Motor City will inspire the day 
when the definition of a “fine car” 
will not be limited to what a buyer 
can afford to pay and what he plans 
to use the car for. 

He said he thought most of the 
advertising men have gone too far 
in selling automobiles as a neces- 
sity of life, thereby blinding people 
to the real enjoyment that can be 
derived from motoring. 

The majority of today’s cars, 
Perrow admits, hold some interest 
mechanically and artistically, but 
they just don’t have the “right 
feel.” 

Perrow did not attempt to pin 
down specific reasons why people 
want to buy luxury automobiles. 
Performance has a lot to do with 
it, but he thinks human nature 
itself is the most important factor. 


“The so-called prestige market,” 
he said, “has undergone basic psy- 
chological changes, and these 
changes began to manifest them- 
selves in the cost-plus, lush era 
that started with World War II. 
The appeal to desires, distinction 
and exclusivity is most important 
today in the luxury car field.” 

He said the luxury-car field is 
unique in that it is constantly ex- 

(Continued on Page 43, Col. 5) 


French Officials 
Act to Ease Ban 
On Auto Imports 


NEW YORK.—A French Govern- 
ment committee has recommended 
lifting the barriers against im- 
ported automobiles on the condition 
that Italy and Germany do the 
same, according to the New York 
Times. 

Other conditions included were 
the right of the government to re- 
establish quotas, if necessary, and 
to place a tax of 15 percent on 
cars allowed to enter. 

This, the paper said, would bring 
the total of duties on foreign cars 
to 45 percent (the customs duty of 
30 percent plus the tax). 

Consumers favor opening up the 
frontiers to foreign cars in the 
hope that this will force French 
makers to lower their prices to 
meet competition. However, it is 
this competition that is the first 
concern of the French manufac- 
turers. 

The paper said that the commit- 
tee’s conditions are considered in 
official circles as a breach in th: 
“traditional wall protecting the 
French auto industry.” Up to now 
that principle has been almost un- 
touchable. 
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For High way Building a 


Road-User Tax Yields|} 
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Set New Records 


= fuel and other highway- 
i32 user tax receipts, with scat- 
tered exceptions, are continuing to 
provide road construction funds in 
excess of those produced during 
comparable periods a year ago, ac- 
cording to analysis of recent rev- 
enue reports from state capitals. 
Alabama’s receipts from the 
gasoline tax for July totaled $4,- 
792,941, an increase of 26.43 per- 
cent over totals for the same 
month last year. The large gain 
was due in part to an additional 
1-cent tax authorized this year. 


Motor fuel-tax collections in Col- 
orado for June showed a $90,000 
increase over the same month of 
1954, 

Florida collected a record $80,- 
658,973 in gasoline taxes during the 
fiscal year just ended, almost $7 
million more than the year before. 

The largest share of the Florida 
receipts, $45,684,420, went for con- 
struction of primary roads. But 
$23,031,185 of the money was set 
aside to help pay off road and 
bridge construction debts. The 


GM, 2 Divisions 
Report Records 


Sales Claims Cover 
First August Period 


Retail deliveries of new cars have 
continued to hold at high levels 
this month, although falling below 
record levels of the late summer 
of 1950. 

Recent reports of retail] perform- 
ances include the following: 

Buick 

Buick dealers delivered 22,011 
new cars in the first 10 days of 
August, according to Ivan L. Wiles, 
general manager. 

Wiles said the period was the 
18th time in 1955 that retail 
deliveries for a 10-day span ex- 
ceeded 22,000 units. 

Through Aug. 10, he said, 483,164 
Buicks had been delivered at retail. 


General Motors 


Retail sales of new General Mo- 
tors cars during the first 10 days 
of August reached an alltime high 
for that period, Harlow H. Curtice, 
president, has announced. 

New-car sales by GM dealers dur- 
ing those 10 days totaled 106,852, 
higher than in any previous August 
1-10 period and 156.3 percent of the 
figure for the corresponding period 
last year. Used-car sales by GM 
dealers during the same period 
totaled 132,408, or 136.3 percent of 
the figure for the corresponding 10 
days last year. 

Sales during the first 10 days of 
August brought the 1955 GM totals 
through Aug. 10 to 2,366,219 new 
cars and 3,048,284 used cars, Curtice 
said. Both of these figures are all- 
time highs for the period. 


Oldsmobile 


Oldsmobile dealers delivered 17,- 
724 new cars in the first 10 days 
of August for the largest August 
10-day retail sales in the division’s 
history, J. F. Wolfram, general 
manager, has announced. The pre- 
vious August record was set in 1950, 
when 13,344 new cars were sold in 
the last 10 days of that month. 

Wolfram said the new 10-day 
sales mark also coincided with the 
production of the 500,000th 1955 
model Oldsmobile, which started in 
production in Nov., 1954, marking 
the first time Oldsmobile has 
reached the half million mark in 
& model year’s production. Pre- 
vious record was established in the 
1950 model year, when Oldsmobile 
manufactured 408,060 cars. 

Retail sales for the first 10 days 
of August were 162 percent of the 
Same period of 1954, when Oldsmo- 
bile dealers delivered 10,939 new 
cars to customers. Total retail 
deliveries for 1955 through August 
10 totaled 382,305 new cars. This 
is 152 percent of the 252,045 new 
cars delivered in the same period 
of 1954, according to Wolfram. 


Florida Road Department also re- 
ceived $8,936,080 to be spent for 
secondary road projects in the 
counties. Another $2,234,020 will be 
split up among the counties for 
other projects. 
+ * 
as receipts from the state’s 
motor-fuel tax for July totaled 
$81,852,926, an increase of $4,095,878 
over the same month last year. 

Gasoline tax collections in Kan- 
sas for July were down 2.48 percent 
from the same month last year, to 
$4,665,737. 

Michigan’s additional 1% - cent 
gas tax, effective June 1, yielded 
$3,425,571 for June and July. The 
amount is credited to a special 
highway construction fund to be 
used in building a network of 
four-lane highways and state 
trunklines. 

Michigan collected $9,210,787 from 
its regular 4%-cent gas tax during 
July, compared to $8,718,149 col- 
lected the same month last year. 

Net gasoline tax collections in 
Minnesota for the first six months 
of the year totaled $24,157,531, com- 
pared with $22,507,387 received the 
same period a year ago. 

Montana’s gasoline, diesel and 
other fuel taxes brought in $9,774,- 
434 during the past seven months, 
an increase of $1,237,145 over the 
corresponding period the previous 
year. 

New Mexico reported collections 
during July for gasoline taxes were 
down $133,750 from the same month 
last year; driver’s license taxes, 
down $1,980; motor transportation 
taxes, up $6,868; motor vehicle 
taxes, up $7,039, and mileage taxes 
by ports of entry, up $18,414. 

* ~ * 


ORTH CAROLINA state road 

fund receipts amounted to $7,- 
912,000 for the month of July, an 
increase of $726,000 over the same 
month last year. 

Ohio’s net earnings from motor 
vehicle fuel taxes amounted to $52,- 
404,808 for the first five months of 
this year, an increase of $3,150,178 
over the previous year’s figure. 

For the fiscal year just ended, 

Tennessee collected $19,332,358 
from motor vehicle registration 
fees, an increase of 46 percent 
over last year. 

Gasoline tax collections in Ten- 
nessee for the fiscal year totaled 
$58,490,471, down $770,319 from last 
year’s figure. Actual collections for 
this year were above last year, as 
1953-54 receipts included $4 million 
the state won in a lawsuit on avia- 
tion gasoline taxes that had been 
owing since the war years. 

Virginia gasoline tax collections 
for the first six months of the year 
totaled a record $32,328,726, com- 
pared to $29,823,538 received the 
same period the previous year. 

Wyoming’s gasoline tax receipts 
for July reached $673,922, an in- 
crease of $19,181 over the same 
montu last year. 





Plotting Course— 


Officials of the newly organized North- 
ern California Plymouth Dealers Assn. 
discuss plans for the group with John 
Woodward, Plymouth regional manager, 
left. The officers are K. L. McKinney, San 
Francisco, president, center, and Jack 
Hunt, San Rafael, vice-president. Wally 
Hickman, of J. E. French, Oakland, is 
secretary. 





Ford Dealers Star in Center Ring— 

Rootin-tootin Pete Bennison and Les Davis, New Valley Motor Co. (Ford), Salem, 
Ore., joined the circus when the Clyde Beatty Wild Animal Show played their city. 
As part of their annual month-long ‘Rodeo-Circus” sales campaign, the partners rode 
elephants in the show's opening event and returned later in a Ford Sunliner carrying 
the queen and princesses of the St. Paul (Ore.) rodeo. Last year, the pair staged a 
“holdup” of a downtown Salem bank, “escaping” on horseback. 


Intercity Tonnage Up 
14.2 Percent Over 1954 


WASHINGTON. — Intercity ton- 
nage of general freight transported 
by trucks during the first half of 
this year was 14.2 percent above 
the first six months of 1954, ac- 
cording to figures released last 
week by the research department 
of the American Trucking Assns. 

ATA pointed out that the in- 
creases were compiled despite the 
fact that strikes in May and June 
tied up trucks in 14 states. 

The total tonnage for January 
through June, reported by 323 Class 
I motor carriers of general com- 
modities, was 25,195,254, as against 
21,988,388 tons for the same six 
months of 1954. 

In June, despite the strike, in- 
tercity truck tonnage was 4,325,- 
178 compared with 3,820,263 for 
June last year. June’s truck load- 
ings were 0.9 percent below the 
level for May of this year, when 
4,363,227 tons were reported car- 
ried. 


During June, the nine- state 
southern region showed the largest 
regional tonnage gain, with a rise 
of about 20 percent over June, 1954. 
Both Pacific and Rocky Mountain 
regions, with 11 states, reported 


Ford to Build 
New Glass Plant 


DEARBORN.—Ford Motor Co. 
plans to construct a new glass man- 
ufacturing plant at Nashville, have 
been announced by S. W. Ostrand- 
er, vice-president. 

He said that Ford has purchased 
approximately 250 acres from the 
state as a site for the plant. It will 
be located one mile west of Nash- 
ville city limits on the Cumberland 
River. 

Construction, according to 
Ostrander, will start later this sum- 
mer. It is expected to be in opera- 
tion in 1957. Ostrander said that the 
Nashville plant was part of Ford’s 
$2,325,000,000 postwar expansion. 


Let It Blow! 


Hurricane Finds Dealers 


All Prepared 


BOSTON.—New England dealers 
are taking no chances during the 
hurricane season. Hurricane Con- 
nie found them all prepared. 

In Rhode Island and Connecti- 
cut, cars were moved from the 
“lowlands” and stored in garages 
on higher ground. In the Cape Cod 
area and on the Massachusetts 
North Shore, dealers barricaded 
their buildings against the high 
winds. Portland dealers, recalling 
last year’s damages, took similar 
steps. 

One Rhode Island dealer pointed 
out that last year’s failure to pre- 
pare for the gales gave rise to ru- 
mors that “hurricane” cars were 
being sold in Rhode Island and 
that some were shipped to New 
York and New Jersey firms. 

These rumors cut sales for two 
weeks after the big blow hit the 
New England area. 


freight tonnage declines for June. 
Both these regions were hit by a 
strike which began in May and was 
not settled until the second week 
of June. 

June loadings in the six - state 
New England region reported the 
greatest regional decline in freight 
volume with a loss of 34 percent 
from June of last year. A strike 
beginning June 14 affected opera- 
tions in Massachusetts, Connecti- 
cut and Rhode Island during the 
last half of the month, the associa- 
tion said. 





Former Employes 
Of Franklin Co. 
Plan Annual Trek 


SYRACUSE. — Members of the 
H. H. Franklin Club will make 
their annual trek here Aug. 26-27 
to the home of Franklin Mfg. Co., 
maker of the Franklin air-cooled 
car. 

The club is made up of former 
employes of the company and oth- 
ers who admire the engineering 
features of the pioneer automobile. 

Some 20 Franklin cars will be in 
the parade which will honor H. H. 
Franklin and Mrs. John Wilkinson, 
whose husband co-founded the com- 
pany. 

Among the former Franklin em- 
ployes expected at the trek are E. 
S. Marks, former chief engineer, 
now quality manager at Pratt & 
Whitney; Hugh Goodhart, former 
advertising manager, now partner 
in the Barlow Advertising Agency; 
Lloyd Benham, former export sales 
manager, now executive vice-presi- 
dent of Porter Cable Machine Co.; 
Cannonball Baker, formerly in 
charge of Franklin’s competition 
events, now NASCAR commis- 
sioner, and Carl T. Doman, engi- 
neer, now Ford national service 


manager. 
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Industry Urged 


To Reactivate 


|‘Luxury’ Concept 


(Continued from Page 42) 


panding for more than one maker, 
because no single producer can 
take too great an advantage of the 
market expansion without building 
himself right out of the luxury-car 
business. 

Perrow thinks the luxury car 
maker should restrict his output of 
such cars to not more than 100,000 
units annually in order to perpetu- 
ate a reputation for distinctive cars. 
Moreover, he said, the maker of 
such cars will find it mandatory 
to come up with significant inno- 
vations that will keep his current 
models from becoming “last year’s 
cars” as soon as news breaks about 
next year’s models. 


“It is not a matter of impor- 
tance to the luxury car buyer,” 
said Perrow, “that he may get to 
his destination faster. Perform- 
ance is something he wouldn’t 
sacrifice, but he takes perform- 
ance for granted. Of basic im- 
portance is the better feeling you 
have when you get there in a 
real luxury car.” 

A luxury car, according to Per- 
row, must have performance 
equalled by no other car -and styl- 
ing that is stately, regal, aloof and 
yet modern in concept. It should 
have clean lines that are almost 
formal in note, with artistic touches 
of brightwork that accent moulded 
metal formations. 


“A new kind of desire for auto- 
mobiles prevails today and it is 
part of a psychology which is 
building a small but wonderful 
chunk of business for those manu- 
facturers which craft automobiles 
to sell for $4,000 and more,” he 
said. “But this market can only 
be taken advantage of if the maker 
comes up with a product distinc- 
tive enough to reflect the buyer’s 
zood taste and appreciation for the 
finer things in life. A man’s ability 
to expend more than $4,000 for an 
automobile is an obvious mark of 
distinction. but not too unusual in 
these booming times. 


“In a society being pushed to 
conformity by mass _ production, 
there is unlimited opportunity for 
the manufacturer who can create 
automobiles that will serve as 
America’s outlet for distinction and 
individualism.” 





‘$5 Down’ Startles 
Secretary Weeks 


WASHINGTON.—Extra-liberal 
used-car terms have given pause 
to Sinclair Weeks, secretary of 
commerce, who said at a news 
conference: 

“Personal debt .. . has a recog- 
nized place in our private enter- 
prise scheme of things. But when 
I pass, as I did yesterday, a 
second-hand auto dealer’s lot and 
see good looking cars for sale 
with a ‘$5 down’ sales tag on 
each, I wonder what businessmen 
can think that in this manner 
they are proceeding on the basis 
of sound business practice.” 





Ore. Dealershiv Charts Growth— 


Brodsky’s, Inc., Eugene, Ore., recently added a 10,000-square-foot body shop, two 
stories high, to the 25,000 square feet of main showrooms. Albert Brodsky, owner, 


started the business in 1946 with Willys. 
March, 1955. 


He added Kaiser in 1954 and Hudson in 
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sessions Soar on Wild Credit .. . 


‘Man with Rope’ on Overtime 


(Continued from Page 1) 
50 percent from last year. Then we 
got a big shot in the arm about six 
weeks ago and it has been coming 
in strong ever since.” 
* * * 

oo who supervises from 

Detroit his firm’s operations 
in Pontiac, Grand Rapids, Mich., 
Buffalo and Syracuse, N. Y., re- 


ports that repossessions are always | 


up slightly during July and Au- 
gust because “a lot of people buy 
cars at this time of year who have 
no intention of keeping them. But 
this rise is much greater than nor- 
mal.” 

He said that the repossession 
rate was probably worse in Detroit, 
Chicago and Cleveland than in any 
other parts of the country. 

“Cleveland is probably the 
worst spot these days,” he com- 
mented. “I was down there a 
week ago and the adjusters told 
me repossessions were up 40 per- 
cent in the last few weeks. 

While more repossessions mean 
more business for his firm, Waters 
uses the word “worse” in reference 
to a higher repossession rate be- 
cause this invariably increases his 
“problem accounts,” which require 
more work and produce less in- 
come. 

» * * 

fe gue keeps in touch with 

the national auto delinquency 
picture through his membership in 
Allied Finance Adjusters, Inc., a 
nationwide organization of about 
300 repossession firms which work 
very closely in tracking down each 
other’s “skip” accounts—those who 
have unexpectedly migrated while 
delinquent in their auto payments. 

Commenting on the unusual in- 
crease in skips in July and August, 
he said: 

“It’s surprising because employ- 
ment is so good these days. As a 
rule, an increase in skips is closely 
tied in with a rise in unemploy- 
ment. 

“There just seems to be an 
awful lot of people in the coun- 
try who are restlessly moving 
around these days.” 

The bulk of the business for 
members of Allied Finance Ad- 
justers, one of several similar as- 
sociations, comes from banks, since 
most of the finance companies do 
their own repossessing. 

Waters said that formerly many 
banks utilized other members, 
banks for recovering strayed vehi- 
cles but that recently more and 
more banks are switching over to 
the repossessing companies because 
“we can do it cheaper and we 
reach into more areas.” 

e ¢ 

E ADDED, “We do some work 

for auto dealers— possibly 5 
percent, including repossessions for 
out-of-town dealers. We have no- 
ticed more dealers going into auto 
financing, recently.” 

How does a repossessing firm 
operate? 

The wheels of repossession are 
set in motion when a local client 


Giant Surprise— 


When James Dunklin, Fresno (Calif.) 
youth now on active duty with the U. S. 
Navy in the South Pacific, receives this 
tiny Plymouth in the mail from his friend, 
Marlene Wisniewski, and Plymouth Dealer 
Wade Cargile, he will learn for the first 
time that he is the winner of a full size 
Plymouth. The car is first prize in a jingle 
contest held by the San Joaquin Valley 
(Calif.) Plymouth dealers. 





or someone from Allied Finance 
Adjusters, which furnishes C W 
Adjusters with a quarter of its 
“accounts,” reports a delinquent 


}account or a skip. The report will 


contain as much information as 


| possible about the car, the alleged 
|“buyer” and the amount owed on 


the car. 

In the case of a skip, data 
about the individual often is very 
skimpy, requiring the adjuster to 
employ the tactics of a detective. 

This data is turned over to one 
of C W’s seven Detroit adjusters 
or field men, who immediately 
takes off after his quarry in one 
of the Detroit office’s seven cars, 
all equipped with two-way radio. 
The company also owns a wrecker, 
also equipped with two-way radio. 
Of course, the cars are well 
equipped with jumper wires, master 
keys and special tools for opening 
car doors. 

aa + +. 
— to popular belief, 
today’s auto repossessors need 


/not be particularly large men, al- 


though C W does have one adjuster 
who is six-foot, four inches — a 
former policeman. 

“You can’t forcibly take cars 
from people,” says Waters, “al- 
though a few of our competitors 
around town are great for using 


}muscle. We don’t fight with them. 


“In most cases we just take the 
car first and talk to the people 
later. We are very careful of any 
personal effects found in the car, 
returning them as soon as possible. 

“After we have the car, we 
then talk to the people and try 
to persuade them to bring their 
payments up to date. Most peo- 
ple will work with you, if you 
treat them half-way right.” 

He said that C W permanently re- 
possessed the cars in about 75 per- 
cent of the cases and that the com- 
pany was successful in getting about 
25 percent of the accounts on a cur- 
rent basis, in which case the car 
was returned. Generally, he said, 
once a person recovers his car, he 
is pretty careful about keeping up 
his car payments, regardless of 
what other bills are pending. 

By and large, said Waters, the 
days of the adventurous 


man have passed. 
* * 


QNE adjuster did tell, however, | 


about how he recovered a par- 
ticularly elusive Cadillac, 
actual owner had despaired of re- 


covering it to the point of offering | 


$500 for its return. 

This adjuster got on the trail of 
the Cadillac and learned that it 
was in the possession of a man- 
about-town who nightly attended 
a Detroit club, making a great 
show of wealth. 

So this adjuster outfitted him- 
self in a doorman’s uniform and 
one night the Cadillac driver was 
confronted at the door of the 
night club by a splendidly-out- 
fitted doorman who politely 
asked, “Park your car, sir?” 

Spotting a chance to further “put 
on the dog,” the man-about-town 
said, “Why, certainly,” and tossed 
his keys and half dollar to the 
“doorman,” who drove off with 
such a roar of exhaust that the 
former driver could have had little 
doubt but that his car had just 
been repossessed. 

* + * 
ATERS said, “We track down 
many people through the fac- 
tories where they work. The facto- 
ries are very helpful to us—as are 
the police. 

“We find that most people would 
like to pay up—but they seem to 
try harder after the car has been 
repossessed.” 

If all else fails and the car can- 
not be recovered, he said, the ad- 
juster goes into court for a writ 
of replevin, which is a court order 
to take possession of the property. 
But this is necessary in only half 
of one percent of the C W cases. 

After a car is recovered, 70 to 
75 percent of owners tell C W 
Adjusters to sell the vehicle in 
Detroit, partly because of the 
favorable prices here. 

C W Adjusters sell these cars 
— as many as 250 a month — to 
dealers and private buyers at pub- 
lic auctions at one of the firm’s 
three Detroit lots. Individual auc- 
tions are held every week for two 


“repo” 
! 


whose | 





of the company’s customers, the 
Wabeek State Bank and the In- 
dustrial National Bank. 

Waters declared, “Some of these 
auctions are held only for dealers. 
But this is unfair to the person 
who was buying the car. Their car 
should be sold to the highest bidder 
and this is only possible if the 
general public is invited.” 


* * * 


i THE 25-30 percent of the cases 
where the actual owners do not 
want the cars sold in Detroit, C 
Adjusters send the cars back to the 
owners via one of the Detroit! 
auto driveaway firms. Sometimes, 
the owners come to Detroit to pick| 
up the cars. 

According to Waters, about 
third of the recovered cars, even 
the later models, are damaged, 
through excessive wear or by acci- 
dents. In a great many cases, radios | 
and spare tires are missing. 

He said that “in the old days 
heaters were frequently removed 
but that doesn’t happen much 
anymore because the manufac- 
turers have made it so hard to 
get the heaters out.” 

Generally, the repairs are held! 
to a minimum, just enough to get 
them back. 

The Hittle Bill in Michigan now 
requires that a repossessed car not 
be removed from the county in 
which it was found for 15 days. 

While this provision was meant 
to help the car buyer, Waters says 
it actually acts to his disadvantage 
by hiking the storage cost and the 








Beautiful Beginning— 


Cynthia Davis, “Miss Fort Worth of 
1955," assists Bennie H. Goldstein in 
drawing prize winners during the grand 
opening of his new dealership in Fort 
Worth, Texas Nash Co. In all, 5,714 per- 
sons registered during the opening cere- 
monies. 


cost of repossession which ultima- 
tely must be paid by the buyer. 
* . * 

7 charge for repossessing 

varies with almost every case, 
depending upon the time and ma- 
terial used in making a reposses- 
sion. 

“However,” Waters declared, “the 
normal charge for repossessing @ 
car is about $25, with 85 percent 
of the cars being recovered for this 
charge. In the remaining 15 per- 
cent of the cases, the charges may 
run to several hundred dollars, par- 
ticularly when rewards are offered.” 

C W Adjusters also do quite a 
business in recovering tractors 
or trailers. Charges for these re- 
possessions, usually from newly- 
organized firms that couldn’t 





Plymouth Promotes 8 in Shift 


DETROIT.—Eight appointments 
in Plymouth’s sales department 
have been announced by William L. 
Martin, national sales manager. 

F. W. Yale, eastern zone sales 
manager has been promoted to as- 
sistant sales manager. His former 
position will be filled by K. R. Port- 
er, New York regional sales man- 
ager. 

James A. Lawson, central zone 
sales manager, has been named 
new-car sales director. He is 
succeeded in his former job by 
R. R. Reynolds, Detroit regional 
sales manager. 

New regional sales managers are: 


F. W. Yale K. R. Porter 


D. J. Eyer jr.. New York; J. J. 
Seiffert, Kansas City; J. F. Thiel, 
Pittsburgh, and L. W. Mense, Syra- 
cuse. 

Yale joined Plymouth in 1941 as 
district manager in the Philadel- 
phia region. During World War II 
he was assigned to training super- 
visory personnel in ordnance plants. 
From 1944 to 1947, Yale was as- 


R. R. Reynolds J. A. Lawson 


sociated with the Chrysler Con- 
ference of Business Management in 
Detroit. He was appointed regional 
manager in Philadelphia in July, 
1947. 

Porter has been New York re- 
gional sales manager since Janu- 
ary, 1954. Joining Plymouth in 1948, 
he was assigned to the New York 
region as district manager. Porter 
became New York regional mer- 
chandising manager in May, 1953, 
and held that position until his ap- 


pointment as regional sales man- 
ager. 

Lawson, a graduate of Western 
Reserve University, joined Plym- 
outh in 1946 and was assigned to 


L. W. Mense J. F. Thiel 

the distribution department at | 
the Los Angeles plant. The fol- | 
lowing year he was appointed | 
district manager in the Los An- 
geles region. In 1949, he became 
manager of the Portland, Ore., 
region. He subsequently served as 
sales manager for each the east- 
ern zone and the central zone. 

Reynolds joined Plymouth in 1949 
as a district manager in the Los 
Angeles region. His other Plymouth 
capacities have been San Francisco 
district manager, Detroit city man- 
ager and Detroit regional sales 
manager. 

Eyer, who has been with the 
Plymouth field organization since 
1947, has served successively as dis- 


make the grade, sometimes rur 
as high as $700-$800. 

After 25 years of repossessing 
cars, Waters has come to these 
conclusions: 

1, Changing jobs and layoffs are 
the principal reasons why some 
people fail to keep up their car 
payments and come under the 
jurisdiction of “the man with the 
rope.” 

2. There is a certain type of per- 
son who just doesn’t pay his bills. 
Through laxity and trickery, this 
person bounces from car to car, 
getting transportation for lengthy 
periods at a minimum cost. 

+ * * 


ATERS. continued, “Many 

repossessions result merely be- 
cause of careless credit inspections, 
sometimes by some of the most 
conservative lending institutions. 
Often they are compelled to buy 
a dealer’s bad paper if they want 
to get his good paper.” 

He said that the repossession 
situation is as bad now as it was 
in the depths of the depression, 
mainly because of the easier credit. 

“The big question today is, 

‘How much down?’” he said. 

Waters said the big difference 
in his business now and when he 
started in 1930 is that people are 
much harder to track down these 
days, because there are so many 
more people and cars. 

Last year the 40 persons em- 
ployed by C W Adjusters repos- 
sessed about 4,500 cars for one of 
its best years. 

He partly attributed this good 
year to the big sales push by Ford 
last July — through dealer and 
salesmen contests — which resulted 
in a lot of poor paper being written 
around the country. 


of Sales Force 


trict manager in the Philadelphia 
and Pittsburgh regions, as New 
York city manager, and as Syra- 
cuse regional sales manager. 
Sieffert joined Plymouth in 1948 
as a district manager in the Phil- 
adelphia region. Two years later he 
was assigned to the home office at 
Detroit as assistant to the director 


J. J. Sieffert 
of regions. He served as acting di- 
rector of regions, and in 1953 was 
appointed manager of the newly- 
created Pittsburgh region. 

Thiel joined Plymouth in 1949 
as a district manager in the Phil- 
adelphia region, and was later 
assigned as Pittsburgh district 
manager. In February, 1954, he 
was named Pittsburgh city man- 
ager. 

Mense joined the company in 
1948 as a district manager. He has 
been in the Chicago region for 
seven years. 





Texans Still Fast on the Draw— 


When Michigan State University women's swimming team visited Houston, Julius 


Rosenstock, DeSoto dealer, lost no time in 


furnishing the girls a courtesy car. Posing 


before a statue of Sam Houston are, from left, Margo Harrison, Bonnie Schultz and 
Sandy Wilcox, all of Lansing; Judy Haga, Mason, Mich.; Judy Baford, Halt, Mich., 


and Sandy Giltner, East Lansing. 
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| Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U.S. PRODUCTION ONLY) 














Week Week Jan. 1 dan. 1 
Ended Same Ended Aug., To To 
Aug. 20, Week, Aug. 13, 1955 Aug. 21, Aug. 20, 
1 1954* 1955* To Date 1954* 1955 
AMERICAN MOTORS ........ 1,993 3,298 6,927 61,795 123,512 
FN ivievsscccsccssnncives 830 1,077 2,115 19,665 39,452 
DRM a Seetntpenisncenevectsses seein 1,163 2,221 4,812 42,130 84,060 
CHRYSLER CORP. .... 14,225 5,087 18,635 50,596 455,146 938,267 
Chrysler ......... 75 1,007 65 297 66,341 124,133 
DeSoto ..... 50 638 203 425 45,535 88,751 
Dodge ...... 100 3,036 5,352 9,323 83,673 207,165 
Plymouth. ......... 14,000 406 13,015 40,551 259,597 518,218 
FORD MOTOR. ............ 47,640 32,629 45,429 135,378 1,158,384 1,462,886 
PE, Waste ceed deca Sdepepeave . 38,240 27,843 37,148 109,067 948,250 1,147,904 
ME, scirenisiSttineiiinss 1,000 669 ___t....... 1,000 26,507 22,676 
FE. vkeesasesennescsiese ; 8,400 4,117 8,281 25,311 183,627 292,306 
GENERAL MOTORS .. 80,059 59,768 79,585 234,190 1,940,604 2,687,430 
BEER Sitescdvnssseescns ; 15,950 10,674 14,594 45,129 360,576 541,808 
Cadillac .............. 3,200 2,503 3,265 9,609 79,863 104,688 
Chevrolet ............. 36,500 30,624 37,388 107,558 973,746 1,218,516 
Oldsmobile ................. 13,009 8,758 13,093 38,643 287,187 428,147 
EEE | Ba ccinisesocisniee . 11,400 7,209 11,245 33,251 239,232 394,271 
KAISER MOTORS ... _: 14,414 6,679 
Ea ite Pinal ali 5,803 1,020 
Willys ies er 8,611 5,659 
S-P CORP. .... 3,770 483 2,252 8,590 73,012 133,573 
Packard ............. 1,700 483 1,610 4,395 23,328 53,292 
Studebaker ................ 2,070 642 4,195 49,684 80,281 
Total Cars, U. S.. ........ 145,694 100,077 149,199 435,681 3,703,355 5,352,347 
*Revised 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Aug., To To 
Aug. 20, Week, Aug. 13, 1955 Aug. 21, Aug. 20, 
1955 1954* 1955* Tc Date 1954* 1955 
CHEVROLET 7,200 5,793 8,625 24,424 225,326 260,660 
DIAMOND T .......... 125 60 115 340 2,226 3,453 
DIVCO 80 40 80 234 2,153 2,371 
TIED, Sisikaconkies bersaes 2,500 1,829 2,563 6,696 59,000 70,300 
FORD 6,600 4,875 6,152 18,804 204,804 239,658 
CN hess cacicalncdlasiceknpitinki tain 2,340 1,038 2,066 6,403 53,226 66,230 
INTERNATIONAL ..... 2,945 1,391 2,913 8,852 65,608 91,222 
NM ices sete. 360 149 271 929 4,362 9,128 
a Bad ccd hie Siacsinasiea 110 49 94 302 5,851 3,402 
STUDEBAKER. ............ ee ens 127 865 8,615 12,056 
ee 350 210 336 686 6,803 8,722 
NIN, © Sc li cen dsesesokectsre ath foe 39,628 46,648 
MISCELLANEOUS .... 90 49 95 280 4,512 3,290 
Total Trucks, U. S. .. 23,110 16,922 23,437 68,815 682,114 817,140 
Total Cars, Trucks, 
ME RB eialdcbbeavels 168,804 116,999 172,636 504,496 4,385,469 6,169,487 
Total Cars, Trucks, 
IN discs ssussdeesedia 4,835 3,591 3,023 14,755 283,564 342,903 
Grand Total, 


Cars and Trucks, 


U. S. and Canada .173,639 120,590 175,659 519,251 4,669,033 6,512,390 
*Revised, Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, ete. 


N.B.: All U. S. totals include cars and trucks for military orders. 


Fla. Dealers Cautioned: 


Reminder on FTC Rules 


ORLANDO, Fla.—The Florida 


Automobile Dealers Assn., in its 
weekly newsletter, reminded deal- 
ers that the Federal Trade Commis- 
sion trade practices rules are still 
in effect. 


The FTC rules, designed to halt 
unfair or deceptive practices in 
installment sales and auto financ- 
ing, are classified in two groups, 
the association pointed out. Group 
I rules cover practices which vio- 
late the law; Group II rules are 
considered lawful, but unethical. 


The newsletter summarized five 
trade practices forbidden under 
Group I rules: 

1. Misrepresentation by the seller 
of insurance coverage or rates, or 
financing costs or rates. 

2. Failure of the seller to furnish 
the buyer, before the sale is com- 
pleted, with a written itemization 
which discloses the delivered price 
of the motor vehicle, including ac- 
cessories or extras; the amounts to 


Dealers Elect McNeer 


PORTSMOUTH, O.— The Scioto 
County New Car Dealers Assn. has 
elected Henry McNeer jr., McNeer 
Motor Co., president, and Joseph 
Hodges, Portsmouth Motors, Inc., 
secretary. 





be credited as down payment and 
tradein; the time balance owed to 
the seller and the amount and due 
date of each installment payment; 
the cost of the insurance and the 
coverage provided; and the financ- 
ing charge. 

3. Having the purchaser sign 
an installment sale contract or 
receipt in blank, which is to be 
filled in subsequently by the sell- 
er or financing institution, with 
the purpose or effect of deceiving 
the purchaser. 

4. Use, by the seller or the fi- 
nancing institution acting individu- 
ally or in collusion, of rate charts 
in a manner to mislead or deceive 
the purchaser as to the amount re- 
quired to finance the unpaid balance 
of the contract. 

5. The requirement by the seller 
or the financing institution, acting 
individually or in agreement, that 
the installment sale or financing of 
a motor vehicle shall be conditioned 
on the purchase of an insurance 
policy from a particular company 
when equivalent or better coverage 
by another company is available 
and the purchaser desires the policy 
of the other company. 


Copies of the complete rules are! 


available from the FTC, Washing- 
ton, D. C. 





Close to °50 Record Mark... 


Output Slated to Break 
When Aug. Pace Ends 


(Continued from Page 1) 


3,200 car-a-week bracket; Pontiac 
upped its estimates to 11,400 from 
the 11,245 of the previous week, 
and Oldsmobile scheduled 13,009 
units, a slight drop from the 13,093 
cars produced during the week | 
ended Aug. 13. 

* * * | 


B= with 541,808 assemblies 
to date, needs only 11,091 units | 
to pass its alltime high of 552,827 


| 


Antifreeze Opens 
Way to Profits, 
Dealers Are Told 


NEW YORK.—“Antifreeze 
Week,” duPont’s annual fall pro- 
motion, has been set this year for| 
Oct. 17-22, the company has an- 
nounced. 

R. D. Scheer, sales manager for 
Zerone and Zerex antifreeze, said 
that a record 50 million cars on the 
road gives promise for good anti- 
freeze profits for dealers. 

He pointed out that antifreeze is 
a “must” item in most parts of the 
country and can be used as a “hood 
opener” to potential fall profits. 

Scheer advised dealers to urge 
motorists to make appointments for 
winter servicing during the week’s 
promotion to avoid the inconveni- 
ence of the “jam” that comes with 
the first frost. 


Harley-Davidson 
Aided by Repeal 
Of Excise Tax 


MILWAUKEE.—Repeal of the 10 
percent manufacturer’s excise tax 
on motorcycles is expected to aid 
Harley-Davidson Motor Co. to com- 
pete on more equal basis with low- 
priced foreign imports, according 
to William E. Davidson, company 
president. 

Although repeal of the tax helps, 
Davidson said it does not solve 
completely the problem and he 
would like to see something further 
done to equalize the situation. The 
tax will go off Sept. 1. 

Davidson contended his firm has 
been hard pressed in recent years) 
by competition from foreign makes. 
In many cases the imports, which 
have increased since the devaluation 
of the British pound in 1949, sell for 
lower prices than domestically made 
motorcycles. 

Although repeal of the tax will 
help his firm reduce prices, Dav- 
idson pointed out it also will aid, 
to a lesser extent, the foreign im- 
ports. The tax has been levied on 
both domestic and imported motor- 
cycles. He explained it this way: 

The price of an $800 domestic 
motorcycle would drop $80 to $720. 
A foreign model selling for $400 
would be reduced only $40. But the 
new price of $360 still leaves a wide 
gap. 

Davidson said the price difference 
exists largely because of the lower 
foreign wages. 

One solution he pointed out, 
would be to raise the 10 percent 
duty. on foreign makes to a point 
where the added cost would com- 
pensate for the difference in wage 
costs. 











Murray Sells Factory; 


Quits Auto Business 


DETROIT. — Murray Corp. of | 
America, once one of the leading 
automotive vendors, severed its 
last ties to the industry last 
week when it sold its chassis- 
frame plant in suburan Ecorse, 
Mich. 


The plant was sold to Dana 
Corp., Toledo, for an undisclosed 
sum of cash. Dana makes uni- 
versal joints, transmissions, axles 
and equipment for other indus- 
tries. Murray is producing kitchen 
appliances and plumbing fixtures 
and is expected to continue its 
diversification outside the auto 
industry. 











cars produced during the entire 
calendar year of 1950. Oldsmobile, 
with 428,147 assemblies to date, 
needs only 5,663 units to surpass its 
high of 433,810 during the entire 12 
months of last year. 


Chrysler Corp., with only its 
Plymouth division producing in 
volume, scheduled 14,225 assem- 
blies last week. The majority of 
these, 14,000, were scheduled by 
Plymouth, while Dodge with 100, 
Chrysler with 75, and DeSoto with 
50, were building out on the West 
Coast. Both DeSoto and Chrysler, 
however, had begun framing on 
their '56 models. 


Studebaker - Packard increased 
output to 3,770 units last week 
to increase its lead over Ameri- 
can Motors in the Little Three 
battle for the most assemblies. 
American Motors is currently in 


45 


a four-week closing due to the 
annual company vacations and 
taking of inventories. 

Studebaker finally got back into 
production last week with a forecast 
of 2,070 cars, while Packard upped 
output slightly to 1,700 units. Stu- 
debaker has been hampered for 
over a month by labor difficulties 
resulting from the installation of 
new work standards at its South 
Bend plant. 

Kaiser - Willys, which ended its 
two-week vacation period last 
week, still was down for the tak- 
ing of inventories. 


Wayne Buys Koerner; 


Boosts Its Deals to 22 


ROCHESTER, N. Y.—Wayne 
Management Service, Long Beach, 
Calif., has purchased Koerner Mo- 
tors, Inc. (Lincoln-Mercury) here 
and announced that it now oper- 
ates 22 auto dealerships from coast 
to coast. 

Robert Montana, originally from 
Long Beach but who has been 
eight months in New York City, is 
general manager. He said the pres- 
ent name will be retained and a 
volume policy pursued. Calvin Wil- 
son, a salesman, has been pro- 
moted to sales manager. 





Pontiac Honors Driver Training Pioneer— 


The 500,000th 1955 Pontiac is presented to Andrew J. Sordoni, president of the 
Automobile Assn. of America, second from left, by R. M. Critchfield, Pontiac general 
manager. The Safari Custom station wagon is for the use of Prof. Amos E. Neyhart, 
right, who 20 years ago pioneered highschool driver education with AAA and 
Pontiac. At left is Russell E. Singer, AAA executive vice-president. 


Chrysler Strike Votes On 


Company, Union Face Month-End Deadline 
In Efforts to End Contract Rift 





(Continued from Page 2) 


been noted in two adjacent states. 

In Indiana, Judge Walter Prit- 
chard upheld a union shop clause 
in the new GM pact, saying that 
he has no right to write a so-called 
“right-to-work” law. He observed 
that such a law has been defeated 
three times in the Indiana Legis- 
lature. 

The case grew out of a chal- 
lenge by V. R. Smith, 40, a GM 
employe at Indianapolis, who 
asked an injunction against the 
law. Smith contended that it 
would force him to join the UAW 
in violation of his constitutional 
rights. 

Judge Pritchard, in denying the 
plea, noted that GM’s defense 
claimed that the pact would force 
all employes to pay union initi- 
ation fees and dues but wouldn’t 
force them to take part in any 
union activities. 

In Wisconsin, the Chamber of 
Commerce charged that “union 
bosses, mostly from Detroit, are 
leading an invasion of the state’s 


| labor movement.” 


x Bg * 


N PACTS with the United Steel- 
workers-ClO, the American and 
Continental Can Companies have 
—in principle—spread the supple- 
mental jobless pay obligation over 
an entire year rather than the six 
months accepted in the auto indus- 
try contracts. 

An analysis shows, however, 
that the employer liability is 
limited to something less than 
seven weeks’ payroll, which is 
smaller than the plans agreed to 
by Ford and GM. 

The important fact is the accept- 
ance of the full year. Observers 
agree that the basic steelmakers 


will have to contend with this fac- 
tor when their labor contracts are 
up for renewal next year. 
* = *” 

| CANADA, the UAW appar- 

ently has centered its drive for 
the American-type modified GAW 
on GM. Last February the union 
in its pact with Chrysler, accord- 
ing to Canadian observers, fol- 
lowed the broad outline of the prior 
settlement with Ford, reached after 
one of the longest strikes in Cana- 
dian history. 

x x * 

ON THE dealership front, the re- 

sults of two elections have been 
announced and a third was held 
last Thursday (Aug. 18). All were 
in Detroit. 

Employes of both Falvey Motors 
(foreign cars) and Jefferson Lin- 
coln-Mercury voted unanimously in 
favor of union recognition. The re- 
sults of the poll taken at South- 
western Motor Sales (Ford) have 
not been announced. 


Local 376 of the AFL Sales- 
men’s Union has concentrated its 
organizing drive on service de- 
partment employes only and no 
sales personnel were included in 
the balloting at the three deal- 
erships. 

The Michigan State Labor Medi- 
ation Board is in the process of 
ordering recognition votes at nine 
other Detroit dealerships. 

These include Johnny Motors 
(DeSoto - Plymouth); Louis Rose 
(DeSoto-Plymouth); Northwest 
Chevrolet; Downtown Ford; Berk- 
ley Motor Sales, Inc. (Ford); Given 
Lincoln-Mercury; Johns Bros. 
(Ford); Al Long (Ford) and New 
Center Ford. 













Volkswagen Buys 
S-P Plant, Plans 
Production in U.S. 


SOUTH BEN D.—Studebaker- 
Packard has confirmed reports that 
it has sold its Brunswick (N. J.) 
plant to Volkswagen Automobile 
Works of Germany. Volkswagen 
will be the first foreign firm to as- 
semble cars in the U. S. 

The transaction involved an esti- 
mated $4,000,000. The plant was 
built in 1951 and contains about 
400,000 square feet of manufactur- 
ing space. 

In Germany officials of Volks- 
wagen reported that they were con- 
sidering buying machine tools in 
the U. S. but said the dies will 
come from Germany. 

The fact that the plant is “bare,” 
a Volkswagen official said, makes 
it certain that production will not 
start before next year. 

Also German sources reported 
that another European auto maker 
—Britain’s Daimler—was planning 
an American assembly point. 










































MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





AUTO AUCTION 
TIM ANSPACH 


Albonptekenech a Reed 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 








MANHEIM AUTO 
AUCTION 


MANHEIM, PA. 
On Route No. 72—4 Miles Off 
Pa. Turnpike 
10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AA.A. 


Phone Manheim 5-2401 






















NEW JERSEY'S ORIGINAL 
AND ONLY AUCTION 
LEBANON AUTO AUCTION, INC. 
On Rovte 22—3 miles west of N. Plainfield 
Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunellen 2-9849 












































NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Natl. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and tities guaranteed 
Phone AXMINISTER 8-1702 















BIG 


Phone E 1254 
324 West Main Street, Fort Wayne, Indiana 


On U. S$. Route 20A 





financially strong Dodge-Plymouth dealer 
in New Jersey. Applicant must know and 
have proven ability in all phases of deal- 
ership; whose personality and leadership 
will result in profits. Good salary, profit- 
sharing with possible ‘‘buy in’’ later. This 
is not only an offer of a position, but a 
future. Give full resume. Box 5249, c/o 
Automotive News, Detroit 26. 


“2 DEALERSHIP, 325 car present 
potential, within 250 miles New Orleans, 
most promising point in booming Gulf 
Coast area, needs aggressive sales man- 
ager with proven record profitable opera- 
tion in volume market. Opportunity to 
buy substantial ownership interest subject 
factory approval, Must have successful 
experience hiring, training and directing 
sales organization. Give full resume expe- 
rience and background. Attach small 
photo. Box 5232, c/o Automotive News, 
Detroit 26. 








ZONE BUSINESS MANAGER 


Unusual opportunity for man with knowledge 
of automobile dealer accounting. Experience 
of Business Management at wholesale level 
preferred. Assignment to New York Zone. Ex- 
cellent starting salary. Prefer age 30-45. Write 
Personnel Dept. giving details of experience, 
personal qualifications, and snapshot. 


Studebaker-Packard Corp. 


South Bend, Indiana 





EAST NORTH CENTRAL 


HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohio's Largest Automobile Deaiers’ 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 





DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 

OPEN ALL NIGHT MONDAY 

Phone E 5209 


We Guarantee Checks 
Dealers Only 








WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M.— KE. 1-9694 | 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 





Phone 9009 an ad in Automotive News. 


AUTOMOTIVE NEWS, AUGUST 22, 1955 
SALES MANAGER FOR long established, 


CLASSIFIED WANT ADS 


Reaching an estimated 
RATES: TWENTY-TWO CENTS 


rly 


fa t-te 


(22¢) 


in all branches 


CUT TT rr. 
PER WORD FOR EACH 


of the nation's 
INSERTION 


automotive industry. 


POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar 


($1) per insertion for use of a box number. Replies to 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


HELP WANTED 


GENERAL SALES MANAGER. Reputable 
and well established Ford dealer in south- 
eastern city selling 1,800-2,000 new units 
annually, Volume operation and excellent 

Needs experienced aggressive 

man to assume complete charge of car 

and truck sales. Good salary and bonus 
with offer of investment to right man. 

Give detailed history past ten years, age 

and family status—recent photo if avail- 

able. All replies kept strictly confidential. 
= 5250, c/o Automotive News, Detroit 


facilities. 








LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





EAST NORTH CENTRAL 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half a west of Grandville, 


ich. 
EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'’ Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 





COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for bi 
the 


First National Bank of Englewood. 





Crossroads 


- + +» where they meet... buyers 
and sellers ... 


new and used-car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 








EAST NORTH CENTRAL 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 





Phone Dunkirk 3-0150 


our own check through 


tors dealers, are 
notch salesmen who have the desire to be- 
come dealers. We want men 
automobile salesmen with the desire and de- 
termination to go forward. If you are a top 
producer and cannot see any 


2500 N. Main 


HELP WANTED 


WOULD YOU LIKE to live in Charlotte, 


N. Carolina? We have just recently been 
awarded a Chevrolet franchise in Char- 
lotte and plan to immediately expand 
present personnel. Charlotte is an ex- 
panding market with excellent living. 
Direct interest to Personnel Manager, 
W. F. Beauchamp, Don Allen Chevrolet 
Co., 531 E. Trade St., Charlotte, N. C. 


NEW ENGLAND 
REPRESENTATIVE 


To sell established line of FAST BATTERY 
CHARGERS through automotive jobbers 
on commission basis. Excellent oppor- 


tunity for right man to establish inde- 


pendent business with substantial income. 
Will have opportunity to secure agency 
for new revolutionary line of Motor tune- 
up equipment. Write, giving age, back- 
ground, other lines handled, etc. Include 
photograph. All replies will be treated 
“Confidentially."" Address ‘Sales Man- 
ager,"’ Box A, Belleville, N. J. 


WANTED 


Zone personnel for one of the ‘Big 
Three" Automobile Manufacturers. For 
new zone office just recently set up in 
Chicago, Ill. Openings for Assistant 
Zone Manager, Zone Business Man- 
Zone Merchandising Manager. 





ager, 
Must be top men with proven record. 
These are executive positions with top 
income. 


Box 5267, c/o Automotive News, 
Detroit 26. 





You Can Go Places 
As A Factory 


REGIONAL USED CAR 
SALES MANAGER 


Representing a leader in the Big 3 


® Salary is attractive. Expense account, 
transportation allowance, insurance, 
advanced sales training. Advance- 
ment as you prove ability. 


® You should have factory or retail 
Automotive experience in manage- 
ment or sales. Age: Late 20's to 
early 40's. You must have a capacity 
for taking on responsibility and be 
willing to travel. 


Write today, enclosing snapshot if 
possible. 


Box 5248, c/o Auvtomative News, De- 
troit 26. 





SERVICE MANAGER. A man, preferably 


between the ages of 35 and 45, with good 
background and capable of managing a 
large General Motors Service Operation, 
can make a permanent connection with 
an organization of successful record for 
the past 20 years. In reply, give age, 
present connection, present income, past 
experience, family status if married, 
address and telephone number with a 
small photo if available. All replies kept 
strictly confidential. Address Box 5201, 
c/o Automotive News, Detroit 26. 


SALES MANAGER. We are looking for a 


successful Sales Manager with a good 
past record, capable of organizing, train- 
ing, supervising and directing a Cadillac 
Sales Organization, with a past success- 
ful reputation for over 20 years. In reply, 
give age, present connection, present in- 
come, past experience, family status, if 
married, address and telephone number, 
with a recent photo if available. All re- 
plies strictly confidential. Address Box 
5200, c/o Automotive News, Detroit 26. 


SALESMEN 





We want automobile salesmen who are inter- 
ested in going all the way—that is to have 


ur own dealership and life-time security. 
e, being the world's largest General Mo- 
interested in hiring top- 


that are good 


immediate 
rospect for advancement where you are, get 


fn touch with me right away. Keep in mind 
that you must be a leading salesman. 


Call or Write Charlie Burnham 
MILNER CHEVROLET 


Fort Worth, Texas 
Northcliff 8211 





POSITION WANTED 


To encourage this classification for the 
benefit of those seeking employment, 
Position Wanted Ads are accepted eat 
half regular rates, namely lle per 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
in odvance. (Half-rate does not apply 
to display ads in this section.) 





GENERAL SALES MANAGER, 16 years’ 


experience in all phases of management. 
Can effectively train and manage a large 
sales force. Can supervise the entire 
operation that makes up the new and 
used car departments, Interested in a 
large, fast moving dealer only, Box 5246, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER—Thoroughly experi- 


enced, General Motors and Packard. 
Know all modern service procedures, cus- 
tomer relations, estimating, new and 
used car preparation. Chicago or vicinity 
preferred. Box 5264, c/o Automotive 
News, Detroit 26. 


TRUCK AND FLEET sales manager. Top 


producer desires new connection in mid- 
west or southwest. Presently employed as 
truck and fleet sales manager for volume 
dealer. Young, aggressive with nine 
years’ experience. Can supply proof of 
accomplishment. Box 5265, c/o Automo- 
tive News, Detroit 26. 





GENERAL MANAGER or sales manager. 


Age 30, ten years’ experience—General 
Motors Corporation in retail sales, dis- 
trict manager, car distributor. Recent 
general manager and owner of 350 car 
¥ord Motor Co. franchise. Familiar with 
all phases of sales and service; aggres- 
sive and hard working. Box 5251, c/o 
Automotive News, Detroit 26. 


SALES OR GENERAL MANAGER. Under 


35, ten years’ factory and retail sales 
experience with outstanding record you 
can check. Strong, reliable merchandiser 
rendering volume with profit. Seek posi- 
tion ‘‘Big Two’’ dealership, southeastern 
states. Box 5252, c/o Automotive News, 
Detroit 26. 


MANAGER—GOOD PAST record. 15 Years’ 


experience — new and used, GM and 
Chrysler. Capable of handling volume sales, 
appraisals, supervise and direct, excel- 
lent closer. Salary requirements—approx- 
imately $12,000 plus. College background, 
family man, age 42, personable. Will re- 
locate. Top references. Box 5253, c/o Au- 
tomotive News, Detroit 26. 


SERVICE MANAGER. Qualified and ex- 


perienced in all phases of service de- 
partment operation. Can handle medium 
to large operation. Graduate General Mo- 
tors Service Managers Institute of Flint, 
Mich. Good -character, sober, reliable. 
Available October. Prefer west or north- 
west. Box 5254, 
Detroit 26. 


GENERAL MANAGER. Over 25 years’ ex- 


perience retail and Chrysler dealer op- 
erations. Married, sober, steady, hard 
worker. Can furnish highest qualifications 
and references. Would like to locate 
southern Ohio, Indiana or northern Ken- 
tucky. Box 5255, c/o Automotive News, 
Detroit 26. 


AUTOMOTIVE ACCOUNTANT desires posi- 


tion as office manager-bookkeeper, 20 
years’ experience general accounting. Ten 
years with Chevrolet dealership. Full 
knowledge of General Motors and Ford 
accounting systems. Available on two 
weeks notice. Box 5256, c/o Automotive 
News, Detroit 26. 





IF YOU ARE BROKE, disgusted, can’t get 


along with factory, mad at world and 
ready to throw in the towel... I can’t 
help you! But, if you have good business, 
get along with everybody including field 
representative and your wife, are making 
money and tired from overwork and try- 
ing to do it all yourself . . . I can help 
you! I’m looking for a dealer who is now 
successful, but wants more sales and 
profits. Presently selling a minimum of 
20 units a month and wants more. Size 
of his town is no object but must be 
diversified and aggressive. I have highly 
successful record prewar and postwar, 37 
years old, married, no children. Ex- 
finance company sales manager, genera! 
manager ‘“‘Big 2’’ dealer. No drifter. 
Take pride in organization I work for. 
Accustomed to good remuneration for job 
well done. If you think I fill the bill con 
tact me and we’ll go from there. Don’t 
waste my time or yours if you don’t 
believe in your own future and the future 
of the automobile business. Would con- 
sider purchase of working interest in the 
right deal. Call, wire or write, P. H 
“‘Pat’’ Lee, Jr., Phone 4-7110, Box 568 
Tyler, Texas. 


PILOT SALESMAN DESIRES position 


with new car dealer. All replies acknow!l- 
edged. Box 5159, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 


SMALL DODGE-PLYMOUTH near Toledo 


Inventory only, must sell quickly. Selling 
price can be made first year. Chance tc 
get in business for low price. Send phone 
number if interested, will call you. Box 
5240, c/o Automotive News, Detroit 26. 





For Quick Results 
Use Automotive News 
WANT ADS 


c/o Automotive News, - 
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DEALERSHIPS AVAILABLE 


Ln 

200 CAR DEALERSHIP now handling 
Buick, fast growing county seat. Popu- 
lation 45,000, County 100,000, located 
southwest. Stock and equipment $37,500. 
Owner has other interests. Applicant 
must qualify with factory. Dealer adver- 
tisement not agency. Replies kept strict- 
est confidence. Box 5236, c/o Automotive 
News, Detroit 26. 


aa 

DUAL — NOW HANDLING FORD- 
MERCURY. Northwest farm town. 
County seat, nets better than $20,000 
after salaries. Nice building, good lease. 
$30,000 buys stock, equipment, Box 5239, 
c/o Automotive News, Detroit 26. 


CHICAGO, WESTERN SUBURB. ‘BIG 
Three’’ dealership. Excellent trade area. 
Low rent, good lease with options. All 
parts, signs and equipment only $14,750. 
Owner selling on account of health. Box 
5257, c/o Automotive News, Detroit 26. 


DUAL DEALERSHIP HANDLING Chevro- 
let and Olds in excellent midwest town 
of 12,500 population. Wonderful building 
and good lease, Selling for health rea- 
sons. Box 5258, c/o Automotive News, 
Detroit 26. 


HOTTEST DEAL AVAILABLE now han- 
dling GM in world famous city. 400 miles 
northwest of Chicago. 300 car potential. 

_ New, modern building 100x140 ft. plus 

storage basement. Fully equipped. 
joining used car lot—232x140 ft. Good 
$75,000 to $100,000 will handle. One 

_@f the best dealerships in the north cen- 

‘fal states. All inquiries strictly confi- 

wg tial. Dealer will retire. Box 5259, c/o 

'. Automotive News, Detroit 26. 


SALE—WELL established dealership 

“Row handling Dodge-Plymouth. Located 
=: central Connecticut city of 75,000 pop- 

; lation. Complete facilities, no real es- 
fate, excellent lease. Death of principal 
owner necessitates quick sale. Write Box 
5260, c/o Automotive News, Detroit 26. 


TO SETTLE AN ESTATE — For sale, 
agency now handling Packard. Located 
in Greenfield, Mass. Inquire First Na- 
tional Bank and Trust Co., Co-Executor. 


FOR SALE—DEALERSHIP handling Olds- 
mobile and GMC trucks. In rich agricul- 
tural district. Building can be leased long 
term. This is on Gulf Coast. Brooks Mo- 
tors, Foley, Alabama, Box E. 


DEALERSHIP LOCATED in one of the 
fastest growing cities in North Central 
Indiana. Handling Chrysler and Plym- 
outh in the same location for 22 years. 
New car potential 300. Have sold 225, 
1955 models. Will lease modern building 
and adjacent, paved, well lighted used 
car lot. No blue sky, accounts receivable, 
cars, or real estate to buy. Complete fix- 
tures, furniture and equipment—$25,000. 
Parts inventory approximately $12,000. 
Immediate possession of a going business 
upon factory approval, Ray Vickery Mo- 
tors, Inc., Marion, Ind. ee 


DEALERSHIP HANDLIN®€ DODGE- 


Plymouth profitably—19 yearg in north- 
western Ohio. Prosperous fa: and in- 
dustrial trading area. Over car po- 


tential yearly. Good lease. Buy parts and 
equipment only. Owner wisheg to retire. 
— 5261, c/o Automotive News, Detroit 


FOR SALE—WELL ESTABLISHED deal- 
ership handling Studebaker- kard in 
southern Michigan. Town rapidly expand- 
ing to an important trade center. Buy 
equipment and parts only if desired. 
Lease on modern quarters and used car 
lot available. Box 5262, c/o Automotive 
News, Detroit 26. 


eee ener errata, 

25 YEARS’ ESTABLISHED dealership in 
Ohio, now handling Chevrolet. 80 and up 
potential. Parts, accessories and modern 
equipment. Good building and used car 
lot. Will lease real estate. Box 5266, c/o 
Automotive News, Detroit 26. 

cuiceeeietr tiene tmeiinetentinaieminedpemmeeme niente entt bene 

ESTABLISHED ‘‘BIG-THREE”’ dealership. 
W. Va. area. Sell or lease building and 
equipment. Same owner 30 years. Mod- 
ern equipped, hustling locale, profitable. 
a 5270, c/o Automotive News, Detroit 





AVAILABLE 


SUCCESSFUL DEAL 
(now handling Pontiac) 
LARGE MIDWESTERN CITY 


20 years handling Pontiac, 400 up Potential. 
Fine location and economical facilities. Earn- 
ing fine return. Terrific opportunity for aggres- 
sive dealer. Factory approval needed. No 
real estate, used cars or accounts receivable. 
ow $45,000 will handle. Owner wishes to 
retire, 


Box 5271, c/o Automotive News, 
Detroit 26. 


LE 

OLD ESTABLISHED DEALERSHIP han- 
dling Dodge-Plymouth. Gulf coast area. 
Parts, equipment and fixed assets only. 
Unusual lease 50% under today’s mar- 
ket. Consider partial payment, balance 
monthly. Potential 1,500 units. Doctor 
Says retire. Opportunity of a lifetime for 
&@ real operator. Box 5242, c/o Automo- 
tive News, Detroit 26. 





sell building, land and parts 
or parts inventory and lease building on 
long term lease. Large modern building, 


highways. 
lot adjoining building. 
service shop. An excellent-going business. 
Selling due to ill health. All replies 
strictly confidential. Reply Box 5273, c/o 
Automotive News, Detroit 26. 


DEALERSHIP NOW HANDLING CHRYS- 
LER-PLYMOUTH, 450 cars, well estab- 
lished. Ideal climate and location. $70,000 
buys equipment and parts. Experienced 
manager available who will make partial 
investment, Box 5247, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 


WISH TO PURCHASE FORD OR GM fran- 
chise, single or dual, in Florida or 
Lancaster-Montgomery counties area of 
Pennsylvania. 150 car contract maximum. 
Presently successful and profitable deal- 
er with larger contract who wishes to 
acquire smaller deal. Adequate financial 
position and past performance of high 
level nature would assure factory ap- 
proval. This is a sincere advertisement. 
Replies will be held confidential and 
every letter will be answered. Box 5213, 
c/o Automotive News, Detroit 26. 





Ford Dealerships Wanted 
Have several good men, volume minded, well 
trained in big-dealer operation, ready to 
into their own dealerships. Dealerships must 
have potential of 600 units a year or better, 
located in South or West. Pay cash. All 
replies in strict confidence. 

National Dealer Services 
P.O. Box 5483 Dallas, Texas 





WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5229, c/o Auto- 
motive News, Detroit 26. 


WILL PURCHASE all or half interest in 





tive News, Detroit 26. 
DEALER SERVICES 


SELL YOUR REPUTATION? 


Learn unique way to increase traffic and 
closings. Insure that your facilities, know- 
how, reliability, become potent factors in 
every sales eftort, Copyrighted ideas, aids, 
thods can be yours exclusively. No obliga- 
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tion for details. Mail your | 
MERITSEAL, INC. 
2 Depot Plaza White Piains, N. Y. 








INVENTORY SERVICE 


Parts and Accessories 


oe CERTIFIED REPORTS & 


of 
Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





BUSINESS OPPORTUNITIES 


SUBURBAN DETROIT 
FORT ST., LINCOLN PARK 
AUTO AGENCY BUILDING 


Modern, 15,000 square feet, adjacent used 


: 


car lot. Buick, Pontiac and Mercury have 


no outlets in Lincoln Park. Near 8 million 
oe shopping center. Sell or long 
ease. 
Box 5268, c/o Automotive News, 
Detroit 26 





DISTRIBUTOR 


For automatic tire puncture sealant in several 
large-area territories. Product is equally ef- 
fective in sealing punctures in tube or tubeless 
tires, Will not throw wheel out of balance 
and lasts for life of tire. Non-rubber base. 
Large truck and passenger car market through 
dealers. A long-profit line with national ad- 
vertising program, showing exceptional repeat 
values for the distributor. Strong sales back- 
ground and moderate merchandise inven- 
tory investment required. Address Box 5208, 
c/o Automotive News, Detroit 26, 











HELP WANTED 















OUTSTANDING 


OPERATIONS 





In auto finance field for men qualified as 


DISTRICT MANAGERS 
BRANCH MANAGERS 
SALES SUPERVISORS 


Rapidly expanding national finance company has open- 
ings for men interested in positions with unlimited 
future. Salary range open, depending on qualifications. 
Complete employe benefits include Incentive Bonus 
Plan, Profit-Sharing, and Retirement Program. 


Box 5269, c/o Automotive News, Detroit 26 


OPPORTUNITY 


SUPERVISORS 
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AUTO OR TRUCK LEASING 
COMPANIES WANTED 


Small or Large 






i Will purchase your leasing company 
or assets for cash taking over all or 
part of existing equipment and con- 
tracts. Inquiries handled in the strict- 
est confidence. Principals only. 





) Write or call: 


1} Rollins Fleet Leasing, Inc. 
“Nation-wide Service” 

H. B. Tippie, Moore Building 

Rehoboth Beach, Delaware 

Telephone — 3261 


BUSINESS FOR SALE 


New and Used Auto Parts 
and Wrecking Yard 


Over 300 automobiles, good building, 
wreckers, trailers, tractors, completely 
equipped. One of central Michigan's 


largest yards on U. S. 16 between 
Lansing and Grand Rapids. 


Phone or See 


FRED H. BENNY 


Phone 37 Charlotte, Michigan 


PARTS FOR SALE 


FOR SALE—CHEVROLET parts 1942 to 
1951. Mostly sheet metal, doors, quarter 
panels, fenders. Also many small miscel- 
laneous parts and accessories. Also Au- 
tronic eye and radio equipment. Make an 
offer after inspection. Former Chevrolet 
dealer. B & B Nash, 8811 E. Jefferson, 
Detroit, Mich. VA. 2-1103. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 
If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


40% BELOW 
DEALERS COST 
For 
*49-"50-'51-"52 
Chrysler hoods, fenders, door shells, 
deck lids, etc. 


While they last. 


Automobile Sales Co. 


2930 N. Cicero Phone Mulberry 5-3500 
Chicago, Illinois 


CARS WANTED 


JOE NEWELL 
SAYS 


I'll buy your entire stock of used cars— 


'51s to '55s. $250,000 available. Write, 
wire or phone me at 4917 Mount View 


Bivd., Denver, Colo. Phone Florida 





CADILLAC, CHRYSLER, DeSOTO eight 
passengers wanted. Cash or liberal allow- 
ance. late models. McClintock- 
Cadillac, Phone IV 17-5046, Lansing, 
Mich. 


CARS FOR SALE 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a large number of 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver 
most locations. Phone or write for infor- 
mation. 


Robinson Auto Rental Div. 


229 $. Hanson St. Philadelphia, Pa. 


‘. & Spatig, Used Car Manager 
Sherwood 8-1500 





CARS FOR SALE 


USED TAXICABS—Hight 1950 ; 
ten 1950 Plymouths. $125 each. $1,800 
for all. Boynton Cab Co., 1232 N, Edi- 
son St., Milwaukee 2, Wis. 


ATTENTION DEALERS !! 
SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Goed Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymoaths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Hth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 








TRUCKS FOR SALE 


14 GMC DIESEL TRACTORS. Model 750, 
with 471 cu. in. motors, 5 speed Spicer 
trans. 20,000 Ib. rear end, with 10.00x20 
tires, 55 mi. hour road speed. Equipped 
for the road and in excellent condition. 
1948 through 1952 models. Priced from 
$1,500 to $3,500. All from one owner and 
will be sold as a fleet or separately. 
Write or call Mac Dermody, Dermody 
White Truck Co., 124 Ionia S. W., Grand 
Rapids, Mich. GL, 1-2529. 


1928 CHEVROLET with body excellent 
condition, Good for truck promotions— 
$350. Harden Chevrolet Co., Circleville, 
Ohio. 





TRUCKS WANTED 


WANTED 


FORD TRUCKS, TRACTORS AND DUMPS 
F800 and F900 1953 or later 
Buy one or fifty. 


W. E. McCARTHY 


241 Mystic Ave. Medford, Mass. 
Mystic 6-3500 








BUSES FOR SALE 


SCHOOL BUSES 


AVAILABLE FOR IMMEDIATE 
DELIVERY 


LARGEST SELECTION IN THE EAST 


6—60-Pass. Fords 
10—54-Pass. Fords 
15—54-Pass. Chevs. 
9—54-Pass. Internationals 
3—60-Pass. Internationals 


CALL - WRITE - WIRE 


FRANK T. MEE JR. 


an! a & Ser., inc. 
Tel. Pioneer 3-443 








BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5230, c/o Automotive 
News. Detroit 26. 

MAILING LISTS 

DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. April, 1955 checked, On addressed 
labels, 32M, $14 per M. Box 5272, c/o 
Automotive News, Detroit 26. 


SHOP EQUIPMENT WANTED 


WANTED—AUTO PARTS bins. Only late 
style Borroughs considered. State best 
price and condition in first reply. Box 
5263. c/o Automotive News, Detroit 26. 


SHOP EQUIPMENT FOR SALE 


FOR SALE—DeVILBISS infra-red travel 
oven, model 414V, used 6 months. Also 
6 vapor-proof flood lamps and 2 explo- 
sion proof exhaust fans. Save plenty on 
this equipment, all like new. E. O. Red- 
mond, 151 Linwood Drive, Alliance, O. 


CLAYTON DYNAMOMETER — Used by 
Chrysler dealer. Complete and excellent 
working order. Cost new—§3,700. For 
quick sale—$950. F.O.B. Cincinnati. Heil 
Motors, Inc., 3730 Harrison Ave., Cin- 
cinnati 11, O. Phone MO. 1-7373. 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 
All Other Countries — One Year $12 [] or Two Years $20 [J 





Street Address.............. barter ksh te cenkwacds coccce ORO Pitiacestsas 
OR ut ba eaimate ened een a onkandn MG cccenatinme eee 
TRADE CONNECTION: 

Car Dealer (] Truck Dealer [] Manufacturer [] 
Jobber () insurance [) Financia! (J Supplier (] 


Make of Cor..... 
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FOR SALE—WE ARE closing out our dis- 
tributorship on Bay lifts. Automobile 
lifts, list price $285—sale price $200 fob 
Xenia, Ohio. Truck lifts, $375 list—sale 
price $260 fob Xenia. Chenoweth Motor 
Co., 301 8. Detroit St. Xenia, Ohfo. 
Telephone 2-6947. 


ANTIQUE CARS FOR SALE 


1916 CHEVROLET “Baby Grand’’ tour- 
ing car. Excellent condition, Photo on re- 
quest, Best offer over $1,000. Harden 
Chevrolet Co., Circleville, Ohio, 


MISCELLANEOUS 


FOR SALE—TWO DEALERS PRIVATE 
office furniture. 2 beautiful walnut desks; 
4 tables; 4 leather chairs—wing type 
and club; 6 lamps; 2 revolving leather 
desk chairs; 2 sect. chairs. Whole set up 
like new. 1 Graco, complete lubritorium 
with ten overhead reels; 3 Globe hy- 
draulic passenger car lifts; 1 Globe 10 
ton twin post truck lift, electric pump 
driven; 3 Aero swivel arm drains; 4 Aero 
chassis and gear containers, air operated. 
Large Dodge-Plymouth neon sign. Large 
Dodge job-rated truck neon sign. Large 
Dodge-Plymouth MoPar neon parts sign. 
Large Dodge-Plymouth Dodge truck neon 
service sign. Large group metal display 
signs—all sizes, Coleman-Halloran, 237 

















Park Ave., Paterson, N. J. Sherwood 
2-9769. 
SENSATIONAL! PLASTIC strip ts. 
Assorted colors. 140 2’’x18’’ strips 


stitched to the 100 ft. string. Flutter 
better, last longer. Only $5.95 per string. 
Buy three strings and get one free. Pet- 
erson’s Advertising Service, Myrtle Ave., 
Huntley, Il. 

1000 BUSINESS CARDS, 
(1 color) $3.50; 
inserted: 50c 


raised printing 
(2 colors) $4.50. Cuts 
extra per 1000. Samples 
Dept. A-8, 


free. Business Specialties, 
1422 Rosemont, Chicago, 71. 



























Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


MOTO-MATIC 
TOW * GUIDE 


and 
BRAKE-M 


OBILE 





annot Be Motched 
At Any Price 


Write Today for 
illastrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 


Would Like to Buy 
15 or 20 Fleet Leasing Companies. 


large or small. Pay cash. 


NATIONAL DEALER SERVICES 
P.O. Box 5483 Dallas, Texas 





8-22-55 
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With INDIVIDUALLY 


REPLACEABLE CELLS! 
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“Selenium POWER DRY PACK” — 


One of the most revolutionary features of the Cellomatic is “Selenium Power Dry 
Pack.” This feature, exclusive with the Cellomatic, allows all Cellomatic batteries 
to be shipped dry to distributor or dealer. NO ACID IS HANDLED AT ANY TIME. 
ONLY THE ADDITION OF DISTILLED WATER IS NEEDED! The Cellomatic battery 
with “Selenium Power Dry Pack” can be stored INDEFINITELY. Cellomatic elimi- 
nates the dry charge method and the cumbersome, messy wet pack. In so doing, 
it puts hundreds of needlessly spent overhead dollars back in your pocket. PLUS, 
the Cellomatic design, mechanics and chemistry is protected under one or more 
of the following patents: 

Patent numbers, 637 (Guatemala); 55187 (Mexico); 2,714,081 (U.S.); 2,715082 (U.S.); 2,715,149 
(U.S.); 2,715,148 (U.S.); 2,715,150 (U.S.); 2,715,151 (U.S.). CELLOMATIC —Reg. U.S. Pat. Office. 
Cert. No. 609,483. Other patents pending. 


MEANS WHAT IT SAYS— 


The Cellomatic is the only battery in the world 
that carries a perpetual guarantee. Unlike bat- 
teries with limited guarantees, the Cellomatic 
can be transferred from one vehicle to another 
and from one owner to another under the same 
perpetual guarantee. No complicated warranty 
or guarantee slips are needed. The Cellomatic 
battery is its own guarantee. 


Ctl 0 MnAIG 


Mata an le 
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CELLOMATIC 


INDIVIDUALLY REPLACEABLE CELLS— 


Incorporated into the Cellomatic along with the amazing “Selenium Power Dry 
Pack” is the most practical battery design of half a century. ONLY the Cellomatic 
is built in three demountable sections allowing any cell to be replaced within 
seconds. No longer is the consumer’s battery dollar reduced to the pennies of 
salvage when for ANY reason a cell in his battery goes dead. The individual cell 
cases are made of rugged, colorful, “high impact” polystyrene. This amazing 
plastic development forms a near perfect dielectric aiding immeasurably the 
elimination of self-discharge. Completely acid resistant, polystyrene does away 
with harmful organic case impurities. Individual cells can be replaced for as 
low as 50¢ each making economy the key note in Cellomatic’s demountable cell 
design. 


COMPETITIVELY PRICED— od Tas 


‘DA 


SIX VOLT 
Cars or trucks 


ere. 


The Cellomatic is truly a premium battery selling 
at a popular price. The finest materials coupled 
with the new manufacturing developments inher- 
ent in “Selenium Power Dry Pack” and demount- 
able cell assembly will give Cellomatic the 


dominant position in the volume sales market. 


CELLOMATIC SALES CORPORATION 
186 No. Canon Drive, Beverly Hills, Calif., Suite 201 


I am interested in a Cellomatic Distributorship ( ), Dealership ( ). 


Please send me the details. 


Name 


IN ccc cateiisihnie septa 
Address 
a ee a 


Distributors please indicate the specific area interested in 
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